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ORIDA HOUSE: the custom-look pays off for Tampa Builder Abe Johns 


@ Let’s get some sensible FHA income requirements 


Meet George Goodyear, new NAHB president 


Lighting—are your houses up to 1957 standards? 


How to plan and place a hillside house 





S BEGINS ON PAGE 43 WAYS TO BUILD BETTER BEGINS ON PAGE 177 FOR COMPLETE CONTENTS SEE PAGE 101 











NUTONE Ee 


Most Powerful... 


Most Colorful... 


la lololeo Me -F-) ah 


HOOD-FANS 
IN THE 
INDUSTRY. 





NuTone’s new Hood-Fans break all records for 
performance ... with revolutionary fan blades 
and more powerful motors. Actual wind tunnel 
tests of 4 leading brands... prove NUTONE 
HOOD-FANS offer the greatest air delivery! 


Matching NuTone’s efficiency ...is the smart 
new styling of the NuTone Range-Hoods . . in 7 
sparkling colors to blend with any steel or 
wood kitchen cabinets. All models equipped 
with pushbutton panels and non-glare lighting. 





e’s DeLuxe Hood Fan with Powerful Filter Fan reaches down closer to the cooking zone....to trap all greasy cooking odors. 


For Fresh Clean Air ln Your Kitchens 


For new homes .. or remodeling. . NuTone offers America’s most 
women want an attractive kitchen = beautiful . . . and most powerful 
with a good ventilating system ta 2k Hood-Fans to make your kitchen 
to get rid of cooking grease and -A\K “the center of attraction.” Let 
odors .. . before they circulate SSN NuTone Hood-Fans work for you 
into other rooms of the house. in your 1957 model homes! 


FOR COMPLETE 
CATALOGS. 
Write to.. 
NuTone, Inc., 
Dept. HH-3, 
Cincinnati 27, 
Ohio. —Potets Ot-t ah t:1 at Me @leole) at ©) all aal-t- me Me —> 4al- Let) ae -) at 


Ceiling Heaters « Range Hoods 











It’s impossible, physically, for 
Higgins Block to expand or 
contract — and that means no 
maintenance trouble for as long 
as the floor lasts, and it lasts 
longer than most buildings. It’s 
prefinished ‘to save a week or 
more of job time, made to lay 
quickly and easily over ANY 
subfloor, and to be walked on as 
soon as it’s down — and that means 
no installation trouble. 


But what builders like about it 
first of all is that its quiet, lustrous 
luxury sells houses. As soon as 
you open the door, the warm 
beauty of a Higgins floor tells the 
customer that this builder cared 
about quality materials. Higgins 
Block adds dollars of value to a 
house for pennies of cost — and 
that means trouble-free sales. 


we na aati "Eakew > 
THE WOOD MADE WORLD FAMOUS IN HIGGINS 
HARDWOOD-HULLED FIGHTING BOATS 


DARK TONES: For use alone 
or in combination with the 
natural blocks shown, Hig- 
gins Block is also made in 
the rich dark tone many 
decorators demand. 


UNFINISHED: For those who 
want the “custom” look of 
on-the-job finishing, Higgins 
Block is also available with- B oO 


out factory prefinish. 


HIGGINS INDUSTRIES INC. OF NEW ORLEANS 
BOX 8169 - NEW ORLEANS 22 


PIONEERS AND WORLD’S LARGEST MANUFACTURERS 
OF LAMINATED HARDWOOD BLOCK FLOORING 

















ALL- 
WEATHER 


| | The Quality Aluminum 
“ss Sliding Glass Door 



































% Not Rain nor Sleet nor Snow 
















































® Not Drifting Sand or Winds that Blow... 
«* 
e Se 
ADDITIONAL NUDOR FEATURES °° @@=Way Protection with Nudor 
a 
e Rich Alumilite Frames rT 
maaan aoe: ¢ 1. No Draft Weatherstripping 2. Double Glaze 
Threshold —no track to trip on. . 
e Adjustable Nylon Rollers. pe 
¢ Plexiglass Door Handle. ° 
e Adjustable Locking Hardware. e 
NUDOR’S QUALITY CRAFTSMANSHIP ASSURES ® 
A LIFETIME OF TROUBLE-FREE OPERATION. © 
e 
s 
iNDOW 
ORIZONTAL SLIDING — woe 
NUDOR H all-Weathe a pows 
Complete RIZ AL = nylon whee sy 
N n, rolls ipping lity 
Finger-HP opera Weather ith Ame. oor. 
ifi an +i x 
Cerfanation. All AN GpOR sliding 
craftsmans pistributor Pes 
See your NUDOR o NUDOR provides continuous weatherstrip- NUDOR is precision constructed, 
ping of certified WOOL PILE that positively for easy installation, of 1” insula- 
a seals out drafts and winds in any weather. tion glass, Twindow or Thermopane. 
& ADJUSTABLE GLASS STOP FOR EASY INSTALLATION 
* ™~ 
NUDOR MFG. CORP. Dept. HH-3 
Check 7326 Fulton Ave., North Hollywood, Calif. 
your Yellow Please send free literature: 
Classified for CJ NUDOR [] NuDOR (] Name and address 
as Sliding Horizontal of nearest 
— nasal Glass Door Sliding Window Nudor Distributor 
or mail this 
coupon. Name 
Add 
Manufactured by NUDOR MANUFACTURING CORP., 7326 Fulton Ave., No. Hollywood, Calif. - 
“Member of the Sliding Glass Door and Window Institute” —e Zese__State 
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Give Every Home That 


With Beautiful New 
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Custom-Kitchen 
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Built-In Freezers and Refrigerators! 








Designed with the woman in mind — and extra easy to install 
—these magnificent new built-in freezers and refrigerators 
from Amana bring sparkling beauty, new convenience and 

comfort, to any kitchen. Needs no special cabinet work. They 
give new homes outstanding buyer appeal... make mod- 
ernization jobs so much easier to sell! 


Amana built-in freezers and refrigerators are com- 
pletely finished on all visible sides. Each unit is self-con- 
tained—allowing full flexibility of installation! 


> 


/ No high-cost special installation necessary. Fully self- 
! contained, all you need is space and an electrical outlet. 
Units conform to all kitchen and building specifications! 


Your choice of four beautiful new finishes... White— 
Brushed Chrome—Coppertone—and Yellow! 


Arrange them as side-by-sides right in the wall—above 
or below counter line . . . as stack-ons, both in ordinary 
refrigerator space .. . or they can be staggered to fit your 


kitchen decor and convenience ! 





thr anc 


Producers of 
World-Famous Amana Freezers 
Freezer-Plus-Refrigerators 
Built-In Freezers and Refrigerators 
Room Air Conditioners 


BACKED. BY A CENTURY. OLD TRADITION 


Central-System Air Conditioning 

Deepfreeze® Chest Freezers OF FINE CRAFTSMANSHIP 

rds Amana and Deepfreeze are trademarks 
Reg. U.S. Pat. Off. 


AMANA REFRIGERATION, INC., AMANA, IOWA 
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ABOVE AND BELOW COUNTER ROOM DIVIDER 








Amana Refrigeration, Inc., Amana 30, lowa 


Gentlemen: Please send me full information on: Amana Built-In Freezers 
and Refrigerators. 
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Home Builders use more Kwikset 
line locksets than any other brand 
Why? Because Kwikset offers custom quality 

at budget prices ... fast, easy installation that saves 

o 30 minutes per door... superb styling in two distinctive 
designs in all popular functions and finishes, 

plus an extensive consumer advertising program 

that pre-sells your customers on the advantages of 
> Kwikset locksets. Kwikset's outstanding value has made it 
“a sales leader. If you want the most for your lockset dollar — 


insist on Kwikset ‘‘400"' line locksets. 


‘‘America’s largest selling residential locksets'’ 





KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 
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Greatest freedom from shrinkage 
starts with Redwood itself— 





Each unitized stack is made up of lumber in classifications accord- 
ing to green weight, and remains in the yard until moisture content 
reaches a specified range. 








By the time lumber leaves the kiln, moisture has been pulled down 
to an average below equilibrium, and some surface moisture re- 
turned to stabilize equilibrium through each board. 


ARCHITECTURAL 
FILE See Sweet's Architectural File, or send coupon for your 


pesonal copy of this aid to redwood specification — 
and informative booklet ‘From Out of the Redwoods”’ 


Spoaly tho leit in Relured, DALE OD® | 





or write for copy 


THE PACIFIC LUMBER COMPANY 


Since 1869 + Mills at Scotia, California 


35 E. WACKER DRIVE 
CHICAGO 1 


100 BUSH STREET 
SAN FRANCISCO 4 


MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 


2185 HUNTINGTON DRIVE 
SAN MARINO 9, CALIF. 


—but it takes these extra steps 


in the manufacture of 
PALCO Architectural Quality Redwood 
to bring out this natural advantage 


Redwood has less shrinkage and swelling—greater dimensional 
stability than any other domestic commercial wood — if it is 
properly dried. Drying down to about 28% moisture content 
merely removes free water in the wood cell cavities. The cell 
walls are still saturated. 

Shrinkage starts at about 28% and continues until the point : 
of equilibrium with air is reached. Air drying alone won't | 
achieve this goal. 

PALCO Certified Dry Redwood provides three extra steps 
to assure proper humidity uniformly distributed through each 
board. 


] Selective air drying up to 24 months according to green 
weight, bringing al/ lumber to a specified humidity range 
before it enters the kiln. (See example chart below). 


2 Controlled kiln drying, depending on condition and thick- 
ness, from 6 to 25 days at specified temperature progres- 
sively applied. 


3 PALCO goes one step further. When the center of the 
board approaches moisture equilibrium, surfaces are too 
dry, and would be distorted by re-absorbing moisture from 
air. PALCO Redwood is therefore left in the kiln for a ‘ 
final extra process to rebuild surface moisture to atmos- 
pheric equilibrium — producing the most stable lumber 
known. This is one of many premium PALCO features 
—at no extra premium in cost—and you know it will stay 
in place. 





EXAMPLE: Selective air drying schedule for 2” lumber 


























Classification | Geoon Weight | Drying Time 

LIGHT 3 Ibs./bd. ft. 9 to 12 months 
MEDIUM 4, \lbs./bd. ft. 12 to 18 months 
HEAVY 6 Ibs./bd. ft. 18 to 24 months 





THE PACIFIC LUMBER COMPANY 
100 Bush St., San Francisco 4, Calif.— Dept. 


Please send me without obligation: 


Reprint of Architectural File Bulletin outline specification 
data, PALCO Redwood patterns, sizes, grades, grains, etc. 


“From Out of the Redwoods'’'—colorful bocklet showing 
how PALCO Redwood and Redwood Products are produced. 


Name. 





Title 








Company 


Address. 





State. 








City. Zone 
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an exclusive builder desig™ 
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BGAS FURNACES 


Let COLOR sell for you wherever you 
install a furnace! The new blue Trim 
Boy furnaces add a modern touch to the 
smartest recreation room or kitchen 
..and are so compact they will fit in 
the smallest closet or alcove. Versa- 
tile! - Work with any conventional 
duct system or the exclusive Blend- 
Air perimeter distribution system. 


Builder priced to save many dollars 
on every house... yet give all the 
quality features vital to dependable, 
low-cost operation. Keeps your 
buyers “sold.” 


Ready for air conditioning. Big 
“plus” sales feature. No alterations 
needed to “add on” cooling. 


This coupon can save you money! 



































l. Mail it today. 
ft} SMS ° . . K. 
Ne) So : The Coleman Company, Inc., Dept. HH-73, Wichita 1, Kansas 
a : Please rush me complete information on 
a B near . your new Trim Boy for builders. 
< Aaa : 
a : 
Trim Boy = Name 
HORIZONTAL FURNACES ‘ Firm Name 
take no floor space—fit in attic, t Aadeeee 
utility room, basement or crawl- ' 
space. 80,000 to 125,000 BTU. ' City Zone State 
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a new basic tool for 
profitable homebuilding 
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A misplaced decimal in an estimate can often mean the difference 
between profit and loss. ..consequently a figuring machine that will 
render fast, reliable calculations has become as vital to the home- 
builder as any other tool he employs. The Remincton Ranp® Model 
99 Calculator That Prints is that sort of Calculator. Printed proof 
on easy to understand SimpLaA-TAPE means that you can rely on 
figures as being accurate and rest assured that your estimates aren’t 
getting you in trouble. 

On the job from start to finish, the Calculator That Prints is 
equally valuable to the builder for computing payrolls, extension 
of bills, tax accounting and all the other figure work that goes with 
homebuilding. 

For illustrated case history that shows further how the Calculator 
That Prints is aiding the contractor, write for case history CH974. 
Room 1344, Remington Rand, 315 Fourth Avenue, New York 10. 


Remington. Frand 


DIVISION OF SPERRY RAND CORPORATION 
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IT COSTS NO MORE 


to Guile The Finmesl™ 


Since 1875 the QUALITYBILT name has been synonymous with 
sales-stimulating ‘‘extras” ... such as featured in these 

dramatic Birch Kitchen Units. Created from the matchless beauty 
of fine wood with incomparable craftsmanship, these smart 
Kitchens are precision-machined for fast, easy assembly . . . feature 
1-1/16” thick warp-resistant doors, sleek, modern hardware, 

and a host of other distinctive features! 


QUALITYBILT Wood Casements . . . the ultimate in streamlined, 
slenderized beauty, add charm and durability to any home with 
their slim, modern mullions, toxic-treated wood parts! Select from 
a wide range of sizes and types. Write today for our fact-filled 
catalogs and name of your nearest QUALITYBILT distributor! 


Qualitybilt 
Kitchens of 
Incomparable 


™ Binch Wood 3 


Exclusive 4 | 


Wood Casements 





Fel FARLEY & LOETSCHER 





* DUBUQUE, IOWA 














LAU RANCHER Cools by drawing cool 
outside air through windows and 
doors up to its location at some con- 
veniently central spot near the 
dwelling’s center and out through 
attic apertures. It fits homes with 
low-pitched roofs. It requires no 
bolting down. It is gratifyingly 
quiet, Blades 22” to 42”. 


LAU PANEL IS A POWERHOUSE of cool- 
ing comfort. It is installed vertically. 
It draws air through windows and 
doors and expels it directly out of 
attic apertures, flooding the home 
with oceans of cooling breezes. 
Adaptable, easy to install. Quiet. 
Statically balanced, vibration-free. 
Blades 24” to 48”. 


OF-Vemramnohb bin Kel 
fast enough when 
you add LAU Fans 


! em 


Thar’s slightly exaggerated, of 
course. You will find the way to build 
’em faster and faster! But, kidding 
aside, there’s nothing that adds so 
much sell as cool comfort at low cost 
...and Lau fans give your customers 
just that. 


Whatever your problem might be, 
Lau has built a “Niteair” fan to solve 
it—because Lau builds a style of fan 
and a size of fan for every purpose 
(see below). 


Then, too, Lau is fully staffed with 
aif-moving engineers who will be 
pleased to help you with your prob- 
lems of application. Why don’t you 
call us today and let us help you with 
your special requirements. Wire or 
write today. 


Ask for Catalog 
LAD-825 





LAU AUTOMATIC ATTIC RELIEF FAN 
moves air through the attic, prevent- 
ing attic heat build-up (often 150°). 
Operates automatically by thermo- 
stat. Ideal for use with air-condition- 
ing system because it reduces the 
load on the air-conditioning unit. 
Install vertically or horizontally. 
Quiet. Low in cost. Blades 16” only. 


EXHIBITOR NATIONAL 
HOUSING CENTER 


THE LAU BLOWER COMPANY 


2007 Home Ave., Dayton 7, Ohio 
© Azusa, California © In Canada: 
The Lau Blower Co, of Canada, Ltdy 
Kitchener, Ontario 


World’s Largest Manufacturer 
of Air-Conditioning Blowers 
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NATIONAL LOCK SEZ, sissy sea 


those who appreciate elegant simplicity . . . precision engineered 
for positive security and quick installation. Best of all, 
NATIONAL LOCKset costs but a few pennies more than the 
cheapest, and dollars less than the highest priced lockset 

on the market. @ No wonder it’s widely recognized as 


America’s Outstanding Lockset Value. 


Specify it with confidence...Install it with pride 


NATIONAL LOCK COMPANY 


ROCKFORD, 





ILLINOIS @ MERCHANT SALES DIVISION 








Flexible ! Fexpanstble ! 
It lets you decide how 


THE N -w We sterner 


latest addition to the line 


UNITED STATES || ; 


























lt lowers the cost of building bigger homes ! 


| lt adds variety to your line 
but keeps your building program simple! 


OPTION 


lt answers many different housing problems... 


with just one basic design! 
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it will be! 


(FOR 195¢ 


of quality 
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OPTION 








OPTION 


FAMILY 





BEDROOM 
10 x 1110 








LAUNDRY 








DINING 


LIVING ROOM 


15’6" x 11'10 














a ‘ BEDRoom~—sid| 

BEOROOM 3 OR STUDY | 

is 10 x ¥0 : 10’2” x 9'R | 

' | 

Sees ae i 
OPTION OPTION 


BEDROOM 


10'1" x 12 


BEDROOM 


ro 


OPTION 
FAMILY 
ROOM 


12‘1" x 10 
STURAGE STORAGE 


COVERED 
PATIO 
12’5" x 10° 3 


OPTION 











: Ne HOUSING MARKET IS CHANGING everywhere, 
and this exciting, new Westerner Home is capa- 
ble of changing with it. You can build this 
modern home with 1,200 sq. ft. of living space 
... or 2,000... or 2,800. You can include a den 
plus 2 regular bedrooms ... or 3... or 4. You 
can feature a large, all-purpose family room... 
a convenient patio for outdoor living. You can 
build it on a basement . . . or you can build it on 
a slab. You can price it from $14,000 to over 
$20,000. You can change this home to suit your 
market—its needs and its ability to pay. 


Four other great 
United States Steel Homes 


The new Westerner is merely the latest addition 
to the line of quality homes manufactured by 
United States Steel Homes. With the Champion 
you can build for the low-price market. With the 
ever-popular Coronado you can tap the lush 
medium-price market. The Catalina, as well as 
the Westerner, gives you the bigger homes you 
need. For the growing market in luxury homes, 
you can offer the spacious Visionaire. All these 
homes come in a variety of floor plans and ex- 
teriors that make every home different, no mat- 
ter which models you build. 


The big plus: 


Sales Promotion! 


Medium-size builders get BIG; big builders get 
BIGGER, when they start selling United States 
Steel Homes. And sales promotion by United 
States Steel Homes is one of the big reasons. As 
a U. S. Steel Homes Dealer you have the biggest, 
the most comprehensive, and the most successful 
selling programs in the industry working for you. 
You get sales promotion help that you can’t get 
anywhere else . . . that no builder can afford to 
buy for himself. 


Write for complete information to: 
ADVERTISING & SALES PROMOTION DIVISION 
Unirep States STEEL HOMES 
New ALBANY, INDIANA 


UNITEDESTATES STEEL 


NEW ALBANY, INDIANA * DIVISION OF UNITED STATES STEEL CORPORATION 


Champion, Coronado, Catalina, Visionaire, Westerner— 
Registered Trade-Morks of United States Steel Homes 











b* ° beande A NEW FEATURE that draws favorable attention to your 
new homes? Try G-E electric radiant heating. Look at all 
the advantages it offers: 


Comfort. Individual room thermostats permit separate control 
of the temperature in each room. Temperatures within each room 
can be maintained, with little variance between floor and ceiling. 


Saves space. Instead of having a central heating plant consisting 
of furnace, fuel tank, chimney, pipes, ducts, radiators or convectors; 
the G-E radiant heating system takes no usable space for it consists 
of a special heating wire that is imbedded in the ceiling of each 
room ,.. it cannot be seen ... it cannot be heard. 


a 





GP ELECTRIC RADIANT HEATING 


offers Home Buyers 
Every Degree of Comfort 


with ROOM-by-ROOM 


Temperature Control 











Convenient. No annual servicing plan is required; the home- 
owner doesn’t even have to worry about his fuel running short, for 
his electric utility operates the “furnace” for him, supplying him 
with dependable, clean, efficient heat from electricity. 


The name General Electric assures you and your customers of 
product quality. G-E sales literature and outdoor signs help to 
attract buyers into your houses, 


Call your General Electric radiant heating installer or electric 
utility for additional data, including the cost of installing and 
operating electric radiant heating in your area. Or write Wiring 
Device Dept., General Electric Company, Providence 7, R. I. 


Progress /s Our Most /mportant Product 


GENERAL @@) ELECTRIC 
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1957 HOME BUYERS DEMAND 
BETTER-EQUIPPED HOUSES! 














They insist on wcelided brand compo- 


~~] nents, more are: (ats added luxury 
RATATAT RY ME PET features. 


A complete line of warm air units for every type of 
installation ...each backed by a 10-year warranty. 


OIL-fired 
LOW BOY 


Oil-fired models 4 


delivering from 75,000 to 250,000 
B.T. U.'s. All units equipped with high 


is helping builders meet these demands 
pressure burners to burn No. 2 fuel oil o with recognized quality furnaces that 





save space and reduce costs. 


Builders find that nationally advertised Kaustine 














e- 
ss GAS-fired Furnaces not only have universal acceptance 
m LOW BOY but an enviable reputation for trouble-free, 
Gas-fired. models de- economical operation and an outstanding rec- 
livéring from 64,000 df l f = 
of 1 9beb OTB. sot ord for long years of service. 
- ee es They also find that Kaustine compact designs 
‘ w Y ° ° 
Chieu dale a result in valuable floor space savings and that 
ric fully tested and ap- exclusive Kaustine engineering features and 
nd proved by A. GA. factory assembly reduce installation costs. 
ng 
I. FOR FULL INFORMATION WRITE DEPT. H-3 
ae (7 TOPS IN QUALITY 
SERVICE 
SATISHACTION 
qustine 
There is a Kaustine Furnace or Winter 
Air Conditioner tor every type of home 
ME B MarRcH 1957 15 
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There’s a good reason why it can take a plumber only 
about an hour to connect a Hotpoint Dishwasher in 
a new home—or an electrician 20 minutes to install 
a Hotpoint Built-In Oven. 


The reason is a logical one. Hotpoint engineers 
know that the most serious problem facing builders 
today is the cost of labor—so their primary concern 
is to design every appliance—every nut and bolt, 
every wiring and plumbing connection—to cut in- 
stallation time to a minimum. 


For instance, they’ve succeeded in engineering 
Hotpoint Dishwashers whose plumbing connections 
are all made from the front— Hotpoint Built-In Refrig- 
erators that require no special supports—Hotpoint 
Disposalls® whose housings turn a full 360° so that 
lining up pipes and drains is a matter of a few minutes. 


Whenever we can save you 30 minutes or 60 
minutes of installation time, we are reducing your 





appliance costs by cutting labor costs. That means 
greater profits for you— per appliance—and per home. 






The trouble-free installation of Hotpoint appli- 






ances is one of the many reasons why “The Hotpoint 






Line is the Builder’s Line of Appliances.” 









& 
{A Division of General Electric Company) 


5600 West Taylor Street, Chicago 44, Illinois 




















The Hotpoint Line offers Five Colortones @ Coppertone e Stainless Finish e Classic White B 
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“I can give buyers 
better homes 
faster with 


American 


: 7 
“The Amish are quick to recognize good workmanship ous és 


and full value. They certainly prefer to work on my 


American Houses.” 


’ ° Paar ot 
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| UNITITE PANELS—Basic element of American 
Houses’ construction is the 4’ x 8’ Unitite Wall 
| Panel, ready-to-erect with insulation in place 


* 


| SELF-SUPPORTING TRUSSES—American 
| Houses’ fink-type split-ring trusses require no sup- 
| port. Inside partitions carry no load. Walls and 
| partitions are notched for quick, accurate spacing. 


... says Albert Fletcher, 3rd, of Warrenton, Va. 


PHOTOGRAPHY BY JON FRANCIS 





PREASSEMBLED FLOOR PANELS—American 
Houses’ floor panels are factory-assembled with 
subflooring nailed to joists for speedy installation. 


a’ sed eb ge PS paath 
NO SKIMPING, NO WASTE—All interior panels © EXTRA RIGIDITY—Note how 1” x 4” half-stud on one edge of panel joins 2” x 4” 


are full 2” x 4” studded. All elements of American _— stud on next panel to make a 3” x 4” support every 4 feet. Notched-in 
Houses are cut to exact dimensions. No skimping, 1”x 4” nailing-strip across mid panel is another American Houses’ extra feature. 


no waste, no cutting and trying on the job site. 


“T’ve seen them all and for top quality con- time and care are required for perfect fitting, 
struction, with attention to every detail, you they take it. American Houses thinks of PROJECT BUILDERS 


can’t equal AMERICAN Housss. 


everything beforehand and incorporates it. , : = 
Th fe tat h American Houses, Inc. is America’s 
e result is I get more Quatity houses leading prefabricator for large hous- 


‘Wherever extra material is needed for up in less time, which both my men and ing developments. If you operate 
strength, AMERICAN Housss uses it. If extra buyers appreciate.” east of the Mississippi, write in on 


your letterhead for information. 


AMERICAN HOUSES, INC., AMERICA’S GREATEST HOME VALUE -DEPT. WH-357, S$. AUBREY & E. SOUTH STS., ALLENTOWN, PA 


i | — 0 
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MAAS & WALDSTEIN CO. 


2121 McCARTER HIGHWAY, NEWARK 4, NEW JERSEY 


MIDWEST DIVISION: 1658 Carroll Avenue, Chicago 12, Illinois 


PACIFIC COAST DIV.: Smith-Davis Co., 10751 Venice Blvd., 
Los Angeles 34, Calif. 


first. 


A Full Year Guarantee | 


on multicolored textured paint 


The most startling news since Plextone...A full year guarantee 
of this amazing color-flecked textured finish on walls! Only 
Plextone can give such a guarantee because of its unsurpassed 
durability. Plextone consists of two or more colors applied by: a 
single spray application, from one container, forming a multicolor 
pattern of outstanding beauty and sales appeal. Be among the 
first to offer Plextone guaranteed painted walls. 


Write for complete information and the new Plextone color palette. 


’ 
® 


WORLD’S LARGEST PRODUCER OF MULTICOLORED PAINTS 


TITTITITILIILILILIILLILLILIiLiLLiiiiLLiiLiLiiLiLiLiLLLiLLiLlililitiilitiiii iii iii iii iii 
. 
. 


MAAS & WALDSTEIN CoO. 
Architectural Division 

2123 McCarter Highway 
Newark 4, New Jersey 
Gentlemen: Please rush free : 
new PLEXTONE color palette | Company 
and application information.  :% 
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At the same cost of 








ing models! 


-stand 


many free 














Ordinary Door 

ivots on inside 
edge—extra wall 
space must be 
allowed for door 
swing. 








New Hotpoint Door pivots 
near outside edge—no extra 
wall space is needed, because 
door opens within width of 
cabinet. 





imum of 2% 














EVEN AFTER THE LASHING OF 





THE STORM, THIS WILL BE THE 
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Famous Master-Bilt Construction—Plus. The great new 
Wind Seal Shingle has the same double surface, thick 
butt construction that has made the Bird Master-Bilt 
the most demanded shingle in its field. The self-seal- 
ing feature is a powerful plus. 

Wind Seals Are Spot-welded Together Automatically 
By The Sun Not a shingle can be missed as it can 
with hand-applied sealing. 

Nails As Usual, For Double Strength Every shingle gets 
the regulation 4 nails — so that the Wind Seal roof 
is nailed and sealed. 


htest roof 
under the sun 


















Not a Shingle Will Budge all through the fury of the gale-driven torrents! 
It just can’t happen. Because every shingle is sealed to the one beneath it by 
16 spots of powerful adhesive, which the heat of the sun sets into sticking 
action... 19,000 firmly gripped, sun-welded spots to the average roof. 


Safer After Storms Too; No Moisture Trapped The 
Wind Seal’s sun-welded spots provide spaced sealing 
for quick drainage. Result: no trapped moisture. 
Low-Cost Installation ...No Time Wasted on The Job 
Wind Seal Shingles are especially designed to prevent 
them from sticking together in the bundles; and yet 
each bundle is packed normally for quick handling. 
Clean, Colorful, Beautiful No chance of smearing or 
dripping of adhesive on the job... and the Wind 
Seal color range is wide and wonderful. 

Send For Free Folder “Spot-welded By The Sun” for 
details. Bird & Son, Inc., Box HH-3, E. Walpole, Mass. 
or contact your Bird representative. 











TRADE-W/ND PRE-WIRED 
VENTILATING HOODS 


PATRICIAN 


VENTILATING HOOD 


Budget priced packaged unit 
complete with AF-7 Venti- 
lator, light and double 
light/ventilator switch. 5 
standard lengths in satin 
chrome and copper tone. 
Standard model has Venti- 
lator at left side; center or 
right positions available; 
also colors on hood. 








STATIONARY 
VENTILATING HOOD 


Stunning modern design pre- 
wired with 3 speed control 
and light operated by 
Touch-Bar. For use with 
Trade-Wind 3501; or with 
2501 or 1501 Ventilator and 
slide filter. 5 standard 
lengths in brushed copper 
(it's real!) or stainless steel 
finish. Hood has exclusive 


SALEM 
VENTILATING HOOD 


Beautiful Early American de- 
sign in antique copper {it's 
real!), pre-wired with 3 
speed control and light op- 
erated by Touch-Bar. For use 
with Trade-Wind 3501; or 
2501 or 1501 Ventilator with 
slide filter. 5 standard 
lengths. Hood has exclusive 
Trade-Wind baffle plate. 











Trade-Wind baffle plate. 


for QUICK, EASY 
INSTALLATION ! 


You make just one electrical connection and a Trade-Wind Venti- 
lating Hood is ready to use! 


Trade-Wind pre-wires each hood at the factory, making all connec- 
tions to the light and control switch. 


In addition, both the Trade-Wind Salem and Stationary Hoods are 
now equipped with special break-away tops which are cut out and scored 
to take any of the 3 Trade-Wind Ventilators (Models 3501 — 550 C.F.M., 
2501 — 425 C.F.M., 1501 — 300 C.F.M.) The Ventilators can be located 
either at the left or right side of the hoods. All the Ventilators have Slide 
Filters for easy cleaning. 

The Patrician is supplied as a complete package with the AF-7 Venti- 
lator. All hoods are easily installed without special tools. 





eae 20 
Guaranteed b 


\ Good Housekee pil y, 





IT’S A SNAP! 


Simply break-away top to fit any Trade-Wind 
Ventilator at right or left side. Note that light 
and control switch are completely pre-wired. 





ANOTHER TRADE-WIND EXCLUSIVE! 


Touch-Bar control for both light and 3 speed 
switch on the Salem and Stationary. This 
striking modern design eliminates confusing 
array of colored buttons. 





¢ You Get MORE with J#ADE-W/ND » 





© All Hoods Pre-Wired 
¢ 3 Popular Hood Finishes 


© 3 Striking Hood Styles 
¢ 5 Standard Hood Lengths 


* Handy Break-Away Tops Fit 3 Trade-Wind Ventilators 


* Exclusive Touch-Bar Control 


<FradeDiiead MN toterfans, Src. 7755 PARAMOUNT BOULEVARD, DEPT. HH, | RIVERA, CALIFORNIA 














“.,.most talked-about feature!” 
“.,. fascinates home-buyers!”’ 


(.ehelps sell new homes!” 


—that’s what builders are saying about LUXTROL Light Control 


From all parts of the country, builders write that LUXTROL is 
making a big hit with home-buyers .. . 

Hillcrest Lumber Company, De Pere, Wisconsin “... LUXTROL 
is the most talked-about feature of the Better Homes & Gardens 
Idea Home. ... people never thought it possible that light could 
create such decorative effects!” 


Rolling Ridge Homes, Northport Village, Long Island 
‘“. , « prospective buyers are most fascinated by LUXTROL. 
They love the idea of dialing any degree of light they want— 
from a dim glow to complete brightness! . . . really helping to 
merchandise houses!” 

Ernest Widmer, Builder, Daytona Beach, Florida “LUXTROL 
Light Controls help sell homes because they’re trouble-free, 
economical to purchase and operate, and they provide easy 
selection of light levels for any occasion. . .” 

H. C. Roberts & Sons, Anaheim, California “Our Electri- 
Living Home includes all the latest products... the unequalled 
flexibility of light provided by LUXxTROL is definitely outstand- 
ing. It gives the homeowners light for every mood and every 
seeing need.” 


Use LUXTROL in your new homes... 
as an exciting extra 





Take a tip from these successful builders. Install LUxTROL 
and show off your new homes in their best light. It adds that 
final, ultramodern touch home-buyers really go for! 

Plan to cash in on all these LUXTROL advantages: Versatility 
... ideal for any room... fluorescent and incandescent light- 
ing. Ease of installation . . . simply replaces ordinary wall 
switches. Safety .. . a precision-built, cool operating auto- 
transformer, not a rheostat. 

The moderate cost of LUxTROL makes it a natural for homes 
in every price range. Contact your electrical contractor or 
mail the coupon today. 


new LUX< TROL. light control 


A product of THE SUPERIOR ELECTRIC COMPANY 


THE SUPERIOR ELECTRIC COMPANY 

9027 Demers Avenue, Bristol, Connecticut 

Send me literature and where to get delivery of new LUXTROL 
Light Control. 
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vanity shelf 
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soap, tumbler, toothbrushes, medicines or toiletries — 





Here is new beauty to delight the eye — Hall-Mack’s 


Concealed Vanity Shelf. Blends easily with any bath- 
room decor — with any style or color. Dramatic in 
concept and clean in design, this handy unit provides 


and has an electric outlet for shaver or other use. It’s 
decorative — as well as convenient, with sliding mirror 
panels in a chrome frame. In any home — this new 


Concealed Vanity Shelf will be practically beautiful . . . 


ample space to keep bathroom necessities out of sight, 
a reflection of good taste. 


yet within easy reach. Holds electric or blade razor, 


Easy to install — the recessed Concealed 
Vanity Shelf can be placed in any of several 
locations for your greater convenience. It is 
ideally located at the lavatory — between the 
top of the basin and the bottom of the mirror. 





HALL-MACK 
lonek awa. Bf 


C) Please send your FREE color booklet of new bathroom ideas. 








name. 
1380 W. Washington 
Blvd., Los Angeles 7 address 
Sold by leading plumbing, tile Colihnenin | 
_ zone state. 








and hardware dealers everywhere 
HH-3 
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prove 
youre using 
the best 


maglas 











| GLASS-LINED WATER HEATERS 


Here’s the Proof! 


Unretouched 
BRAND | Microphotographs of Test 


AO.Smith 
Permaglas’ 











BRAND A 


Mederately Eroded 
METAL EXPOSED 





BRAND B 


Severely Eroded 
METAL EXPOSED 





BRAND C 


Badly Eroded 
METAL EXPOSED 





BRAND D 


Moderately Eroded 
METAL EXPOSED 





BRAND E 


Badly Eroded 
METAL EXPOSED 





BRAND F 


Moderately Eroded 
METAL EXPOSED 





makers _.... 
of famous 











Permaglas has a complete line, 
including colorful deluxe models. 





Naturally you want to use the best products—and 
of course the best values—in your homes. And when you 
show your prospects that even the water heater is top 
notch... you’re bound to make a good impression. Now, 
Permaglas supplies you with PROOF from an inde- 
pendent research laboratory. Show prospects you’re using 
the one glass-lined water heater with positive proof of 
superiority. 


PERMAGLAS BUILDS CONFIDENCE IN YOU 

When you install a Permaglas glass-lined water heater, 
you show prospects you don’t skimp, anywhere. You 
have a respected brand name, with PROOF of its excel- 
lence, to help you sell homes. More than that, you are 
installing a water heater that will keep your customers 
satisfied—and recommending you—for years. It’s a 
lot to get from a small investment, isn’t it? 





Permaglas 


PROVED BY OVER 3,500,000 FAMILIES 


Through research gg ..@ better way 


AOSmith 


Ss OM A TS Ba as a ae ee 
PERMAGLAS DIVISION, KANKAKEE, ILL, 
International Division, Milwaukee 1. Wisconsin 

Licensee in Canada: John Inglis Co., Ltd. 
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ees» YOUR FORMULA FOR MORE SALES AND GREATER PROFIT IN 1957... 
that modern luxury - touch 


of e— 
ALUMINUM HORIZONTAL stiniINc WINDOWS... 


You have found out thattoday’s home _— somely on this! . . . They are obvious 
buyers want modern luxury... and §qualitywhenyou see them or use them! 
































they are willing to spend just a little And they give you five exclusive feat- 

more for the better things, especially res to sell with .. . over and above 

when they look so much more costly. the features of any other quality 
Glidorama Windows qualify hand- window— 























1. Complete perimeter seal of entire vent... assurance to your customer that wind, 
dust or rain will never get in. 

2. "Invisible’’ hardware ... such as handle designed flush with meeting rail molding 
and featuring an automatic tamper-proof bolt-lock—universally popular with 
home-buyers. 

3. Stainless-steel needle-bearing rollers on stainless-steel axles ,., to give your 
customers that instant finger-tip gliding action, always instantly recognized as quality. 

4. Twin-V-shape metal interlock at both meeting rail and jamb ... to eliminate 
vibration completely and provide a sound-proofing all home-buyers appreciate. 

5. 20%-heavier-gauge frame sections, and double-I-Beam sill construction... 
to give the strength needed to support broad areas of glass, plus the rigidity 
for flawless lifetime operation, an impressive point to every customer. 
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Plus these savings on installation—no paint- 
ing (of interior or exterior trim)... less 
time to install (delivered ready to install, and 
with wide flanges)... built-in storms and 
screens (no added costs for your customers)! 


‘4 bdd-d-4-b-44-4-4-4-4-41.4-4. 


See how GlidoramaWindows fit your formula 

for more sales and greater profit in 1957! 

. . . Send coupon or letter for our 

Builders’ Catalog, Price List or 

a Glidorama demonstration 
right in your office! 
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give your '57 home buyers 
that modern luxury-touch... 


whether for the more 
modest homes like this... e 












or on up to the more | 
costly modern mansions 
like this... 3 


Only by a demonstration ~ 
can you appreciate how 
Glidorama Windows will 
make sales easier, profits 
greater! 





GLIDORAMA DIVISION, Whizzer Industries, Inc., 000 S. Sanford $¢., 
Pontiac, Mich. Phone Federal 2-8371. 


; Gentlemen— 
i [_] Send your Glidorama Builders’ Catalog. 
[_] Arrange for a Glidorama demonstration in my office. 

















Name 
WINDOWS Ss wyiteonhh or S 
aluminum GLIDing windows Se .__ 
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Van-Packer masonry 
chimney goes up 
in 3 hours, saves 

20-40% over brick 


By using the Van-Packer Factory- 
Built Masonry Chimney, thousands of 
builders all over the country are able 
to save money, yet still install a genu- 
ine masonry chimney. 


Besides the cost reduction gained by 
installing a prefabricated chimney that 
needs no pier foundation or special 
framing, builders also save by elim- 
inating job delays and mortgage-pay- 
out delays caused by lack of a com- 
pleted chimney. At the same time, with 
the Van-Packer Chimney, they’re get- 
ting all the beauty, permanence and 
safety advantages of conventional brick. 





Attractive roof appearance is pro- 
vided by Van-Packer’s asbestos-cement 
brick-design panel housing in a choice 
of three colors — red, buff or white. 
Complete fire-safety is assured by the 
acidproof 54” fire clay tile liner, 3” ver- 
miculite-concrete insulating wall and 
asbestos-cement jacket. 


Immediate delivery to your job site 
from your local heating or building 
material jobber or dealer. See “Chim- 
neys—Prefabricated” in Yellow Pages, 
or write Van-Packer company for 
Bulletin RS-1- 19. 


QYan-Packer 


FACTORY-BUILT MASONRY 


Chimney 


Van-Packer Company 
Division of The Flintkote Company 
P.O. Box No. 306, Bettendorf, lowa 

Phone: 5-2621 


Also Manufacturers of 
Van-Packer Fire Clay Tile Gas Vent 


UL listed for all fuels, all home heating 
plants and incinerators, approved by 
major building codes. 





eliminates pier. 


Attractive Van-Packer Chimney housing in red 


buff or white brick color blends with all homes 


ian panel housing 


ceptance 


Completely packaged Van 
Le cana 


delivered to job w 
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New Roper Built-In Gas Ranges offer more of the things your 


customers want most for completely-carefree cooking. Roper ““Tem- 


Roper Built-In Top Burner 
Units Come Two Ways 


Trol” (see below) . . . fully-automatic lighting . . . automatic oven 


operation . . . and much more... help sell your houses faster. Available in units of 2 burners each 
5 ; é e as shown directly above, or in a 
On the plus side for you, Roper is easy to install, fits most cabinets. cluster of 4 burners as pictured 


above at left. With or without 
Roper “Tem-Trol” heat control. 


ROPER BUILT-INS 
ARE AVAILABLE IN | 
13 DECORATOR COLORS | 



























Here's a Real Sales-Clincher! 


Lemfol 


AUTOMATIC TOP BURNER 
HEAT CONTROL 














Geo. D. Roper Corporation 
Rockford, Illinois 


Rush me full information about ROPER “arRANGE- 
able” Built-In Gas Ranges. 
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e Ends scorching, burning, boil-over Irnedivicbonnd 
Address____ tapcicapias seb segiatshptanlii 

e Makes any utensil automatic or. : State_ 
ae Siete oe ene 










(type of business) _ 
My building Material Supplier is 


Provides more time for family 






( name) 


Offers traditional Roper quality 


nN 
~o 


MARCH 1957 






































Advertisement 


CASUAL 


The Curtis Bow window— 
made up of stock Silentite case- 
ment sash, hardware, screens 
and insulating glass—gives a 
different look to this interior. 
Other sash styles are available, 
too. Your Curtis dealer will 
give you full information. Pop- 
ular Curtis louvre doors make 
a hit with owners—are avail- 
able in different styles and sizes. 














TRADITIONAL 


Silentite double-hung windows 
—famous for their weather- 
tightness and operating ease— 
come as complete units, ready 
to install in any wall opening. 
Curtis identifies all Silentite 
double-hung windows with the 
name “‘Silentite’”’ on the check 
rail of the upper sash. This is 
proof positive that the windows 
are Silentite—helps to sell the 
quality of your homes. The 
Curtis panel door shown is one 
of many styles of distinctive 
entrances and doors. 




















ities ae MODERN 


Curtis Silentite Convertible 
windows can be stacked in 
width and height to fit any wall 
area. They offer more than 
1000 different combinations 


|| and can be used as casements, 
|| awning windows, fixed sash, 
x 1 | and window walls. Curtis New 





Londoner hollow-core flush 
doors are all wood—won’t 
warp or sag—come with beau- 
tiful face panels in several natu- 
ral woods. Wrapped with each 
door is the Curtis guarantee—a 
big selling point for builders, 
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HOUSE & HOME 


People want homes that are different 
CURTIS woodwork helps you plan them! 


From every side, you hear the same story from prospec- 
tive home owners—‘“‘We don’t want look-alike houses.” 
The home that sells fastest today—at the best price— 
looks different—distinctive—pleasingly individual. 


Curtis offers you a practical, economical way to plan 
and build the “different”? house. In windows, doors, 
trim, mantels, cabinets, kitchens, and other woodwork 
—all the show-off structural items—Curtis provides 
a complete line. For example, there are 33 window styles, 
90 interior and exterior door designs, plus other wood- 
work in wide variety and excellent design. With Curtis 
windows alone, more than 1000 different combinations 
are possible. Installation is easy in any type of wall. 


Curtis Woodwork will help you plan such different, 
more salable homes. Your Curtis dealer provides help 
in planning and woodwork selection that takes a big 
burden off your shoulders—gives you proved ways to 
provide the kind of house the public wants today. 





Now Trademarked and Guaranteed 


All Curtis Silentite windows and other wood- See your Curtis Woodwork dealer soon. Use 
work are guaranteed. In addition, Silentite the many sales helps he offers. And mail the 
windows are trademarked. These are valuable coupon—now—for the complete story of how 
helps for you in establishing the quality and Curtis door and window variety helps in 
lasting value of the homes you build and sell. _ building different homes that sell faster today. 


CURTIS 


WOODWOR K-—hAeart of the home 





1 
I 
| 


Curtis Companies Service Bureau HH-3-57 
200 Curtis Building 
Clinton, Iowa 


I want to know more about Curtis windows, doors and wood- 
work. Please send information and name of nearest dealer. 
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in step with your customers. You have to be. 


Similarly, Temco is in step with you and with them—offering the finest 
automatic gas heating units available—units that fit perfectly the latest 


architectural trends. 





These two are special favorites of many builders: 
Temco’s Automatic Gas Wall Heater! 
Temco’s Automatic Gas Floor Furnace! 











@ Easily, inexpensively installed. 
© No duct work or excavation required. 


@ Operate with equal efficiency on nat- 
ural, manufactured, or L. P. gas. Good Housekeeping. 
Specify Temco and keep in step with the growing 

popular demand for the best in completely automatic gas heat! 


TEMCO, 1... 


NASHVILLE 9, TENNESSEE 


bis Hod NG Srecialisid ft the Nedion” 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS « FLOOR FURNACES + WALL HEATERS + UNIT HEATERS 
WARM AIR FURNACES AND AIR CONDITIONING 


Ce nn ne ee ee ee 


In the national march to more modern homes, you as a builder are right 


@ Carry written warranties on Temco’s 
(Chesanis(Chag* neat exchangers. 


@ Approved by A.G.A.; guaranteed by 








% TRADE MARK REGISTRATION PENDING. 


oC ee ee ee ee ee ee ee ee ee ee eee ee ee ee 


Temco, Inc., Department C-108 
Nashville, Tennessee 


Please send me catalog and full information on Temco 
Automatic Gas Wall Heaters and Floor Furnaces. 


Name 





Firm Name 





Address ....... 








City Zone ...... OO ae si sceesastalceccsteicca 
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WHEN YOU SEE 


EXPECT TROUBLE... 


(Soop workmanship is one of the 
most important factors in preventing 
leaky brick walls. 

Good workmanship includes wetting 
the brick, securing full head and bed 
joints, backplastering the face brick— 
and laying the brick carefully to keep 
the bond. The position of the brick 
should never be shifted after the mortar 
has stiffened. 

Expect trouble when brick are shifted 
or tapped into place after the mortar 
has stiffened. Cracks will result and the 
wall may leak. 





Brixment mortar has high water- 
retaining capacity. It resists the sucking 
action of the brick. It stays plastic and 
workable longer. Brixment mortar there- 
fore makes it easy for the bricklayer to 
lay the brick accurately, before the 
mortar has stiffened. 


=~ 


THIS KIND OF WORKMANSHIP, 





Brixment mortar has great plasticity, 
high water-retaining capacity and bond- 
ing quality, great resistance to freezing 
and thawing, and freedom from efflores- 
cence. Because of this combination of 
advantages, Brixment is the leading 
masonry cement on the market. 


LOUISVILLE CEMENT COMPANY, Incorporated, LOUISVILLE; KENTUCKY, 
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‘Save Material and Labor Costs with new Lap Siding Duraply 












Eins ee ee iid 

course. Duraply is exterior grade plywood with 
a permanent “CreZon” overlay bonded to its sur- 
face. ‘‘CreZon” (phenolic resins and cellulose fibers) 
is strong, weatherproof, supersmooth. 


i : NS 


4 Duraply is caulked at each seam to give a 5 Neat, trouble-free corner construction is 

easy with Duraply lap siding. Special aluminum 
corners are a snap to install quickly, cost only pen- 
nies extra, Duraply superiority is seen in the num- 
ber of “repeat” orders builders have made. 


tight weatherproof seal. Duraply itself is com- 
pletely weatherproof—has undergone rigid “‘tor- 
ture tests” to prove that it’s unaffected by boiling, 
steaming or freezing—will stand up to most weather. 


New overlaid plywood cuts painting 
costs too; also available in large panels. 


If you think Duraply is remarkable because of the way it 
saves material and labor costs, wait till the time to paint 
comes! For Duraply slashes painting time and costs, too. Its 
supersmooth surface takes paint better . . . and even ends 
the need for a primer coat. And two coats of paint on Dura- 
ply offer the same protective cover as three coats on ordi- 
nary plywood. Furthermore, tests indicate that oil paint 
will not blister on Duraply no matter how severe the 
weather conditions. 

Because Duraply lap siding comes in 12- and 16-inch 





Weldwood” purapiy® 


A product of 


UNITED STATES PLYWOOD CORPORATION 
Weldwood —The Best Known Name in Plywood 


Workman checks level before installing first 2 Duraply is easy to work...can be sawed 

with any saw used to cut plywood. Special over- 
lay holds wood fibers tight—reduces edge splinter- 
ing. Ten pieces of Duraply—pre-cut for lap siding 
—come in each carton (shown in back of workman). 








3 Back-up wedge is installed to give the deep, 

shadow-line effect. Back-up wedges are included 
in each Duraply carton. Duraply lap siding sizes 
are 11%” x 96” and 15%” x 96”. Furring strips 
come pre-attached to bottom edge. 











Ss: eas ee sag e ae ee as oe ale 
Another Duraply home finished! Savings 
on material and labor costs—as well as savings 

on painting costs and time—have given this builder 
an extra profit margin. Plain-panel Duraply is also 
finding wide use for soffits and gable ends. 


widths you can cover a wall faster than with conventional 
siding, and with less waste. This is still another saving in 
labor and material. 

Besides lap siding, Duraply is also available in 4’ x 8’ and 
4’ x 10’ panels with special overlay on one or both sides. In 
many localities, building codes permit use of these large 
panels of 34” thickness directly over studs; saving labor and 
material costs of installing sheathing. 

Find out more about Duraply by sending the coupon 
for information and a free sample. Or see Duraply at your 
lumber dealer's or any of our 87 offices in major cities. In 
Canada: Weldwood Plywood, Ltd. 
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United States Plywood Corporation 
55 West 44th St., New York 36, N. Y. 


Please send me informative literature and a free Duraply sample. 
HH 3-57 
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MOST DESIRED “CUSTOM” FEATURE NOW WITHIN REACH OF EVERYONE 





Heating and Air-Conditioning Equipment Costs Average 25% Less 
...WITH ADEQUATE ALUMINUM-CLAD INSULATION 


A properly engineered house with adequate insulation 
surfaced with ALCOA® Aluminum can be heated with a 
smaller furnace—can be cooled with a smaller air con- 
ditioner—can be operated for life with lower monthly 
utility bills. ALCOA studies reveal that the use of adequate 
aluminum-clad insulation cuts the cost of this equipment 
at least 25%. 

This means, of course, that aluminum-clad insulation 
pays for itself—then continues to save money. Now, 
every new-home buyer can afford that most-desired 
“custom”’ feature—central air conditioning. 

For proof, attend the ALCOA Insulation Show when it 
appears in your area. Live entertainment that dramatizes 
the findings of recent ALCOA-sponsored research, the 
show will visit thirty cities, beginning in March. 

ALCOA does not make insulation of any kind. It 
makes ALCOA Aluminum Foil, which many manufac- 
turers use to produce several types of insulation. Use the 
coupon to get your copy of ALCoaA’s new book about 
insulation. 
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INSULATION SHOWS IN THESE CITIES 


Baltimore, Birmingham, Boston, Buffalo, Cincinnati, Cleveland, Dallas, 
Detroit, Fort Worth, Indianapolis, Kansas City, Long Island, Louisville, 
Miami, Milwaukee, Minneapolis, Newark, New Orleans, Norfolk, 
Phoenix, Portland, Sacramento, San Bernardino, San Diego, San 


Mateo, Seattle, Tampa, Washington, Westchester Co., N.Y., Wichita. 


THE ALCOA HOUR 
TELEVISION'S FINEST LIVE DRAMA 
ALTERNATE SUNDAY EVENINGS 
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| Aluminum Company of America, Industrial Foil Division | 
| 1612-C Alcoa Building, Pittsburgh 19, Pennsylvania | 
| Gentlemen: Piease send my free copy of your new book about : 
| insulation, ‘Comfort Everybody Can Afford’’—and tell me time 
| and place of the Insulation Show in my area. : 
| Name Title | 
| 
| Firm 
| Street | 
| | 
| City ; Zone _State 
eS a a ee ee Rp ne a onl 
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Rae Re sie: . e e.. Es as 
Mr. Knott (right) at the location of his Riverview Homes project in southwest Baltimore, Md., with Earl Schultz, Sr., Construction Superintendent. 
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“Concealed telephone wiring helps us sell homes 


—says Mr. Henry J. Knott, President, Home Builders Association of Maryland 


“We believe that concealed telephone wiring |= members. Last year in Baltimore City, and in 


is a strong sales feature,” says Mr. Knott, “and _—_ Baltimore and Anne Arundel Counties, they 
its importance is growing every day as home __ built more than 14,000 homes. Trend-minded 
buyers learn to ask for it. builders in the Association, and many others 


across the country, are convinced of the increas- 
ing value of concealed telephone wiring as a 
quality sales feature. 


“Concealed telephone wiring itself is a salable 
item that pleases customers. But it is more than 
that. Because it helps preserve the interior beauty 
of a house, it makes the house as a whole more * * * 
salable. In the Home Builders Association of 
Maryland, we recommend concealed telephone 
wiring to all our members.” 


Your nearest Bell Telephone business office will help 
you with concealed wiring plans. For details on 
home telephone wiring, see Sweet’s Light Construc- 

The progressive Home Builders Association of tion File, 8i/Be. For commercial installations, 
Maryland has a growing membership of 490 — Sweet’s Architectural File, 32a/Be. 


Working together to bring people together 
BELL TELEPHONE SYSTEM 
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“All good things are cheap; all bad are very dear.” Henry D. Thoreau 


Today's building industry sees a strong tendency t 
HEATING/AIR CONDITIONING and air conditioning equipment. In order to compete 
lity. In th 


loses — the manufacturer, the merchant bu 


manufacturers cut corners and cul qua 


But this path is not for Utilit 
highest dollar-for-dollat quallly 
which builders and 
Sheer price-cutting cannot 
area, prices cannot be reduced without 
of a product or a manufacturer 
If you seek heating and air conditioning equipment 
for value, you will want to investigate Uuli 
for the greatest possible flexibility, to meet ever 


CC CVcl 


py 


oe eS oe ee 0 Od ae odo} | a 8 


- 4851 South Alameda Street, Los Angeles 58, California 
Manufacturers of Utility Furnaces, Air Conditioners, A ‘ 


Heaters, a Gaffers 4 ittler and O 1¢ il Ga Ra 


EXPORT DIVISION: 141 S El Can Drive, Beverly valif., U.S-A. Cable 





Brand new from Kennatrack—Kenna-pak a prefabricated, 
adjustable sliding door wardrobe header assembly complete 
with steel header, Scottie Series 2050 hardware and wood 





nailing strips for wardrobes using %4” and 1%” doors. Pre- 
assembled, Kenna-pak cuts labor and installation costs while 


adding to the beauty of sliding door wardrobe installations. 





Patent Pending 


Kenna-pak steel! header takes minimum head- 
room, Eliminates fascia and cutting of doors 
— standardizes all door opening heights. 


CUTS COSTS — SAVES LABOR — ADDS BEAUTY 


Parts vs. Pieces—You work with one pre- 
fabricated piece rather than many parts. 


Uniform Openings—One height from fin- 
ished floor for all standard openings. 


Eliminates Fascia and Door Cutting—Trim 
is nailed directly to wood nailers, leaves 
normal 3/16” reveal. Conceals hardware. 
Minimum headroom allows full use of stand- 
ard 6'8” doors. 


















Kenna pak 


pai Mark 


Adjustable, one piece 
header and hardware for 
wardrobes using %" and 
1%" sliding doors 





meg Kenna-pak 
s nailed flush 
with side jambs 








SERIES 250-A For %” kitchen and 
other cabinet doors. Exclusive step- 
up design hides hardware. Permits 
flush mounting. Eliminates fascia 
board millwork. 


SERIES 300-A For %”-1%” single 
doors. Center mounted, non- 
adjustable hangers. 8 self-aligning 
nylon wheels. Min. headroom 1”. 
Max. door wt. 100 Ibs. 


SERIES 350 For 1%” closed pocket 
door i Center 
adjustable hanger. 8 self-aligning 
nylon wheels. Minimum headroom 
1-15/16”. Max. door wt. 100 Ibs. 

















SERIES 600 For 1%” and 1%” ward- 
robe by-passing doors. Center 
mounted, adjustable hangers. 8 self- 
aligning nylon wheels. Min. head- 
room 1-15/16”. Max. door wt, 100 ibs. 





SERIES 650 For 1%” and 1%” ward- 
robe by-passing doors. Center 
mounted, non-adjustable hangers. 
8 self-aligning nylon wheels. Min. 
headroom 1”. Max. door wt. 100 Ibs. 





2 
SCOTTIE FASCIA TRACK 
SERIES For %” (Series 5000) and 
1%” (Series 5500) by-passing doors. 
Track can be installed after trim. 
Anodized fascia can be left plain 
or painted. Max. door wt. 75 Ibs. 























* 
‘ 
; < 
2 
SERIES 400-A For 1%” closed SCOTTIE SERIES 2050 One pack- 
pocket or heavy by-passing doors. age, track, hangers and guide for 
One man raises Center mounted, oats ey ball both %” and 1% by-passing doors. 
With Scottie Series 2050 hardware, set to Kenna-pak and jambs bearing axles. 8 self-aligning nylon (Series 2025 for 1” and 1%” doors). 
doors a neat installation is comp! into place wheels. Min. headroom 2%”. Max. (Series 2075 for 1%” doors). Max. 
door wt. 150 Ibs. door wt. 75 Ibs. 
ee SLIDING DOOR 
POCKET No. 50 No. 55 
FOR 13%” DOORS No. 1420 No. 70 No. 75 RK GR e 
Solid Brass ACCESSORIES No. 1640 R 1440 
Series 800 for doors up to 150 Ibs. All Standard Finishes 
| EASY TO INSTALL Series 900 for doors up to 100 Ibs. A 
Pivotal connection of 
header and jambs 
allows independent All Steel « Warp proof « Remov- 
leveling and plumbing able Track e 8 Wheels Per Door 
of these members. ¢ Prefabricated ¢« Completely 
] Track can be removed packaged e Fits all 2 x 4 walls « 
without disturbing . Adjustable 3 ways « Takes any 
| finished wall. type wall construction 
No. 450 
rehas 
| > 
Write For Complete Catalog 
| ennatrac 
open 2 eek @ Genen, | 
A SUBSIDIARY OF EKCO PRODUCTS COMPANY ae 
ELKHART, INDIANA al 
In Canada: Kennatrack Corp Canada) Ltd., Toronto + 
| 
| Ue 
| ¢ 
: 
‘ 
| = 
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are popular 


Here’s a popular-priced version 
of always-appealing pegged 

oak flooring. The walnut pegs 
of this Bruce Ranch Plank 

Floor are inserted at the factory. 
The beautiful finish is factory- 
applied, too, for economy 

and durability. Alternating 
2%” and 3%” strips with 
beveled edges help capture the 
appearance of a costly 
random-width plank floor. 
Bruce Ranch Plank is laid 

just like any strip floor. 

Write for color booklet. See 

our catalog in Sweet’s Files. 

E. L. BRUCE CO. 


Memphis 1, Tennessee 





Raanch Plank 


Floor 
Naturally Beautiful 


Furniture by Knoll Associates, Inc 
Photo by Hedrich-Biessing 





Triple H hitchens 


HOSPITALITY LINE 


HERITAGE LINE 


BY KITCHEN MAID 
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The Big News that’s Revolutionizing Kitchen 
Concepts on all Home Price Levels! 


Never before have such tremendous 
strides been taken to develop a line of 
kitchens to fill the needs of builders and 
architects on all fronts. New Kitchen 
Maid Triple-H Kitchens comprise three 
quality-built wood lines in a choice of 
two distinctive styles .. . three beautiful 
natural finishes... five smart enamels 
(or color-matched finishes). . . six distinc- 
tive hardwares. And you’ll be astounded 
at the range of prices. Equally important, 
you'll profit from Kitchen Maid’s forty 
years of national consumer advertising. 


ITCHEN MAI 


FIRST ANO BEST IN 


KITCHENS 


OF WARM AND FRIE METRE wooo) 





pia STYLES and FINISHES — Heritage 
and Hospitality lines are offered in Shadow- 
Line styling. Heritage available in Nutmeg, 
Spicebush or Cinnamon natural. Hospitality 
in Cinnamon. Holiday cabinets are in famed 
Flo-Line styling, finished in pink, green, 
yellow, turquoise, white. Matched colors 
at slightly extra cost. 

PRICING — The tremendous scope of 
the new Triple-H line now permits pricing 
which meets the most exacting budget. 
Equally important, there has been no sacri- 
fice of Kitchen Maid’s traditional quality. 


City 


Name 


Address__ a 


te FEATURES and CONSTRUCTION — 
Within the Kitchen Maid lines, there are 
more than thirty practical convenience 
features, any of which are interchangeable 
in any line. You'll also have the assurance 
of a lifetime, trouble-free installation be- 
cause of Kitchen Maid’s guaranteed doors 
and fine furniture-type construction. 


ATTENTION DEALERS! 
If you're considering a kitchen department, here's the most 
valuable franchise in the industry! Kitchen Maid is Amer- 
ica’s fastest-growing line, backed by the oldest distributor 
organization, oldest manufacturer in the kitchen business! 


The Kitchen Maid Corp., 1073 Snowden St., Andrews, Ind. 
Gentlemen: Rush information about your new Triple-H Kitchens. 
1am a (J Builder (] Architect (] Dealer 
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Residence of Chester A. Smith, Columbus, Ohio 
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In today’s home, the trend is to Marble—because architects, builders, decorators, and homeowners 
themselves have discovered the unique and permanent beauty which Marble alone provides. 

} Marble has many uses in the home: for counter surfacing, floors, wall areas, as tops for tables 

mos * e . * 

il or furniture, about the fireplace, in the bathroom or kitchen. And wherever used, Marble is the 

aad a most distinguished and beautiful material money can buy. 

ess! & Write now for colorful brochure, “Marble in the Home,” to: 

eee Cred 

Ind. F MARBLE INSTITUTE WAIN OF AMERICA, INC. 

ens. ‘ j 


32 SOUTH FIFTH AVENUE | MOUNT VERNON, NEW YORK 














window 
elegance 


with new 
Crestline 
Casements 


Corner section shows 134" sash with insulating glass 
and aluminum screen. Rugged extension hinges 


revolve on nylon bearings. Roto-operators open 
sash to any desired angle. Latches are ejector-type, 
which break any ice or paint seal. Jambs are 544". 
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2 GRE a 
Complete units include hardware, screen, insulating leis ‘nie glesing optional), peed sash, 
inside stops, weatherstrip, extension jambs, stool and mullion center trim. 


.. Rooms are lovelier, homes are more valuable with 
CRESTLINE’s modern wood casement—the 
aristocrat of windows! Sash are either stationary or 

ventilating, with single or insulating glass. Wood parts are Ponderosa pine and finish 
beautifully. The hardware in operating units is the finest quality and allows cleaning 
the outside glass from inside the room. Every CRESTLINE Casement is completely 
weatherstripped—even fixed units. Single, multiple and picture window layouts are 
available in a variety of sizes. 


See your distributor or write 


Manufactured by The Silcrest Company, Wausau, Wisconsin 








| 
neues 


[Pp — f ri 

| | | Stacking | Removable Removable Panel Solid Aluminum | 

) | | | Awning Double-Hung a tit and Sash | Core ‘| Combination mag 
= Units. Units x) Doors Doors Doors 





HOUSE & HOME bance 





” 
- 


Wh a yie gm Tecan 





This low cost 
touch of luxury 
adds a lot of 
extra sell and 
extra profit. 
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New Tap-Lite matches any wall... quick, easy. Juct snap off fashion plate—slip in wallpaper insert 


NEW HONEYWELL DECORATOR LIGHT SWITCH ! 


Fashion plate insert can also be painted to blend or contrast with any painted wall surface. 





First wall switch that’s just what 





women asked for. Easy one button 
“push button” operation and 
glamorous decorator feature will help 
sell your houses to feminine prospects. 
Tap-Lite installation is quick and simple. Priced 





surprisingly low. Ask your electrical contractor. 





TAP-LITE ®»¥ HONEYWELL 





In the finer homes...the new trend is toward Wood-Mosaic 


|) Pageety Hloore 


This is for the planner who believes 
beauty should spring from the 
house itself—as well as from its fur- 
nishings. It is in particular recogni- 
tion of the renewed interest in par- 
quetry designed hardwood flooring. 
Perhaps you’ve noted the trend 
away from merely adequate floor- 
ing and wall-to-wall carpeting. 








For three quarters of a century, 
Wood-Mosaic has skillfully repro- 
duced world-renowned hardwood 
floors that portray the richness of 
color and intimate warmth so nec- 
essary for gracious living. Avail- 
able in a variety of woods. Consult 
your nearest dealer or write direct to 


Wood-Mosaic 


PARKAY Division 
LOUISVILLE, KENTUCKY 
Maker of the World's Finest 
Marie Antoinette Pattern Hardwood Flooring since 1883 
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NOW NEW 1957 KELVINATOR BUILT-INS PROVIDE THE POWERFUL 
SALES APPEAL OF COMPLETE CUSTOM KITCHENS FOR HOMES 
IN EVERY PRICE CLASS—SOLVE EVERY SPACE PROBLEM! 


More Exclusives that Sell!—Easier and More Economical to Install! 


A 
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NEW 1957 KELVINATOR FOOD PREPARATION CENTER 
Featuring the new Kelvinator Automatic Dish- 
washers and Food Waste Disposers, and all new 
Kelvinator Cabinets and Sinks. 


Kelvinator Appliances in 8 Customer Approved 
Colors! Cabinets and Sinks available in 12 Colors! 








NEW FOODARAMA '57—World’s only, built-in 





























or free standing, refrigerator-upright freezer. The 
one, store-easy, see-easy, reach-easy food keeper. 
175 lb. true home freezer and 11 cu. ft. automatic 
defrosting refrigerator. Roughing Dimensions: mm 
4834” Wide, 6134” High, 205%” Deep. ie : ) Om I 
I 
U 
C. 
Ni 
NEW 1957 KELVINATOR COOKING CENTER WITH NEW KELVINA- % 
TOR ELECTRONIC RANGE—New 1957 Kelvinator Electronic 
Range and conventional Built-In Electric Range with 4 
NEW 1957 KELVINATOR LAUNDRY CENTER — 1957 Surface Unit Cooking Top and Griddle. Oven Rough Open- 
Kelvinator 2-Cycle Automatic Washers with the ings: 215%” Wide, 24" Deep, 25%" High. Surface Cooking p 
“Magic Minute,”’ Suds Back and 3-Way Agitator. Top Rough Opening: 3134” Wide, 19” Deep, 8” High. 6 
1957 Kelvinator Super-Speed and Triple Safe Electric 
Dryers dry clothes fast as you can wash them. . 
ta 


Division of American Motors ¢ Detroit 32, Michigan 
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ROUNDUP 


Is the peak of the mortgage drought over? 


Signs multiply that the worst of the current mortgage pinch is passing (see 
p. 55). Conventional loans are easy to get. In many parts of the East, they require 
no more than 514 %—just what an FHA loan plus insurance premium would cost. 
Savings and loans in some cities are described as “pushing” to find loans—at high 
yields. And at least one big insurance company has cheered its mortgage cor- 
respondents by issuing allocations for 1957 future commitments. Lack of futures 
money has been one big reason why builders’ spring plans are as nebulous as 
they’ve been in years. 


Federal lease purchase building suspended as inflationary 


The government finally took action to curtail its own public works—as home 
builders have been demanding. General Services Administration suspended lease- 
purchasing of office buildings on the ground it is inflationary. Ninety-eight projects 
—$700 million in planned construction—are affected. 

- The cutback is largely on paper. Work has started on only one lease-purchase 
building in the two years the law has been on the books. It is a $2 million post office 
in Rock Island, Ill. Thus lease-purchase had not really tapped the money market 
yet. With its 4% maximum interest rate, chances that it would were slim. The 
government’s tanker building program—100% insured ship loans with 5% in- 
terest (up to 6% under some conditions )—continues with little likelihood of reduc- 
tion. The government has set a $1 billion limit on the amount of mortgages it will 
insure. Several savings banks have said they will divert funds from mortgages to the 
more lucrative ship loans. 


New setup urged to make FHA work in small towns 


FHA is considering a new setup to help small town builders use FHA financing. 
This would involve using its Title I repair loan processing methods for Title II 
mortgage loans. 

Small town builders often shy away from FHA because its nearest office is 100 
or more miles distant. That means delays of months getting approvals and waiting 
for inspectors. Instead, Natl. Retail Lumber Dealers suggests, why not let a local 
bank set the original valuation and let a local lumber dealer make the construction 
inspections? This, notes Executive Vice President H. R. “Cotton” Northup, is 
what happens in conventional mortgage lending, anyway. FHA probably will try 
the scheme for six months in six communities of under 25,000 population. If it 
works, it may be adopted for all small towns. 

Some experts fear the scheme would aid local lumber dealers at the expense of 
prefabbers and merchant builders. They forecast the plan would make small-town 
builders captives of materials wholesalers. This, they contend, could boost the cost 
of homebuilding. 


Lumber dealers move into contracting 


More and more lumber dealers are getting into home building. One indication: 
some 50 dealers and other representatives of lumber interests attended the Small 
Homes Council’s annual short court in residential construction at the University 
of Illinois in January. They constituted a sixth of the registrants. 


FHA readies MPR revisions on plot planning 


First MPR revisions this year will be on plot planning. Proposed changes went 
to local FHA offices for comment last month. The new rules, if approved in their 
present form, will be more flexible on items like lot sizes, clearance between houses, 
size of front, side and backyards. For instance, they will specify four reasons for 
permitting clearances smaller than standard: 1) local topography, 2) existing 
plotting, 3) local procedure and 4) design and planning of specific property offering 
compensating features. 

The long-studied recodification of basic MPRs has been delayed by long 
wrangles. Now, FHA hopes to bring them out by July. Some FHA experts think 
this complete rewrite of the rules will help stop local valuators from hanging strange 
rulings on MPRs. Instead of specific bans against, for instance, driveways narrower 
than 10’, local offices would be told to drop the valuation on the house. 

NEWS continued on page 46 
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NEBRASKA It's so easy to fit Key-Wall around obstructions in block 
walls, such as electrical conduits, ducts and pipes. Simply cut mesh 
Elale mm olt- let: mr: Lae] e lave Mme) of-3¢-(ol(- Mum T-wm o} (endl la -1e Mme LU alate Motel al-s cation lola Mme) Mm tai: 
National Guard Armory & Vehicle Field Storage Building in Lincoln. 
Key-Wall was used throughout the building. The contractor liked the 
stronger walls, the lower cost and compactness he got with Key-Wall. 
There is an advantage in using materials that building tradesmen like. 
Schaumberg & Freeman, architects, Lincoln; Kingery Construction Company, general 
and masonry-contractor, Linco/n 





ARIZONA 9Production line methods were used in building five 
hundred 8” cinder block homes under the Wherry Project Act on 
the Ft. Huachuca Army Base. Masonry of all the homes was 
reinforced with Key-Wall. ‘'We got stronger walls with 5 courses 
reinforced with Key-Wall than with 3 courses reinforced with 
another type, and the additional Key-Wall cost no more,” states 
the Rubenstein Development Co., Phoenix. “We're satisfied."’ 
Blanton & Cole, architects, Tucson; Rubenstein Development Company 
general contractor, Phoenix; Michael Guida, masonry contractor, Phoenix. 


Builders everywhere are switching te 


TEXAS Toreduce shrinkage cracks, a fireproof concrete masonry partition 
in the new Dallas Memorial Auditorium was reinforced with Key-Wall. Re- 
search shows that Key-Wall gives effective resistance to cracks resulting 
from shrinkage of masonry. Just one of the many advantages you get when 
you specify and use Key-Wall. What's more, masons and helpers like to use 
it on the job. They don't have to be checked to be sure it goes in. 


George L. Dah/, architect, Dallas; R. P. Farnsworth Inc., general and masonry contractor, Dallas. 


Charles W. Lorenz, architect, St. Louis; Hankins-Hinrich Construction Co., 
general contractor, Clayton; Roy Elam, masonry contractor, St. Louis. 











ILLINOIS’ The beauty of the Tam O'Shanter Country Club bathhouse will last Samuelson & Sa t, archite cag 
for years with walls reinforced with Key-Wall. You get increased lateral wall George S. May Business Foundation, genera 
strength with this easy-to-handle masonry reinforcement. There’s no better buy and masonry rtractor, Chicag 


galvanized 
masonry 
reinforcement 


Bs xe Se, OF 


WISCONSIN Buildings, rising as part of the Silver Spring located near Milwaukee, is being developed for 50 small and 
Industrial Subdivision in Menomonee, have exterior walls medium size companies. 

reinforced with Key-Wall. For exceptionally effective rein- 

forcement, Key-Wall is the best value. The subdivision, Megal Construction Company, general and masonry contractor, Butler. 


Key- Wall comes in 200 foot rolls. Made for the following wall thicknesses: 4 
6”. 8”. 10°, and 12”. Available through leading building material dealers. F 
name of nearest dealer write Keystone Steel & Wire Company, Peoria 7, Illinois 


KEYSTONE STEEL & WIRE COMPANY 


PEORIA 7, ILLINOIS 
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continued from page 43 





TEAGUE COMMITTEE -the key to what happens to VA mortgages—goes into session to ponder what 
to do about VA’s unworkable 442% interest rate. Left to right: Reps. H. Allen Smith (R, Calif.), 
William Ayres (R, Ohio), George Long (D, La.), Chairman Olin E. Teague (D, Tex.), B. F. Sisk 
(D, Calif.). 


HOUSING POLICY: 





Chances for VA interest boost dim 
as Senate Democrats vote against it 


Hope that Congress will boost VA’s politically frozen 442% interest rate 
is dwindling. 

The Senate Democratic policy committee, it leaked out at mid-month, has 
voted to oppose any increase in the unworkable rate. If so, the best the industry 
can hope for is a long delay before the raise will come. It is possible that the 
vote dooms higher VA rates for this year. 

Opposition to lifting VA interest is strong in the House, too. There seems 
little chance that Congress will do as the administration and most of the in- 
dustry wants: give VA the same interest flexibility (to 6%) that FHA has. 
Rep. William Ayres (R, Ohio) has introduced a bill to lift the VA rate to 5% 
—the first such measure in Congress. But Ayres coupled this with a moderate 
boost in djrect lending, which the administration may oppose. The measure (and 
others) are before the House veterans committee whose chairman, Rep. Olin E. 
Teague (D, Tex.) wants to hold a 5% VA rate hostage for more than direct 
lending, and favors, alternatively, slicing FHA down payments to 2% on 
$10,000 (June, News, et seq.). 


A major Democrat-led move is shaping up to cripple the Voluntary Home 
Mortgage Credit Program and pump up direct lending. 


Two-year-old VHMCP was the private lending industry’s answer to direct 
government loans. It has been effective: 4,317 loans totaling $384 million to 
minority borrowers, 21,700 loans totalling some $191 million to others in remote 
areas. One result is that VA has used only a fraction of its authorized $150 
million a year for direct GI loans. Democratic strategy is not to kill VHMCP 
outright. But Teague, for instance, has introduced a bill which would stop auto- 
matic referral of applications for direct GI loans on new homes to VHMPC. 
Now, VHMPC has 20 days to see if it can find a private lender before VA 
starts processing a direct loan application. Teague instead would let VHMPC 
buy a direct loan from the government up to 60 days after closing. He would 
boost the ceiling on direct loans from $10,000 to $12,500. And—for the first 
time—he would let builders get direct loan commitments to build speculative 
homes. Senate Majority Leader Lyndon Johnson has a bill in to provide $1.4 
billion for 4% % direct loans. The money would come from the National Service 
Life Insurance fund. If this passes, a Presidential veto is expected. As the 
Chicago Daily News editorialized, “the introduction into this market of fresh 
billions of artificially cheap money is the very definition of inflation.” 


More ammunition to bolster the drive for a whopping middle-income 
housing program has been wheeled up by the Senate housing subcommittee. 


Committee staffers asked 250 mayors if their towns had a housing shortage 
and if-so, in what rent brackets. The 131 replies from the loaded sample gave 
the expected answer: middle-income families ($3,325 to $5,638 a year) gen- 
erally cannot afford new housing. Realtors, alarmed at the propaganda value of 
the study, promptly began rechecking the same 250 cities to bring out more facts 
about what existing housing is available, what if any code enforcement is going 
on to force renovation of slums. 


WHERE THEY STAND 


What the administration, 
trade groups want Congress 
to do about housing law 


The Administration wants VA _ interest 
given the same flexibility as FHA. It wants 
only $1 billion more for FNMA (via a $100 
million boost in its capital stock). It wants 
VHMCP extended (it expires June 30). It 
wants something akin to the Teague bill to 
ease FHA down payments (but may change 
its mind). At mid-month, House & HoME 
learned exclusively, top officials were consid- 
ering this down payment schedules: 

e@ 3% on the first $10,000 of valuation 

e@ 15% on the next $6,000 of valuation 

e@ 25 or 30% on the balance up to FHA’s present 
$20,000 limit. 

This works out to 742% down on a 
$16,000 house, compared to 16% FHA now 
requires. 

Veterans Administration officials, who have 
long dragged their feet Reni 
about recommending a ieee ; 
boost in the VA 412°% 
rate, now endorse it— 
reluctantly. Yet, sur- 
prisingly, Benefits Chief 
Ralph H. Stone has 
testified that “as a prac- 
tical matter there has 
been little 442% money 
for the last 18 months 
or two years!” 

NAHB calls a_ boost 
in the VA rate “imper- 
ative” unless “GI loans 
are to become a thing of the past.” (For 
more details on NAHB’s legislative propo- 
sals, see NAHB convention report, p. 79.) 

NAREB wants to give VA interest the same 
flexibility as FHA, would ease FHA down 
payments, oppose using NSLI funds for VA 
direct loans. Robert E. Scott of the realtors’ 
Washington committee has (privately) ap- 
plauded the plan drawn by Savings Banker 
Harry Held to end VA home loans and over- 
haul FHA (Feb., News). 

Veterans groups: The. American Legion 

Reni (aS foretold in these 
columns last month) 
endorses giving VA in- 
terest FHA flexibility. 
But Builder Seaborn 
Collins, testifying for 
the Legion, also urged 
that VA loans be made 
eiigible for FNMA spe- 
cial assistance (i.e. for 
a pipeline to the Treas- 
ury) “rather than ex- 
pand the direct loan 
program.” Mortgage 
men find it hard to see 
the difference. Veterans of Foreign Wars 
advocate that 2% or 3% of VA mortgage be 
made tax exempt “like municipal bonds” in- 
stead of either boosting the interest rate or 
expanding direct lending. AMVETS are 
against any interest rate raise. 

Life insurance companies want VA inter- 
est the same as FHA, have noted that VA 
(and to a lesser extent FHA) “is the sole 
remaining pegged interest rate in the capital 
markets.” So no wonder there is a scarcity 
of VA and FHA money. 

Savings and loans warn that if Congress 
expands direct lending or cuts FHA down 
payments, “the result could be much higher 
prices for homes.” But they do not oppose a 
5% NVA rate. They oppose a commission to 
restudy the nation’s credit structure, appar- 
ently fearing it might weaken their competi- 
tive advantages. 
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SEGREGATION: 


FHA tightens anti-bias 
rules in New York state 


FHA has stiffened its procedures to compel 
compliance with New York state’s laws 
against racial discrimination. Under the old 
regulations, builders were just told they must 
conform by a rider to the mortgage insurance 
application form. Now, FHA will warn 
builders that failure to conform may bring 
blacklisting. Experts predict the order will 
further cripple FHA rental housing. 





New York gets bill to bar 
bias in private housing 


A precedent-shattering bill to prohibit ra- 
cial segregation in most privately-financed 
housing appears headed for passage by the 
New York state legislature. 

The measure would be the first of its kind 
in the nation. It would place under the 
state’s existing “anti-discrimination” laws all 
multiple dwellings with three or more fami- 
lies and all new private homes built in devel- 
opments of ten or more units. One- and 
two-family houses would be exempt, except 
where they form part of subdivisions of ten 
or more homes. 

New York already has laws prohibiting 
racial segregation in publicly-aided housing 
(including FHA and VA projects of ten or 
more units on contiguous land). But up to 
now, conventionally financed housing has 
been exempt. 

The new measure was introduced in mid- 
January by the authors of the existing law. 
Sen. George R. Metcalf (R, Auburn) and 


MILITARY HOUSING: 





Assemblyman Bertram L. Baker (D, Brook- 
lyn). It has the support of Gov. Averell 
Harriman, Mayor Robert Wagner of New 
York and a wide range of civic leaders and 
churchmen. 

Backers also claim the support of home- 
builders. This rests on a comment by Emil 
Keen, last year’s chairman of the Long 
Island Home Builders Institute and secretary 
of the N.Y. State Home Builders Assn. at an 
anti-bias meeting (Nov., News). Keen, com- 
plaining that the existing :Metcalf-Baker law 
hobbles volume builders while the rest of the 
building industry “may do as it pleases,” 
declared: “We will be happy to support an 
amendment to cover all housing in New 
York state, in all prices, for all groups. We 
believe integration is here and we are in 
favor of it, but we don’t want to be the 
policemen.” 


Public housing is building 
Negro ghetto, say experts 


Site selection for public housing is “per- 
petuating” a Negro ghetto which will “ac- 
centuate community problems.” 

So says an advisory committee of the Wel- 
fare Council of Metropolitan Chicago after 
months of studying the effect of subsidized 
housing on the city. 

As a remedy, the committee proposed a 
state law eliminating the city council’s power 
to veto sites. It complained that the city 
council rejected six cf 11 sites proposed last 
year by the Chicago Housing Authority. Five 
of the rejects were in outlying (i.e. predom- 
inantly white) neighborhoods. But the com- 
mittee admitted: “The city council position 


stems in large part from local and neighbor- 
hood objection to public housing [in] new 
areas.” 

Chicago’s 14,205 public housing units are 
now 76% Negro-occupied and 80% of cur- 
rent applicants are Negro. The report noted: 
“Approximately 1,700 Negroes per week are 
estimated to be moving to Chicago, a fair 
proportion of which become public housing 
applicants after the one-year resident re- 
quirement.” 


Chicago cops stop guarding 
scene of 1953 race riot 


Chicago police have removed the last of 
their round-the-clock police detail from em- 
battled Trumbull Park Homes. 

It was 3% years ago that a clerical mis- 
take sent a Negro family to the then all- 
white public housing project on Chicago’s far 
South Side. To suppress the resulting race 
riots, as many as 1,200 police were detailed 
there to guard a handful of Negro families, 
28 of whom now live in the 454-unit project. 


Alabama home owners rap 
sale of houses to Negroes 


In Birmingham, Ala., an organization rep- 
resenting between 600 and 700 residents of 
the College Hills suburb began a drive to 
discourage sale of white homes to Negroes. 

A petition to the Birmingham Real Estate 
Board asked it to “exercise some restraint on 
real estate people” and to let College Hills 
residents try to find a white buyer when a 
house goes up for sale. 


With FNMA funds gone, program may stall this month 


March should be the month of decision for 
the Capehart Act military housing program. 
Unless Congress rescues it, the program 
only 


apparently will stall with 19,000 of 
an authorized 150,000 


units built or financable. 


Since the mortgage 
pinch developed last 
summer, only Fanny 
May has been willing 
to buy 4% _ military 
housing FHA  mort- 


gages at a price (cur- 
rently 99 net) that in- 
terests builders. 





Fanny May’s $200 
million of Treasury 
money for Capehart KIXMILLER 


paper will be exhausted 

this month. Moreover, with construction loans 
limited to 4% by law, builders cry that they 
are forced to pay prohibitive discounts to get 
temporary financing. 


Where the program stands 


By mid-February, reports Bruce Kixmiller 
Jr., FHA special assistant for armed services 
housing, 7,054 units of Capehart housing 
were actually under construction. Some 215 
units at the first project, Abilene Air Force 
Base, Tex. (May °56, News) were occupied. 
Another 12,054 units in 24 projects had been 
awarded to contractors. But five of the last 
six projects had found mortgage money only 
from Fanny May. At that rate, Kixmiller 
figures, the 12,054 units ready to start will 
exhaust the FNMA money. 
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A bill (by Rep. Albert Rains, D, Ala.) 
pending in Congress would authorize another 
$500 million of Treasury (i.e. taxpayer) 
money to buy Capeharts. Thus the govern- 
ment could go on insuring military mortgages 
through FHA, guaranteeing payment of the 
principal and interest through the Defense 
Dept., and buying the loans through FNMA 
—a kind of financial legerdemain by which 
the cost of building homes for military fami- 
lies is kept off the national debt. 

The Pentagon likes the idea of pumping up 
Fanny May. It also wants: 

1. A boost in the interest rate, perhaps 
14%. Rains, however, opposes this; and he 
was co-sponsor of the original legislation. 

2. Construction money from Fanny May. 
This would require legislation which has al- 
most no chance of passage. The Treasury 
would certainly fight it. 

3. Higher allowable fees by FHA. The 
agency now permits 12 points as a cost item 
on multi-family projects. Above that, low- 
bidders must absorb discounts or cajole FHA 
into hiding them in inflated cost estimates. 
But FHA aides point out that increasing al- 
lowable fees is tantamount to boosting the 
interest rate by subterfuge. So they shy away 
from doing so. 

Home builders, some of whom (notably 
ex-NAHB President Dick Hughes) have been 
attacking the entire Capehart Act program as 
a needless and inflationary drain on money 
and materials (Nov., News), have neverthe- 
less been bidding on military housing at a 
lively rate. Builder combines were low bid- 
ders on half of the first 14 projects. Tom 


Lively’s Centex Construction Corp. of Dallas 
(the nation’s biggest volume housebuilder at 
last count) has won two awards.* 

NAHB directors, during their Chicago con- 
vention (see p. 79), voted dow proposals 
to condemn the Capehart program. Instead, 
they settled for a policy statement urging 
“constant re-examination to prevent excessive 
programming, which unfortunately is occur- 
ring in some areas.” 


FHA cuts Pentagon plans 


Whether NAHB is right in charging that 
sO many units are scheduled that they will 
wreck private housing markets in some areas, 
the programming is far slimmer than mili- 
tary men would like. Kixmiller says FHA 
has refused to go along with about 15% of 
Air Force requests and “God knows how 
many” from the Army. The conservative 
Navy (which has programmed only 15,578 of 
the 85,135 Capeharts on the books so far) 
has suffered only a single FHA-cutback. 

Capitol Hill sources are betting FHA wil! 
approve only about 100,000 Capehart units. 
That means perhaps 85,000 will be built-— 
provided Congress or a shift in the money 
market makes them financable. 





* Involving the lowest cost-per-unit among the 
first 14 projects: $12,986 for 500 homes at Eglin 
AFB, Fla., and $12,713 for 360 at Blytheville 
AFB, Ark. Most projects will cost about 
$13,500 per unit, one will cost $15,866. Pre- 
fabbers have won three projects in New England 
but missed on a big project in Indiana, heart 
of prefabland. 


NEWS continued on page 51 
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“My customers know 
quality construction..... 


says this Madison, Wisconsin builder 


“When we show a prospective customer one of our 
homes, we tell him that we use Andersen WINDOWALLS 
exclusively,” writes Marshall Erdman, nationally known 
builder and manufacturer of quality homes. ““Customers 
recognize Andersen as a name that stands for quality 
—and that helps us convince them that ours are quality 
homes throughout.” 

More and more builders are turning to Andersen 
Flexivent Wood Window Units. These builders like 
Flexivents’ economy ... versatility ... high quality and 





proven appeal to discriminating customers. Next time 
you're planning a building project, be sure to look into 
these extra advantages. Flexivents can help you sell your 
homes fast—and put dollars into your pocket, too! 

For specification data on Andersen Wood Windows, 
see your lumber and millwork dealer, Sweet’s Files, or 
write direct to Andersen Corporation for Detail Catalog 
and Tracing Detail Files. WINDOWALLS are sold by 
established lumber and millwork dealers throughout the 
United States, including the Pacific Coast. 





“It’s easy to vary the appearance of our homes 
with Flexivent Windows,” says Mr. Erdman. “By 
using different window treatments, we can build 
20, 30 or 40 houses on a piece of land—and the 
houses don’t look alike.” 


“Speeds production, because it’s easy to 
store and assemble Flexivents. It’s no trick at all 
to make up the 50 or more different combinations 
we use. And Flexivents are so well made we have 
had only two service calls on over 500 houses!” 


Frank Lioyd Wright is the designer of this 
distinctive home manufactured by Marshall 
Erdman. Andersen Flexivent Windows provide 
maximum ventilation—yet they close tight to seal 


out dust, rain and wind. 





1} Andersen Windows mean 
quality materials”... 


Andersen \Windowalls 


TRADEMARK OF ANDERSEN CORPORATION 


QW ANDERSEN CORPORATION + BAYPORT, MINNESOTA 




















swEeer LORWARO The AIRTEMP COMPOSITE HOME, as recently 
wiTH 


CHRYSLER completed in suburban Brookfield, Ill., near Chicago. Bu//der, 
Esterbrook Homes, Inc., Brookfield; Howard E. Sproats President. 
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the AIRTEMP 
“COMPOSITE” HOME 


Lets your customers 
DIAL “SPRINGTIME” ANY TIME 


... wherever you build! 





**Most-wanted”’ convenience features—latest advances in 
construction savings—and yearound air conditioning—all 
teamed together in Airtemp’s Composite Home! 


If you haven’t already investigated the Airtemp Compos- 
ite Home, write Airtemp Division, Chrysler Corporation, 
Department HH-3-57, Dayton 1, Ohio. 
® 


SPECIALISTS IN AIR CONDITIONING 


DIVISION 
ra" -WA-2 -Wiolel-T- AND HEATING FOR EVERY HOME 


DAYTON 1, OHIO 
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Craft unions prepare for 
fight on jurisdictions 


Building trades unions are getting ready 
for a last-ditch fight to keep their jurisdic- 
tions. 

What alarms them most: they used to do 
82% of the nation’s construction work, now 
do only 56%! The rest of the work has 
been taken over by the big industrial unions 
who are insisting that construction be 
handled by production workers in industrial 
plants. 

At the Miami Beach meeting of the AFL- 
CIO executive council, the 19-union Build- 
ing and Construction Trades Council an- 
nounced it is not going to take this lying 
down. 

“We intend to protect our rightful chartered 
jurisdiction and to regain work now being 
performed by other organizations,” a joint 
statement by the 19 unions declared. 

One flareup at Miami was a complaint by 
the steelworkers to the merged union execu- 
tive board that the sheet metal workers were 
boycotting the products of some dozen plants 
they have organized. F. C. Sawyer, executive 
vice president of the Burt Manufacturing Co. 
of Akron, Ohio, one of those affected, ap- 
peared before the AFL-CIO board and said 
his company has lost $5 million in 10 years 
through the boycott on its ventilators and 
wall louvres. Some of the latter are used in 
home building. 

In the background of this inter-union fight 
lurks Dave Beck’s ubiquitous teamsters union. 
The teamsters reportedly offered the building 
trades $500,000 help. Reasons: 1) to expand 
the teamsters’ already powerful sphere of 
influence inside labor; 2) to get back at big 
industrial unions like Walter Reuther’s auto 
workers and Dave McDonald’s steelworkers 
who have pressed the fight against racketeer- 
ing in the teamsters. 


Lady bricklayers? Report 
foresees manpower pinch 


Will home builders be forced to use 
women carpenters, bricklayers and painters 
to build homes in the expected 1960’s hous- 
ing boom? 

A new report by Labor Secretary James 
P. Mitchell indicates they well may.* Mitchell 
predicts startling changes in US population 
and manpower characteristics in the next ten 
years will force industry to make correspond- 
ingly broad changes in its personnel policies. 
He notes: : 

@ The nation’s manpower in 1965 will be 
79 million—an increase of 10 million over 
1955. 

@ Half that increase will be women. 


@ There will be an actual decrease of 70,- 
000 men in the 24-34 male group. 

@ The basic male increase in the work 
force will come in generally inexperienced 
men under 25 and men over 45. 

When you take Mitchell’s figures and 
match them with other facts, the home build- 
ing problem becomes more apparent. 

Apprentices are being trained in the home 
building industry today at a rate just barely 
in excess of the number of skilled men who 
drop out of the trade each year. 

The $1 billion highway program, will be- 
gin having a manpower impact next year. 
Each succeeding year, as more highways are 
built, competition for mechanics will grow. 





* “Our Manpower Future—1955-65.” For sale by 
superintendent of documents, US Government 
Printing Office, Washington 25. 30¢. 
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How Doug Whitlock builds markets 
for brick with a labor union’s help 


Doug Whitlock, vocal advocate of the 
lowly brick, has assured himself a place in 
the history of the building industry—because 
he went in where so many others feared to 
tread. 

In today’s building industry, there are few 
such cordial relationships as that between 
Lawyer Whitlock, chairman of the Structural 
Clay Products Institute, and Harry Bates, 
tough-minded president of the Bricklayers 
Union. 

This happy labor-management relationship 
—one which many skeptics said was impos- 
sible—has led to some impressive gains in 
the bricklaying industry. 

Twenty years ago, the average age of the 
US bricklayer was 57. Today it is 35. 


Shortage of bricklayers 


Twenty years ago, the building industry 
had 90,000 journeymen_ bricklayers—65,000 
bricklayers too few—and there was no pro- 
gram for training any new ones. Today 
there are 150,000 bricklayers and an annual 
flow of 18,000 apprentices. 

Far-reaching advances in bricklaying have 
been put into effect with the understanding 





SCPI’'S DOUGLAS WHITLOCK 
More bricklayers, bigger bricks 


cooperation of a union once notorious for 
standpattism. 

Twenty years ago, these advances would 
have been considered impossible, but to strap- 
ping Doug Whitlock, a conservative Indiana 
lawyer, impossible is a non-existent word. 

Whitlock was born in Terre Haute, Ind., 
on October 3, 1904, the son of lawyer Charles 
Chester Whitlock, who is still living. He at- 
tended Indiana public schools and got his law 
degree at the University of Indiana in 1928. 
Today, he is a senior partner of Gravelle, 
Whitlock & Markey, one of the capital’s most 
successful law firms (specialties: antitrust 
and tax work). 

He was an organizer of a Young Repub- 
lican club on campus, later organized the 
Indiana Young Republicans. Whitlock, an 
orthodox conservative who opposes public 
housing and much other social welfare leg- 
islation, has remained active in Republican 
politics. He was the first president (1930) 
of the Young Republicans of America, or- 
ganizer of President Eisenhower's 1952 cam- 
paign train and secretary of the 1957 Inaug- 
ural Committee. 





When Doug Whitlock first came to Wash- 
ington, back in 1929, there was no indication 
he would ever become involved in the brick 
business. He was a junior member of the law 
firm of Sanders, Childs. Bobb & Westcott in 
1933 when*he was assigned to work out a 
structural clay products code for one of its 
clients, the American Face Brick Assn. Care- 
ful study convinced Whitlock that all the 
trick associations should merge. He brought 
in the Brick Manufacturers of America. the 
Structural Tile Assn. and the National Paving 
Brick Assn. to form SCPI. 

Merger accomplished, he set out to do 
something about the industry’s basic problems 
—shortage of trained manpower, lack of re- 
search, dwindling markets. 

Whitlock reasoned the best place to sturt 
was in face to face talks with union leader 
Bates. Armed with an impressive booklet 
entitled “65,000 masons short,” Whitlock put 
the problem to Bates. He argued that more 
bricklayers were needed to lay (at 600 bricks 
per man per day) the number of bricks in- 
dustry was capable of producing. 

While Bates and his executive board 
debated stepping up recruitment, Whitlock 
carried his case to the union members. A 
team of Whitlock-hired union bricklayers 
went to each of the 535 local unions spe!ling 
out the bread-and-butter fact that the short- 
age of masons meant lost job opportunities. 


$450,000 program 


The union got the point. A stepped up ap- 
prentice program was_ started—handsomely 
aided by $450,000 of SCPI money, contrib- 
uted over a three-year period. 

Advancing masonry technology was a more 
difficult problem. . 

“It had become a truism that our tech- 
nology was backward. There had been no 
real development in years,” Whitlock recalls. 
He got SCPI to tackle the job with the help 
of the Arthur D. Little research consulting 
firm of Boston. At first, the work was con- 
ducted in the Armour Institute in Chicago. 
Now, SCPI has its own $1.5 million labora- 
tory in Geneva, Ill., and for six years has 
been spending $675,000 a year for rescarch. 

But research without the ability to put new 
products to use would have been worthless. 

When his research lab turned out the SCR 
brick (H&H, May °52), Whitlock went back 
to the union. The new _ brick—measuring 
12” x 6” across compared to 8” x 4” for 
ordinary brick—was designed to cut down the 
bricklaying work on a house. Whitlock felt 
it would help the industry regain the com- 
petitive ground it had lost to frame. 


Union fights bad codes 


Whitlock won more than tacit approval. 
The union gave SCR brick much promotion 
help. Among other items it helped iron out 
trouble with restrictive local building codes-— 
an unheard of thing in building annals. 

Whether by cooperation or by fighting, 
there can be no doubt as to Doug Whitlock’s 
success. 

When he started with SCPI, the capacity 
of the industry was 1.8 billion bricks (or 
brick equivalent). Now it is over 9 billion. 

He has set a goal for the industry: 50% 
of the nation’s housing by 1960. It now 
claims 38% of the single-family house con- 
struction. NEWS continued on page 55 








“We give overnight 
service as far EP “We ship windows 
as 200 miles away,” moe (ithe day we 

7 cee) — geet the order,” 


Bill Medlyn, Long Island City. / 
. j Ed Rouston, Detroit. 





“If our dealer doesn't 
have it in stock, we've got it 
ready to go,” 


we do,” 
: Al Watson, Houston. 


Dee Jones, Cincinnati. 


REPUBLIC 





Take the word of these four Truscon warehouse 
superintendents who are typical of all 23, coast to coast. 
They’re in business to serve you—to back up Truscon 
dealers with complete stocks—so your jobs won’t have 
to wait for materials. 


They keep complete stocks of factory-fresh steel and 


aluminum windows, interior steel doors, reinforcing 
products and other Republic-Truscon building products 


in clean, well-organized warehouses. As Al Watson, 
Truscon warehouse superintendent in Houston says, 
“You name it, we've got it... ready to go.” 


Full-time warehouse support is another reason why it 
pays builders to standardize on Truscon. Truscon not only 
offers you the best in metal building products but sees 
that they are there when you need them. 

Check with your Truscon dealer or your local Truscon 
district office. You'll like the service .. . and the products. 


* 
ALUMINUM JALOUSIES AND AWNING WINDOWS 


... built and backed by Truscon®. New Truscon Jalousies are highest quality 
extruded aluminum throughout. Weatherstripped with stainless steel and vinyl 
plastic for use as prime windows, porch enclosures, breezeways, interior room 
dividers. Truscon Aluminum Awning Window, Series 400A, features highest 
quality construction . . . complete size range . . . center operation; completely 
shop assembled . . . weatherstripped . . . competitively priced. Send coupon. 


STEEL 


and Steck Froduca 


poo ee ee 


Le Warehoude Steck : 


TRUSCON SERIES 138 


. . . world’s most popular steel double-hung window. Truly, the trouble-free 
window. Top quality at low installed cost. Comes complete with all hardware 
and stainless steel weatherstripping built in. Stays easy to operate because 
steel can’t swell, warp, shrink, rot, so windows can’t stick. Steel sash sections 
are attractively slim. Simply paint to match interior and exterior colors. 
Send coupon for tables of types and sizes. 


TRUSCON INTERIOR STEEL DOORS 


. . . Slide and Swing Types. You save dollars on framing, hanging, fitting 
and finishing these modern doors. Door frames easily assembled and 
erected in minutes. Frames are finish trim and molding, too. Closet doors 
glide noiselessly on nylon. Swing doors are sound-deadened. One-coat 
painting to match room decoration completes the job. Send coupon for _ 
tables of types and sizes. 


REPUBLIC STEEL CORPORATION 
Department C-3263 
3122 East 45th Street « Cleveland 27, Ohio 


Sure, I want to keep jobs moving. Send me type-and-size information on: 
© Truscon Interior () Truscon Series 138 Double-Hung 
Steel Doors Steel Windows 
0) Truscon Jalousies () Truscon Aluminum Awning Windows 


Name Title 





Firm 





Address 





State 








THERE’S A NEW TREND IN BATHROOMS! 


The DULAVOIR—revolutionary new lavatory 
by QP ends bathroom “Cramposis”’ 





At last—a delightfully practical way 
to end bathroom “bottlenecks” for- 
ever. It’s the exciting, new one-piece 
Dulavoir . . . a twin basin lavatory 
with integral counter top—exclu- 
sively Universal-Rundle’s. 

By doubling the lavatory capacity 
of busy bathrooms, the Dulavoir cuts 
grooming time in half. No more 
**cues,’’ schedules, and frantic last 
minute rushing. The Dulavoir is the 
answer to bathroom “Cramposis,” the 
plight of today’s growing family. 

The Dulavoir—another Universal- 
Rundle “‘first,’’ mounts in a single 


counter opening with one mounting 
frame. Made of durable vitreous en- 
ameled cast iron, it is available in 
Arctic White or six lovely decorator 
pastel colors. Deep basins, two re- 
cessed soap dishes, and concealed 
overflow drains are popular features 
of this time-saving, easy-to-clean lava- 
tory by Universal-Rundle . . . the qual- 
ity pioneer for over 56 years. 
Architects and builders are invited 
to write for a complete catalog. Also, 
see the U/R section in Sweet’s Archi- 
tectural and Light Construction files. 
Universal-Rundle Corporation, 477 
River Road, New Castle, Pennsylvania. 

















Universal Ip Rundle 


MAKERS OF THE WORLD’S FINEST BATHROOM FIXTURES 


Plants in Camden, N. J.; Milwaukee, Wisc.; New Castile, Pa.; Rediands, Calif.; Hondo, Texas 
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continued from page 51 


MORTGAGE MARKET: 





First signs appear of easier money 
ahead--but at 51/4 to 61/2% yields 


In housing’s darkest postwar hour, there are now these first faint signs of 
financial dawn: 

© Contracts awarded for industrial building have dropped sharply, according 
to Dodge estimates. Factory-building awards last year were only 2% above 
1955’s level. And the fall off was fairly steady after March. By December, fac- 
tory contracts were back to their December ’54 low mark. This corroborates the 
view that demand for capital for business expansion will drop below expectations 
this year. (Both Ford and GM have cancelled part of their 1957 investment 
plans, for instance.) Plant expansion has provided much of the competition for 
mortgage money. 

e The money market has loosened a little after months of steadily tightening. 
Top officials are not sure if the pause is a basic turn, or a temporary phenomenon. 
But there is a change. Treasury 90-day bills, the most sensitive barometer, dipped 
from a 3.3% peak in mid-December to 3.1%. Interest on Aaa corporate bonds 
sank from 3.82 to 3.22. 

e Home building is likely to benefit more than other construction from reduced 
use of credit and the ensuing drop in yields. Reversing the postponement of big 
commercial and industrial projects takes a long time. But many builders, on the 
other hand, not only have plenty of land at hand to step up operations, but will 
be under pressure to do so because holding land idle is costly. 


Forecasts of forthcoming improvement in the FHA-VA mortgage market 
are now heard from a few experts. 


Says Vice President Harry Held of Manhattan’s big Bowery Savings Bank: 
“I think the market is going to improve substantially. Come September, it should 
be pretty good again [assuming VA gets a 5% rate].” 

Notes Everett Mattson of Houston’s T. J. Bettes, the nation’s biggest mortgage 
banker, “Everybody seems to want future delivery, but wants property that is 
already built.” Does this mean the market is about to turn? “It does to me,” 
says Mattson. 


VA's 414% interest rate is now so obsolete that many lenders are refusing 
even to discuss VA loans. 


For one thing, many lenders have no confidence that Congress will boost the 
rate. For another, the eight or nine point discounts they would have to ask in the 
South and West are so big that their lawyers advise them to spurn the business 
and stay out of possible trouble with Congress and the public. Third, notes Mort- 
gage Banker C. A. Bacon of Denver: “A builder would be foolish to build VA. 
The money isn’t there, and if it were it would be at such a price the builder 
couldn’t afford to operate under it.” 


Almost all the cutback in starts and spring plans is concentrated in VA 
homes. 


In Detroit, two of the ten biggest builders, Alger Homes Inc. and Harold 
Taines, stopped selling GI homes, threatened to shut up shop completely by 
April and “go fishing.” In Jacksonville, Fla., where the bulk of the new housing 
has been VA, Mortgage Banker John Yates estimates building has slipped “at 
least 40% .” Among builders, he predicts, “we’re going to have some casualties.” 


Amid drastic cutbacks in spring plans, mortgage money is actually grow- 
ing more available—at competitive yields. 


In Cleveland, savings and loans are offering conventional 20 year, 512% 
loans up to 75 or 80% of valuation. This makes a conventional loan as cheap as 
an FHA to anyone with a big enough down payment. 


The outlook: a big trough in starts during March, April and perhaps May. 


This will produce scare headlines. But meanwhile, the sales market will have 
been strengthening in many cities. If Congress raises the VA rate, or cuts FHA 
down payments enough by then, builders should be able to come out of their 
tailspin fast. So 1 million new units this year is still a pretty good bet. This 
would be a 23% drop from 1955, but houses will be bigger and costlier. 
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MORTGAGE BRIEFS 


Rescue for Fanny May 


Congress is giving unmistakable signs it 
will not let Federal Natl. Mortgage Assn. run 
out of money. 

The government’s secondary mortgage 
agency will exhaust its old funds for buying 
FHAs and VAs this month despite a series 
of moves to stretch them. (The latest: an- 
other % point cut in Fanny May prices for 
414% mortgages. The new prices range from 
95% to 9342—so low that two Detroit build- 
ers immediately announced they would stop 
selling VA houses. For a complete table of 
Fanny May’s new prices, see p. 58.) 

The administration asked Congress to au- 
thorize the Treasury to buy another $100 
million Fanny May capital stock. This would 
give the agency a $1 billion boost in mortgage 
buying authority, since the association may 
legally borrow ten times its capital and sur- 
plus. To raise the money, the administration 
asked for power to let the Treasury buy up 
to $350 million of FNMA debentures through 
June 30 and another $350 million during the 
next fiscal year. This would let Fanny May 
avoid a public sale of debentures while money 
is so tight. 

Congress showed little disposition to argue. 
The House banking committee promptly gave 
unanimous approval to a bill boosting Fanny 
May’s borrowing authority by $500 million, 
with power to sell $350 million in debentures 
to the Treasury and another $150 million to 
the public. This is a stop-gap measure, de- 
signed to tide the agency over until June 30. 
This month, legislators will open hearings on 
proposals to pump up Fanny May even more. 


GI loans: a new wrinkle 


Discouraged with the cold reception GI 
mortgages were getting in the market, a Wis- 
consin securities underwriter and a_ builder 
have teamed up on a new scheme which not 
only brings out money for VA loans, but 
taps sources which ordinarily do not buy 
mortgages. 

“What we did,” says President Delbert J. 
Kenny of B. C. Ziegler & Co. of West Bend, 
Wis., “is to take 36 GI mortgages [on a Mil- 
waukee subdivision], deposit them with the 
First Natl. Bank of West Bend as trustee, and 
arrange to issue bonds against them in de- 
nominations of $10,000, $5,000, $1,000 and 
$500. The interest and principal payments 
from the mortgages will be slightly in excess 
of the interest and principal payments on the 
bonds.” 

When the $385,000 offering went on the 
market last month, Ziegler and School View 
Realty Co. of Milwaukee found to their de- 
light it was snapped up quickly by insurance 
companies, cemetery associations, pension 
funds, banks and “many individuals.” 

The bonds mature at intervals from April 
15 to Jan. 15, 1972. Interest on the shortest 
term bonds is 442%, going up to 4%4% on 
medium-term bonds and 5% on those matur- 
ing in the latter part of thé 15-year maximum. 
The mortgages are for 25 and 30 years, but 
Ziegler counts on the ready market for sea- 
soned loans to make it easy to sell the VA 
paper after 15 years. 

The 5% bond interest based on 442% 
mortgages is possible because the bond issue 
is only $385,000 and the mortgages total 
$452,000. Thus School View gets, in effect, 
96 for its VA paper vs. 93 now being paid 
on outright sale. School View also gets a tax 
advantage, spreading its profit over the mort- 
gage term. Profit is taxed in dribbles instead 
of one lump sum, shifting from a 52 to a 
25% tax bracket. 

NEWS continued on page 58 
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Historic Villa Louis, built in 1843 by Colonel Hercules Dousman in 
Prairie du Chien, Wisconsin, on the site of the original Fort Crawford. 


Stately Villa Louis Owes Distinction and 
Comfort to Double Hung Wood Windows 


Relative inexpensiveness permits generous use 
of double hung wood windows with metal 
weatherstripping, 
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An endless variety of design can be achieved 


with double hung wood windows. They are 
easily shaped and their surface receives and 
holds any type of finish, 


A century ahead of his time Colonel Dousman, a man of several 
extraordinary talents, designed his Villa Louis as a home of arresting 
charm and distinction—and built into it a unique and effective air 
conditioning system. Wholly contained in the home is an ice house, 
with a four-inch air space around it; and air, cooled by the ice house, 
was circulated by ducts to the main dwelling. To serve both purposes 
of outer beauty and inner comfort this practical genius chose double 
hung wood windows. 

Today, in order to utilize effectively the full cooling capacity of 
modern air conditioning, double hung wood windows with spring sash 
balance and metal weatherstripping are recognized as the ideal com- 
bination. Air conditioners can be easily installed in double hung wood 
windows. And metal weatherstripping reduces 85% of window air 
leakage. These and other material advantages of metal weather- 
stripping and double hung wood windows have earned both an un- 
paralleled position of leadership. Best of all, home buyers appreciate 
the substantial installation and maintenance economies that only this 
combination offers. 


WEATHERSTRIP Aeseareé INSTITUTE 


OFFICE OF THE SECRETARY, BOX 128—RIVERSIDE, ILLINOIS 


F DORBIN METAL STRIP MFG. CO. NICHOLS METAL STRIP SERVICE 
MEMBERS: GARDNER WIRE CO. PEMKO MFG. CO. 
ALLMETAL WEATHERSTRIP CO MACKLANBURG-DUNCAN CO. PRECISION WEATHERSTRIP CO. 
BARLAND WEATHERSTRIP MATERIALCO. MASTER METAL STRIP SERVICE REESE METAL WEATHERSTRIP CO. 
CENTRAL METAL STRIP CO MONARCH METAL WEATHERSTRIP CORP. SOUTHERN METAL PRODUCTS CORP. 
CHAMBERLIN CO. OF AMERICA NATIONAL GUARD PRODUCTS, INC WARNICA PRODUCTS 
OENNIS & CO, W. 3. NATIONAL METAL PRODUCTS CO, INC. ZEGERS, INC. 
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George B. Rice, contractor, easily installed four 
General Electric “Built-In” Thinline Air Condi- 
tioners during construction of this new house at 
2105 New Market Drive, Louisville, Kentucky. 


Only four 





3 





General Electric Thinlines automatically 
air condition 7-room house 


“Our client wanted built-in, low-cost, high-capacity air con- 
ditioning in this new seven-room house,” says George B. 
Rice, Louisville, Kentucky contractor. ““That’s why we 
chose four new General Electric Thinline Air Conditioners. 


“We built a 1 hp. unit into the living room, a 3% hp. unit 
in the den, a 34 hp. unit in the master bedroom, and a 
Y, hp. unit in the children’s bedroom. With just the four of 
them, the whole house stays cool and comfortable.” 

The owner of a General Electric Thinline doesn’t have to 
pay for cooling he can’t use. Each unit has an automatic 
thermostat. As the sun moves around the house, the un- 


needed units turn off and those in the warm rooms go on. 

Installed through the wall, there’s little overhang inside or 
out. The new “Built-In” model is easy and quick to put in. 
Ask your General Electric dealer for complete details. Gen- 
eral Electric Company, Room Air Conditioner Dept., 
Louisville 1, Kentucky. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 


It’s simple to install the new General Electric Thinline “Built-In” model 
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Case is installed during con- 
struction—mounts in any kind 
of wall. Panel protects until 
building is completed. 


later. Six screws hold it in place 
—give you a quick and weather- 
tight installation. 
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Add appearance front, air fil- 
ter grilles. Then plug in. Grille 
can be painted with 6 spray-on 
colors to blend with any décor. 

















match exterior. 









On the outside the Thinline’s 
aluminum grille will look smart 
for years. It’s easy to paint it to 
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Milwaukee firm to insure mortgages at less than half FHA rate 


Best evidence yet that FHA is charging 
too much for its mortgage insurance came 
last month from Milwaukee. 

Mortgage Guaranty Insurance Corp. (704 
W. Wisconsin Ave.) announced plans to 
offer private mortgage insurance for less than 
half what FHA charges. 

FHA collects a straight 4% per year on 
declining mortgage balances (and has piled 
up $313 million Sec. 203 reserves in 22 
years of doing so). The Milwaukee firm will 
charge %% the first year, but only 4% on 
the declining balance thereafter. Alterna- 
tively—and 25% cheaper still—it will offer a 
single premium to cover the first ten years of 
a loan (almost the entire risky portion). 
Rates will range from 144% to 2%, depend- 
ing on the length of amortization. 

The plan was still subject to approval by 
Wisconsin’s state insurance department when 


this was written. But Milwaukee sources ex- 
pected no opposition, Mortgage Guaranty 
having assured two apprehensive title com- 
panies that it did not plan to jump into the 
title business through the back door. 

Board chairman Max H. Karl, who is a 
member of the Milwaukee Jaw firm of Frank, 
Karl & Bessman, expects to expand the plan 
gradually from Wisconsin to other states. 
Ultimately, he hopes to operate in all states 
but New York, which has a law against 
private mortgage guaranty firms. Mortgage 
Guaranty has an authorized capitalization of 
$500,000. Karl says the minimum require- 
ment of $250,000 has been raised. 

The company will insure first mortgages 
subject to these requirements and ceilings: 


@ $25,000 loan up to 25 years. 
@ Must be amortized. 


@ |- to 4-family nonfarm residential property, 
owner-occupied. 


@ 80% of value as per appraisal acceptable 
to the company. 


@ Satisfactory credit report. 


Mortgage Guaranty’s plan will contrast 
sharply with FHA’s red tape and centralized 
(e.g. bureaucratic) control. Items: 

1. There will be no interest limits. 

2. Credit reports will be farmed out—to 
rating firms acceptable to the insurer. 

3. A master insurance policy will eliminate 
need for the company to sign individual 
mortgage notes. 

4. If the mortgage on a property is fore- 
closed, Mortgage Guaranty will waive any 
claim against the borrower if the sale of the 
property brings less than the loan balance. 


(Sale bi iginati gagee, wh ins servicing.) 
MORTGAGE MARKET QUOTATIONS 1200 tc House & Hone the werk ending Ped. 8 


FHA Ss (Sec. 203) (b) 


Minimum down*.- 
25 year 
Iimme- 
Future diate 


Minimum down*.- 
30 year 
Imme- 
City diate 


25 year, 

10% down 
Imme- 
Future diate Future 





Boston local 101-par 101-par 101-par 101-par 101-par 
Out-of-state 94 a 95-96 95.96 
Chicago 97'2-98b 97'!/2-98b98b 98b 
Cleveland 97-98 96-97 98.99 98-99 
Denver 97.98 97.98 97-98 97-98 
Detroit 97-98 98-99 98-99 
Houston 96f 96!/2-97 97-97! ob 
Jacksonville 97-98 97.98 97-98 
New York 99-par 99-par 99-par 99-par 99-par 99-par 
Philadelphia 98 a 98 a 98 a 
San Francisco a 95 a 95 a 95 
Washington 97! 97 97'/n 97 97'/2 97 


7% down on first $9,000 


101-par 


SOURCES: Boston, Robert M. Morgan, vice pres., Boston Five Cents Savings 
Bank; Chicago, Murray Walbach Jr., vice pres., Draper & Kramer Inc.; 
Cleveland, William T. Doyle, vice pres., Jay F. Zook Inc.; Denver, C. A. 
Bacon, vice pres., Mortgage Investments Co.; Detroit, Stanley M. Earp, pres., 
Citizens Mortgage Corp.; Houston, Everett Mattson, vice pres., T. J. Bettes Co.; 
Jacksonville, John D, Yates, vice pres., Stockton,, Whatley, Davin & Co; New 
York, John Halperin, pres.. J. Halperin & Co.; Philadelphia, Laurence J. 
Stabler, vice pres., W. A, Clarke Mortgage Co; San Francisco, M. V. O’Hearn, 
vice pres., Bankers Mortgage Co, of California; Washington, D. C., Hector 
Hollister, vice pres., Frederick W., Berens Inc. 


VA 41/25 
25 yr. 
30 year, 2% down 25 year, 5% down 10% down or more 
Imme- imme- Imme- 


City diate Future diate Future diate Future 





Boston local ax ax ax ax ax ax 
Out-of-state 91 a 92 a a a 
Chicago 93-95bc 93-95bc 93-95bc 93-95bc 93-95bc 93-95bc 
Cleveland af a a a a 
Denver a a a a a 
Detroit 93-94 94-95 941/2-95'/2 94!'/2 
Houston 91 91'/, 92!/5 
Jacksonville 90-92 90-92 90.92 
New York 95-96b 95-96 95-96b 
Philadelphia 93bf 93 93 
San Francisco 91-91! 91.911, 91-91! 
Washington 92 92 92 


NoTes: a—no activity. b—very limited market. c—no project market; only 

individual houses. f—only market FNMA. x—a few loans at par for public 

relations effect. 

@ Immediate covers loans for delivery up to 3 months; future covers loans for 
delivery in 3 to 12 months, 

@ Quotations refer to prices in metropolitan areas; discounts may run slightly 
higher in surrounding small towns or rural zones. 

@ Quotations refer to houses of typical average local quality with respect to 
design, location and construction, — 





NEW YORK WHOLESALE MORTGAGE MARKET 


Prices on the open wholesale market in New York City, for out-of-state loans, 
a’ reported the week ending Feb, 8 by Thomas P. Coogan, president, Housing 
Securities Ine.: 


VA and FHA 41/2s 
(minimum down, 25 or 30 years) 


Immediates: $1-93 Futures: 90-93 


FHA Ss 
(minimum down, 25 or 30 years) 


Immediates: 95-96 Futures: 94-95 


Note: prices are net to originating mortgage broker (not necessarily net to 
builder) and usually include concessions made by servicing agencies. 





FNMA PRICES 


effective Jan. 30, 1957 


For immediate purchase, Subject to 44 point purchasing and marketing fee and 
2% stock purchase. Mortgage ratios involve outstanding balance of loan to 1) 
purchase price (excluding closing costs) or 2) FHA or VA valuation whichever 
is less. FHA prices cover Secs. 203b, 


Nore: Jf remaining term of an FHA Sec. 213 individual mortgage exceeds 30 
years, the price shown is reduced by 44% for each 5-year period (or part thereof) 


above 30 years. 


States FHA 5s FHA 4!s VA 4s 
90% 90% 90% 

Loan to or over or over or over 

Value Ratios: less 90% less 90% less 90% 

Conn., Me., Mass., N.H., N.Y., - , P 

R.l., Vt. { 99!'5 99 95! 95 95! 95 

Del., D.C., Md., N.J., Penna..... 98! 95 941, . 95 94'/, 

Ala., Ark., Colo., Fla., Ga., IIl., 

Ind., lowa, Ky., Minn., Miss., 

Mo., Neb., N.C., N. Dak., Ohio, 94 

Okia., Ore., S.C., S. Dak., Tenn., 

Tex., Va., Wash., Wisc., Puerto 

Rico 

Ariz., Calif., Ida., k 

Mich., Mont., Nev., N.M., Utah, 93'/2 

W. Va., Wyo., Hawaii, Virgin Is. 
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America’s most exciting homes...... the quality... the design... sells itself. 


Scholz Homes Inc. 
2001 N. WESTWOOD «- TOLEDO 7, OHIO 


REGIONAL OFFICES OR PLANTS « WILMINGTON »« CHICAGO « ATLANTA »« NEW ORLEANS 





aes 


The Young Modern 3 or 4-Bedroom, 1 or 2-Car Model shown ranges from $20,000 to $24,000, less lot, depending on local area costs. Scholz designs and 
manufactures a wide range of distinctive homes: Contemporary Ranch Western Homes from $10,000 to $20,000; luxury quality California Contemporary Homes from 
$18,000 to $50,000; and American Colonia! Homes from $10,000 to $50,000. All are available to builders throughout the entire United States. Call or write 
for complete information 





After it rains... 
will your homes be 


SELLING YOU? 






Rain-carrying equipment costs /ittle 
but makes a big difference! 





Will the homes you build today help you sell more 
homes a few months from now — or will they begin to 
take on a run-down look—paint-streaked and discolored, 
siding rotting, foundations undermined? 

Rain-carrying equipment protects your reputation. It 
keeps roof-contaminated rain water from streaming down 
the siding and eroding the soil at the foundations. It 
guards your home in a hundred ways against the insidi- 
ous inroads of moisture. 


Milcor Galvanized Gutter and Conductor Pipe cost so 
little that you can’t afford to jeopardize your reputation 
by leaving them out. Besides, Milcor rain-carrying 
equipment has the extra strength of galvanized steel, is 
long-lasting and trouble-free. 

Ask your building supply dealer — or write for Milcor 
Catalog No. 306. 


Galvanized Gutter, 
Conductor Pipe and Accessories 


INLAND STEEL PRODUCTS COMPANY 
Dept. 0, 4057 W. Burnham Street * Milwaukee 1, Wisconsin 


ATLANTA ®@ BALTIMORL @© BUFFALO @ CHICAGO @ CINCINNATI @C Vv AN 


KANSAS CITY @ LOS ANGELES @ MILWAUKE @ MINNEAPOLIS @ NEW OF ANS p ‘\ R ST. . 23 
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Author flays builders, indicts postwar tracts 
as fresh air slums—and wins critics’ praise 


THE CRACK IN THE PicTuRE WINDow. By John 
Keats. 196 pp. Houghton Mifflin Co., Boston, $3. 


If home builders suspect they have a pub- 
lic relations problem with the US public, “The 
Crack in the Picture Window” proves it. 

It is as savage an attack on postwar hous- 
ing developments—‘split-level purgatories” to 
Keats—as has yet appeared. It is bitter, pro- 
vocative, overdrawn and burdened with nu- 
merous factual errors. Yet it contains 
enough germs of truth to be dangerous—to 
the industry. 

The book is winning many a favorable re- 
view from critics whose insight is more liter- 
ary than factual.* The New York Times has 
cited the book as one of four non-fiction se- 
lections by its staff “of particular literary, 
topical or scholarly merit.” Says a Houghton 
Mifflin spokesman, “Many of us here think we 
have a sleeper that may suddenly explode 
into a bestseller.” 


‘I was angry’ 


Keats, 35, is a former reporter and wire 
editor for the Washington Daily News, now 
turned freelancer. He lives in the rolling farm 
country of upper Montgomery County, Va. 
His personal exposure to tracts is limited to 
a short stay in a suburban Virginia develop- 
ment. Of “Crack,” he says: “Although it’s 
written as satire, I was angry when I wrote 
it.” Here’s how Keats begins: 

“For literally nothing down—other than a 
simple 2% and a promise to pay, and pay, 
and pay until the end of your life—you too 
can find a box of your own in one of the 
fresh-air slums we're building around the 
edge of America’s cities. . . . Whole square 
miles of identical boxes are spreading like 
gangrene. . . . [These are] developments con- 
ceived in error, nurtured by greed, corroding 
everything they touch. They destroy estab- 
lished cities and trade patterns, pose danger- 
ous problems for areas they invade, and actu- 
ally drive mad myriads of housewives shut up 
in them. . . . The chisel was the tool most 
often used to construct the postwar develop- 
ment house.” 


Pathway to disenchantment? 

To spin a thread of narrative, Keats relies 
on a set of fictional characters, John and 
Mary Drone and their two children, their 
neighbor, Mary Fecund, Adam and Eve 
Wild—all enveloped (by easy credit) in con- 
stant hock. They live in Rolling Hills, a par- 
ticularly disenchanting subdivision bulldozed 
flat by S.O.B. (for Samuel O. Burmal) Con- 
struction Co. which has turned the area into 
a “level red-clay sea,” and, in the process, 
kited the price of the land from $300 to 
$24,000 an acre. 

Keats supports his indictment with evi- 
dence of jerry-building uncovered in 1952 by 





*When Reporter Harrison Hagemeyer of the 
Washington Post, a tract dweller “in a small 
shingle house,” wrote in rebuttal: “I like it fine,” 
the Home Builders Assn. of Metropolitan Wash- 
ington presented him with a cup for “inspired 
reporting in the public interest.” 
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the House’s Teague committee, which inves- 
tigated VA housing in 26 cities. Concludes 
Keats: 

“Housing developments combine the worst 
disadvantages of suburbs and city slums with- 
out reflecting the advantages of either.” 

As Architect Chloethiel Smith notes in a 
review of Keats’ diatribe, “many of the au- 
thor’s technical mistakes are maddening to 
anyone who knows anything about building. 

Either he should dig deeper into the 
problems of rapid population growth, easy 
credit and a staggering gross national prod- 
uct, or he should examine housing with a 
less anger-reddened eye.” 

Keats’ remedy is nebulous: turn all these 
“clutters of slapdash matchboxes” into rental 
housing and start over with architecturally 
good homes in planned and zoned communi- 
ties. How, he does not say. Neither does he 
suggest how somebody should “put a ceiling 
on land values.” But there he has an idea 
that builders and realtors will hear again. 


MARKET BRIEFS 


Vacancy rate down 0.3% 


Housing vacancies fell 0.3% in the 
fourth quarter of 1956—a good indica- 
tion of growing housing demand, unmet 
because of tight money. 

The Census Bureau reported a va- 
cancy rate of 2.8%. Rental vacancies 
were 2.1% (down 0.1%). Vacancies in 
homes for sale were 0.4% (down 0.2%). 

Adds NAREB: vacancies are concen- 
trated in second-rate and blighted quar- 
ters. 


5% down—conventional 


A land-contract financing plan which per- 
mits 5% down payments to non-veterans is 
proving a sales bonanza to a big Milwaukee 
realty firm. 

Joseph J. Zilber’s Towne Realty Co. an- 
nounced the deal in a two-page ad last month. 
When four days brought 40 homes sales, Zil- 
ber enthused: “This will double our volume 
over what it would have been with straight 
VA or 20% down for non-vets. There’s noth- 
ing fancy about the plan. All it takes is 
money. We’re back to the good old days.” 

The plan—which resembles the celebrated 
Hadley-Cherry setup (H&H, Feb. °55 and 
p. 82, this issue)—works like this: 

Zilber takes out a conventional mortgage 
for his homes, paying about 534%. Buyers 
sign a 25-year land contract at 6% interest. 
For example, a buyer taking a $15,000 house 
pays $750 down and 400 monthly payments 
of $96.65. Towne Realty holds title to the 
property until the loan is repaid. If the buyer 
defaults, Towne can get judgment in 20 days 
and possession in another 60, instead of 
waiting one year on a conventional mortgage 
foreclosure under Wisconsin law. And, under 
the law, the buyer has no equity. 


continued from page 58 
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HOUSING STARTS in January: 65,000 (private 
62,000, public 2,800). This is a drop of 13.3% 
from January 1956 and a whopping 25% from 
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FHA AND VA APPLICATIONS: VA appraisals 
on new homes hit a 40-month low in January: 
18,924. FHA applications rose 14.6% from 
December but it was the lowest January since 
World War 2. The VA figure was down 35.4% 
from January °55. 
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BUILDING MATERIALS costs showed the first 
upturn since August. BLS’ index rose 0.2% in 


January to 130.7. Lumber and wood products 
led the advance. 


= index : 1926-1929 2100 source: E.H.BOECKH & ASSOC. 
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BOECKH’S INDEX of residential building costs 
climbed 0.3% to 274.5 in January. Weak lumber 


prices were offset by higher freight rates. Col. 
E. H. Boeckh forecast a continued rise for build- 
ing costs because the full impact of higher 
freight rates has not yet been felt. 

NEWS continued on page 63 
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Whatever style windows you plan to use on your next job 


_, LUPTON METAL WIND 















































Immediate delivery from stock . . . serv- 
ice that’s as near at hand as your phone 
... Lupton quality aluminum and steel 
windows in stock sizes, four styles: 
Double-Hung; Ranch; Residence Case- 


NEW LUPTON 
ALUMINUM SL 


Available from stock in three wanted types: 
Type XO—two panels; one sliding, one sta- 
tionary. Type OXO—three panels; center panel 
sliding. Type OXXO—four panels; two center 
panels sliding. Over-all widths range from 6’ to 
20’. Height for all doors: 6’914” over-all. 


FEATURES THAT HELP TURN 
“LOOKERS” INTO HOME BUYERS 


Weather-Tight Construction—Woven pile, double 
row weatherstrip provides resilient, long-last- 
ing seal on all sides of movable sash. 


Smooth, Quiet Operation—Doors operate on quiet 
rollers with bronze self-lubricating bearings. 


Adjustable Rollers—Special door design allows 
for leveling adjustment at installation. 


Low-Sloped Threshold — Eliminates danger of 
tripping. Keeps water out. Made of heavy ex- 
truded aluminum. 


LUPTON 


METAL WINDOWS 


HELP MOVE HOMES QUICKER 


ments; and the NEW Aluminum Framed 
Glass Jalousie Window. And now Lupton 
introduces a brand new, Lupton-quality 
sliding door that’s budget-priced. Here’s 
the story: 


EATHER-TIGHT 


IDING DOORS 


Hardware—Tight-locking bronze latch is simple 
to operate. Standard pull handle is extruded 
aluminum, 8” long. Decorative Lucite handle 
available at extra cost. 


Strength — Specially designed Flynn extruded 
aluminum members make Lupton Sliding Door 
units strong and rigid. 


Screens—(Furnished at extra cost when speci- 
fied.) Heavy duty aluminum sliding screens 
make doors practical for use anywhere. 
Equipped with flexible closure strips, locking 
latch and interior and exterior pulls. 


For on-the-spot service, fast delivery, good 
value on Aluminum Sliding Doors... and Metal 
Windows, put in a call to your nearby Lupton 
Sales Representative. His name and number are 
listed in the Yellow Pages under Windows & 
Sash—Metal. 


MICHAEL FLYNN MANUFACTURING CO. 


Main Office and Plant: 700 E. Godfrey Avenue, Phila- 
delphia 24, Pa. West Coast Offices and Warehouses: 
672 S. Lafayette Park Place, Los Angeles 57, Calif., 
1441 Fremont Street, Stockton, Calif. 


SALES REPRESENTATIVES AND DISTRIBUTORS IN OTHER PRINCIPAL CITIES 
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You can build homes with basements 2 ways: 


With...and without 





Honeywell Zone Control comfort 


Think how much more comfortable those basements will be 

with Honeywell Zone Control. And how much easier to sell your houses 
—and at a higher premium—because you offer whole house comfort. 

That’s what you get with Honeywell Zone Control. It divides a house 

into two of more comfort zones . . . each controlled by its own 
thermostat. It’s the «/timate answer to basements and to other problems 
such as split-levels, spread-out floor plans and rooms located 

above unheated areas. Learn how Honeywell Zone Control can sell for you. 
Get complete information by calling your local Honeywell office. 

Or write direct to Honeywell, Dept. HH-3-64, Minneapolis 8, Minnesota. 





Honeywell Round 


world’s most 


opular thermos MINNEAPOLI 
eres: Honeywell Zone Control 
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LOCAL MARKETS: VA tells where new houses are going unsold 


VA has lifted the Red tape curtain that 
usually shrouds its local market data. 

Before the Teague committee, Benefits 
Chief Ralph Stone listed housing areas having 
unsold surpluses during November. 

Later reports, not fully compiled, indicate 
“that in some cities the overhang of unsold 
new houses was reduced or eliminated during 
the last two months of 1956,” he added. 

This would bear out predictions by housing 
experts that the slump in home construction 
will improve the market. 

Highlights of Stone’s report: 


California: Surplus in $12,000 to $16,000 class 
in Pomona, Covina, West Covina and Puente 
“due to failure of builders to keep pace with 
competitive market in architecture, location 
and price.” Santa Ana, Orange County, sur- 
plus in $12,000 to $16,000 range. “Some 
tracts have large inventory of unsold houses 
which are poorly designed and located and 
over-priced in competitive market.” 


Michigan: Detroit surplus in $15,000 to 
$18,000 range. “High land and material costs 
and mortgage discounts raise prices beyond 
means of factory workers. No surplus in 
March, ’56.” 


Missouri: St. Louis surplus in $13,000 to 
$20,000 range “due to speculative building.” 
No surplus in March, °56. 


Ohio: Cincinnati surplus in $12,000 to 
$16,000 range “due to lack of suitable mort- 
gage financing.” No surplus in March, 56. 
Toledo, surplus in $25,000 to $40,000 range 
due to “overbuilding.” 


Kentucky: Louisville surplus in $11,000 to 
$15,000 range due to “tight mortgage money, 


channeling of investment funds into industrial 
and business loans for higher yield.” No sur- 
plus in March, °56. 


Pennsylvania: Levittown surplus in $12,000 
range due to “cut-back in employment, dis- 
criminatory buying, and tight money.” No 
surplus in March, ’56. 


The situation last month in other US hous- 
ing markets: 


Washington, D. C.—An interview and mail 
survey of some 8,000 persons visiting a 
$16,500 tract in Wheaton by the House & 
Gerstin Advertising Agency turned up these 
results: 64% of the people said they were in 
the market for a house now; 34% said they 
were looking for one between $15.000 and 
$16,000; 36% up to $18,000 and 30% up to 
$20,000; 33% were looking for split levels, 
32% for ramblers, another 13% for either. 
In the $18,000 to $20,000 groun, only 25% 
wanted low lown payments. Th> rest were 
prepared to put down between $1,000 and 
$5,000; 57% lived in apartments, 43% in 
homes. The survey showed that many of the 
36% who were not in the immediate housing 
market thought they might be looking in 
three to six months. 


Houston: Unemployment in the building 
trades is reported heavy. Dixon D. Hutchin- 
son, president of the Houston Home Builders 
Assn., says one-third of the city’s 20,000 
home building craftsmen are out of work. 
Two other builders agree. Hutchinson says 
one-third of the Houston builders are either 
out of business or on the way out. The 
HHBA president says the VA morket is 
down 80%, the FHA market down 50% and 


conventionals up 20%. Official figures sug- 
gest these estimates are high. Starts were 
only down 13% in January. Officials of VA 
and FHA, while conceding a drop in home 
building, say it is much less than the HHBA 
estimates. 


New York: State Housing Commissioner 
Joseph McMurray said approximately 79,000 
units were started in 1956, of which 90% 
were privately financed. This was 21% below 
1955 and the lowest home building year since 
1948. Rockland County (H&H, Aug. °56) 
was the only area in the state which showed 
any measurable percentage increase in starts. 
Big dips were recorded in Nassau, Suffolk 
(see Long Island roundup on this page) and 
Westchester Counties, and in Rochester, Syra- 
cuse, and Albany. 


Chicago: The city of Chicago had 14,074 
starts in 1956, a 12% drop from 1955 and 
20% below the 1950 peak. Less than half 
(6,971) were single-family units. Hottest 
housing area in the city is bounded by Persh- 
ing Road, 87th St., Western and the city 
limits. Here 3,000 homes, mostly in the 
$17,000 to $28,000 range were built. The 
average home in Chicago cost $15,220, up 
8.8% from 1955’s average of $13,992. 


Miami: Production of one and two-family 
units in South Florida was up in 1956. Dade 
County dropped but Broward County in- 
creased. Vince DeMeo, president of the 
Miami Home Builders, attributes this to 
lower land costs in Broward. Figures com- 


piled by the Miami Builders Exchange 
showed: UNITS 

1955 1956 
Re CO as ae oa des 13,468 13,197 
Broward County .......... 5,417 9,007 


LONG ISLAND MARKET: Builders blame slow sales on land prices 


Have inflated land prices crippled the once 
booming Long Island housing market? 

A House & HOME survey of leading build- 
ers and realtors suggests this may well be so. 

Long Island, which gave the postwar hous- 
ing boom Levittown and a host of other low- 
and medium-priced subdivisions, is a disturb- 
ing item in today’s market. 

@ Starts and sales are down. 


@ But you cannot point to tight mort- 
gage money as the villain. FHA 5s still com- 
mand 99 to par, VA 4%s 95 to 96. 

Instead, Long Island builders say their 
troubles began early in 1955 when land spec- 
ulation began to send prices so high through- 
out close-in Nassau County that builders 
found themselves in the somewhat rarified 
atmosphere of the $18,000 house. Driven 
deep into Suffolk County in their quest for 
land cheap enough to build lower-price 
homes, builders found they had gone too far 
for most New York commuters—the bulk of 
their market. 

Lots of commuters will travel one hour 
each way to Manhattan, even on the unpre- 
dictable Long Island Rail Road. But the two- 
hour commuter has not developed in num- 
bers adequate to support merchant building. 
The point of no return—the line beyond 
which commuters will not  travel—now 
stretches from Centereach to East Patchogue, 
say many builders. But that is roughly a 1'2 
hour commute. By no means all commuters 
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Nassau. County 


HIGH LAND PRICES SENT L. I. BUILDERS CLOSE TO TWO-HOUR COMMUTING ZONE 


are willing to go that far. And new industry 
has not moved to Suffolk County fast enough 
to produce local home-seeking families. 

Added to this were rising labor costs and 
stiffening requirements by communities for 
roads, drainage and plot sizes. Results: 

@ Housing starts dipped. In Nassau Coun- 
ty, they fell 31%—from 15,388 in 1955 to 
10,584 last year. This can be blamed on the 
lack of land—cheap land, that is. But Suffolk 
starts sank 14%—from 14,481 to 12,397. 
There is plenty of land in Suffolk, but too 
few buyers. 


@ Most builders surveyed say their sales 
are down, some severely. One builder re- 





Suffol County 


ported his sales were down 75%. 

President Irving Kern of Kern Realty Co., 
which handles sales for some 25 builders 
who put up about 1,500 homes a year, an- 
alyzes the situation this way: 

“By January 1955, speculative land in- 
creases in Nassau had pushed builders into 
Suffolk County. But in western Suffolk, too, 
speculative land prices coupled with upzon- 
ing and higher minimum requirements made 
it impossible to build popular-priced homes. 
From 1952 to 1954, Suffolk housing was sell- 
ing for $7,000 to $13,000. But then it went 
up 20%. 

“Nassau still had a substantial number of 


continued on page 67 


63 











64 


ARMSTRONG 





A sound box demonstrates quiet 


What an opportunity to really demonstrate what sound conditioning can do in a home! Now, 
through national TV demonstrations on the Armstrong Circle Theatre, your prospects will see the 


CUSHIONTONE | 


An installed ceiling shows beauty 


difference—and hear the difference a Cushiontone ceiling makes. 


Millions of families in these 97 areas will learn about the new hume comfort of 


sound conditioning. 
Live Network (9:30-10:30 P.M. New York City Time) 


Abilene, Tex. 
Albany, Ga. 


Albuquerque, N. M. 


Amarillo, Tex. 
Atlanta, Ga. 
Baltimore, Md. 
Bangor, Me. 
Birmingham, Ala. 
Boston, Mass. 
Buffalo, N. Y. 
Charleston, S. C. 
Chicago, Ill. 
Cincinnati, O. 
Cleveland, O. 


Colo. Springs, Colo. 


Columbus, O. 
Davenport, lowa 
Dayton, O. 

Des Moines, lowa 
Denver, Colo. 
Detroit, Mich, 
Erie, Pa, 


Evansville, Ind. 
Fargo, N. D. 
Fayetteville, N. C. 
Ft. Wayne, Ind. 
Ft. Worth, Tex. 
Grand Rapids, Mich. 
Great Bend, Kans. 
Greenville, S. C. 
Harrisburg, III. 
Hastings, Neb. 
Houston, Tex. 
Huntington, W. Va. 
Indianapolis, Ind. 
Jackson, Miss. 
Johnstown, Pa. 
Kansas City, Mo. 
Knoxville, Tenn. 
Lake Charles, La. 
Lancaster, Pa. 

Las Vegas, Nev. 
Little Rock, Ark. 
Louisville, Ky. 


Memphis, Tenn. 
Mesa-Phoenix, Ariz. 
Miami, Fla. 
Milwaukee, Wisc. 
Nashville, Tenn. 
New Britain, Conn. 
New Orleans, La. 
New York, N. Y. 
Norfolk, Va. 
Oklahoma City, Okla. 
Omaha, Neb. 
Peoria, Il. 
Philadelphia, Pa. 
Plattsburg, N. Y. 
Portland, Me. 
Providence, R. I. 
Raleigh-Durham, N. C. 
Richmond, Va. 
Roanoke, Va. 
Rochester, Minn. 
Rochester, N. Y. 
Saginaw, Mich. 


Salt Lake City, Utah 
San Antonio, Tex. 
Schenectady, N. Y. 
Shreveport, La. 
Sioux City, lowa 
Sioux Falls, S. D. 
St. Louis, Mo. 

St. Paul, Minn. 
South Bend, Ind. 
Springfield, Ill. 
Syracuse, N. Y. 


Yuma, Ariz. (7-day delay—9:30 P.M. 
Mountain Time) 








Tampa, Fla. 

Tucson, Ariz. 

Tulsa, Okla. 

Utica, N. Y. 
Washington, D.C. 
Wheeling, W. Va. 
Wichita, Kans. 
Wilkes-Barre, Pa. 
Winston-Salem, N. C. 
Youngstown, O. 





The following stations carry the Circle Theatre on a 
delayed basis. It will be seen at 9:30 Los Angeles 
Time the same evening as the “live” show. 


Eugene, Ore. 
Fresno 

Los Angeles 
Portland 
Sacramento 


San Diego 
San Francisco A 
Seattle 
Spokane 
TEN 
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‘ON TELEVISION! 


Armstrong Circle Theatre 


A full hour show — live from New York 
NBC-TV alternate Tuesdays 9:30 P.M. EST 





Spring Schedule 


PES. 5 - FES. 20 
APR. 16 - MAY 7 


ee 
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The success of Cushiontone in re- 
modeled and new homes makes it pos- 
sible to increase again one of the big- 
gest advertising programs in the entire 
building field. In addition to ads in 
Life, Better Homes & Gardens, The 
American Home, and Sunset, network 
television will carry the Cushiontone 
story to still more home prospects in 
your area. 


Tie in your sample home by 
featuring the new home comfort of 
sound conditioning. Armstrong Cush- 
iontone is a brand name your prospects 
will recognize. And you'll find it to 
be one of the lowest cost sales fea- 
tures you can include in your homes. 
For a free booklet that tells you all 
about the benefits of an Armstrong 
Ceiling, write Armstrong Cork Co., 
3503 Sixth Street, Lancaster, Penna. 


(Armstrong BUILDING MATERIALS 


TEMLOK® ROOF DECK e TEMLOK SHEATHING ¢ TEMLOK TILE © CUSHIONTONE® CEILINGS 












T.M. Reg. Pend. 











safe, easy cleaning 
more air! no drafts! 
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BROWN-GRAVES CoO., Akron 1, Ohio 
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U.S. Pat. No. 2,666,235 





Both sashes tilt easily to any desired 
angle for true healthful no-draft ventilation 
that uses 100% of the wall opening! 
Wash a// outside glass in comfort—without 
disturbing screens or storm sash. Looks 
like an ordinary window and can also be 
used like one—concealed adjustable 
spiral balances for quiet, easy operation. 


It goes up...It goes down...It’s weatherstripped...And it TILTS! 


REG ES : 












mail coupon today 

















FAMOUS BEE GEE...THE, DECORATOR’S WINDOW 


Companion line of 170 high-style 
casement, picture and corner picture 
windows...“idea” windows designed 
as focal points for lovely modern 
interiors. “Wife-Approved” for their 
clean, slim modern beauty, their 
practical convenience. Completely 
assembled units, ready to set 

in the wall. New fingertip Crank 
Operator now optional, factory- 
installed —also in 

kits for older Bee Gee windows. 




















| 

BROWN-GRAVES CO., Dept. HH-118, Akron 1, Ohio | 
Send catalogs with full details on: | 

(] TWIN/TILT WINDOWS [[] BEE GEE WINDOWS | 
lama: ([] builder [] architect ([(] dealer : 
NAME | 
| 

ADDRESS | 
| 

CITY ZONE _ STATE | 
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people who could afford the higher-priced from $20,000 to $35,000 and selling one a Some Long Island builders are discouraged 
homes being offered there. But the marginal week. Land costs are dropping already, says enough by the outlook to be talking gloomily 
buyer (looking for the $11,000 to $13,000 Krinsky, “because so many people got of dismantling part of their organizations and 
house) had to go to Selden or Centereach, burned.” He adds: “A lot of people don't moving the rest to Florida. 
from where he couldn’t commute to New know how they are going to pay their lahd But others foresee a better year in 1957 
York. mortgages in six months or a year and I ex- than in 1956. Krinsky, of Housing Associ- 
“By July last year, some of my clients got pect to see a lot of distress selling. Some peo- ates, expects to sell 500 homes this year. 
tired of not selling houses. I told them their ple will have to build houses with no profit at Last year, he reports, “We sold 250 in East- 
prices were too high. Then we found that cn all or at a loss just to pay off land mojrt- wood Village and another 55 in Port Jef- 
a number of jobs where prices and profits gages.” ferson.” 
were cut sharply, they started to do a sub- Builder Emil Keen (1954-55 president of 






the Long Island Home Builders Institute) 
sees 1957 sales close to the 1956 figure. 


stantial volume of business—25 to 30 houses 
a weekend.” 





Shape of the market 















Now that home building has tapered off, Today’s Long Island market presents a On the horizon—perhaps two or three 
Kern expects land prices to fall. So does Bez- Spotty picture. Sales are slow. No crowds are years away—builders foresee a_ pleasant 
nard Krinsky of Housing Associates, which storming the gates of this year’s model homes. boomlet. New York is pushing construction 
has two developments under way—a $12,500 But some bargain-priced houses are selliag of a thruway toward Riverhead which should 
project at Centereach averaging five to seven reasonably well. Other developments are cut commuting time to the outer reaches of 
sales a week, and one at Port Jefferson priced limping along. Suffolk by from 2% to about 1% hours. 






An untapped market: New industry booms a little town on the Ohio 








In power-hungry America, the key to new industry is new power. news of a government atomic factory brought 
For the nation’s home builders, the search for this power is significant because it is creat- unrestrained building. Today, two years later, 
ing new industrial booms along the banks of great rivers. For example, the Ohio and the 1,000 homes remain unsold. 
Mississippi, which for the past half century have meandered lazily through the heartland The immediate need for Ravenswood, how- 
of the US, have suddenly become alive with new industrial activity. ever, was rental housing for construction 
This billion dollar boom has set off a lightning-like reaction—pressure for tens of thou- workers who were to erect the plant. 
sands of new homes, new jobs, increased commercial activity. Here, in an on-the-spot No builders came forward to produce this 
report from one of the “hot” areas of the Ohio River Valley, Ravenswood, W. Va., HOUSE housing. But in this problem, Kaiser found 
& HoME looks at the role and the opportunity of the home builder in the revitalization of a formidable ally. 
these rivers. He is Ray Ritchie, former mayor of 







Ravenswood, brother of the present mayor, 
president of the Jackson County Bank, owner 
of the Ritchie Construction Co., the Ritchie 
Realty Co., the Ritchie Appliance Co., the 
Ritchland Motel, part owner of Ravenswood’s 
First Federal Savings & Loan Assn. and, most 
importantly, owner of 95% of the unbuilt 
but buildable land within Ravenswood’s city 
limits. 

Most men would have found the temptation 
to turn a quick profit on the land hard to 
resist. But not Ritchie. In a series of meetings 
with Kaiser officials, he agreed to hold most 
of his land in anticipation of the completion 
FIRST HOUSING RUSH in Ravenswood was almost all taken up by prefabs. Houses in foreground of a city plan by Kaiser-hired city planners, 













































are US steel. Also popular were Pease, Inland, Scholz, Midwest and General. Mass building in Harold F. Wise & Associates, Palo Alto, Calif. 
new aluminum town awaits completion of a city plan being prepared by Harold Wise & Associates. He also agreed the town needed rental 
units. Builder after builder came to Ravens- 
RAVENSWoob, W. Va.: they will all have ample money for big down wood and asked him for land options. To 
Here, on the great bend of the Ohio payments. The cross-section of the personnel each he said: “Build the town some rental 
4 River, a new home or building was started transferred to Ravenswood was the same as units and [ll option you some land for 
4 every day during 1956. the cross-section of home buyers in any homes.” One builder took up this proposition. 
Z This is certainly no staggering figure— region. A few could afford big down pay- He is Victor Napolitano, owner of the 
unless you know that in the 25 years prior ments; most could not. Victory Construction Co., Dayton, Ohio, 
to 1956 the town had an‘average of one new which has built some 1.300 homes in the 
: house every year and a total of less than 3. Any area, even a remote, lightly-popu- Dayton area since the company was organized 
a 365 houses. lated rural area, has an unseen capacity to three years ago. 
: Everything changed for Ravenswood (pop. meet housing demand. Napolitano heard of Ravenswood through 
‘ 1,175) in August of 1954, when the giant Up to now, home building in Ravenswood Prudential Insurance Co., which has a piece 
3 Kaiser Aluminum & Chemical Corp. an- has been On an extremely selective basis of the Kaiser plant. 
ul nounced it would build a $20 million sheet with price tags running from $15,500 to Napolitano got a five-year rental guaran- 
foil rolling mill on 2,600-acres of farm land $35,000. The great majority of the new tee from Kaiser, a $600,000 loan from Pru- 
7 miles south of town. In typical Kaiser homes have been prefabs. dential, and built 54 uninspired-looking rental 
% fashion, the $20 million became $220 million There has been no runaway building. One units. In the bargain, he got options ‘on 400 
Se in less than a year—and with this a housing reason may be the sobering experience of lots for sales housing (photo, below). 
< boom came to Ravenswood. Waverly, Ohio, only 100 mi. away. There, NEWS continued on page 70 
SS With industry booming along the Ohio and 


the Mississippi, numerous opportunities are 
presented for the enterprising builder. What 
builders can learn from the Ravenswood =. 
experience: 


| 

| 

| & 1. There is always a goodly time lag be- 
| tween announcements of industrial expansion 
| and the arrival of the actual labor force. 
| Builders who ignore this are likely to get 
| caught with unsold houses, as several did in 
| Ravenswood, 

| 

| 





; ; FIRST TRACT HOUSES in Ravenswood are being built by Victory Construction Co., Dayton, Ohio. 
2. Just because a company is transferring Financed by Prudential, they cost $15,500, will sell under FHA terms with a $2,500 down payment. The 
a lot of people into a new area does not mean three-bedroom, one-bath houses cover 1,060 sq. ft., are being built on a straight-line plot plan. 
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LONG - BELL 


Each strip of Long-Bell Oak Flooring is Fa 
precision-machined for perfect fit! 

This process reaches beyond the mere 
accurate stage. Hairline tolerances are 
observed throughout this processing. That’s 
why it’s such an easy, time and labor-saving 
job to install Long-Bell Oak Flooring. 





The edges and ends of every strip are 
machined to the most exacting standards—so 
that they join together for a smooth surface, 
And the work goes fast. 


Plans specifying Long-Bell Oak Flooring 
result in unmatched, classic beauty—a beauty 
that is preferred by thousands of modern 
home buyers over any other type of flooring. 
And because of this preference, dealers 
handling Long-Bell Oak Flooring plan on 
high volume sales. Builders are assured 

of economical installation and 

quick finishing. 


It’s the uniform high quality that has made Long-Bell Oak 
Flooring first choice in residential construction today! 


OAK FLOORING PLANTS—DeRidder, La., and Quitman, Miss, 
INTERNATIONAL PAPER COMPANY 


[onc Ret 


Diviston 
KANSAS CITY,MO. *¢ LONGVIEW, WASH. 
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Gerald B. Cox, Architect ¢ H, George Schloemer, Contractor 


ADD CHARACTER TO HOMES with PELLA Wood Case- 
ment Windows. The only ventilating wood case- 
ments strong enough to carry 24’’ x 60” glass. 
And the only windows with built-in Rolscreens... 
that roll up and down like window shades. PELLA 
casements can be furnished with PELLA’S own dual gy Firm NAME 
glazing panels or insulating glass. 


ROLSCREEN COMPANY, Dept. I-38 
Pella, lowa 

Please send helpful 20-page book, 
“Library of Window Ideas.” 








ADDRESS 


WOOD CASEMENT WINDOWS '=" stare 


< ATTENTION MR. TEL. NO. 
8 2 Oe eo oe ee ee ee ee oe 
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OHI staff cut in half to stretch out program; Doscher quits 


A major shakeup has sliced the 10-member 
staff of Operation Home Improvement in half 
and led its executive director, Jack Doscher, 
to resign. 

OHI directors, $50,000 short of their 
$175,000 budget for the fiscal year, decided 
to retrench top-level promotional activities to 
make it possible for OHI to stay in business 
throughout 1957. 

Both Don Moore, OHI assistant director, 
and Jim Hofer, local level manager, offered 
their resignations to OHI’s board, but there 
were indications at mid-month that one of 
them might be asked to stay to head up the 
curtailed program. 

“We intend to carry through calendar 
1957,” says OHI Board Chairman Paul Shoe- 
maker, “but we are converting OHI to a 
more informational and administrative center. 
We're not winding it up by any means.” 

With OHI’s major promotional work done 
to set up its big May “Better Your Living” 
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THIS $100 DERELICT... 


month, Doscher explains: “What the board 
decided makes good sense.” He adds: “There’s 
no rift . . . no spilled blood.” 

Says Shoemaker: “We don’t require the 
same kind of people to do this [new] job that 
we required before. This is a positive way of 
stretching things out as compared to saying, 
‘We'll shoot the works and quit tomorrow.’ ” 

Other OHI board members blamed the re- 
trenchment in part on failure of some ele- 
ments of the building industry to contribute 
to OHI. “We haven't had a dime from the 
electrical industry,” notes one. Contributions 
have been slim, too, from paint makers and 
plumbers. 

The cutback came only two weeks after an 
OHI-sponsored Home Improvement Congress 
in Tucson, Ariz. at which 160 delegates 
adopted a resolution urging that OHI be con- 
tinued into 1958 or longer. 

Other developments at the two-day Tucson 
session included: 


Photos by Virgil A. Wiesner 
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BECAME THIS ALL ELECTRIC HOME 


St. Louis builders create showcase of remodeling 


A $37,500 home improvement demonstra- 
tion, sponsored by the St. Louis Home Build- 
ers Assn., has attracted wide attention in the 
city and spurred remodeling. 

Builder Earl Bumiller, sparkplug of the 
project, located two old houses in an area 
being cleared for park 
land. He paid the city 
$100 for one, $250 for 
the other, moved them 
(for $1,200 each) to a 
city lot 1.2 miles away, 
had the 50-year-old 
derelicts fixed up. 

Builders Tom Kirk 
aid George Lewitt took 
charge of the opera- 
tions; St. Louis sup- 
pliers contributed most 
of the needed materi- 
als; building unions 
contributed most of the labor. Bob Elking- 
ton, president of the local AIA chapter, 
designed the changes for one house. 

In all, some $27,500 of materials and work 


BUMILLER 





THIS $250 EMPTY SHELL... 





(mostly contributed) went into both houses. 
Costs for remodeling the house above: 


Extenor .2.4..-. ee ME 5s sg aceis be 680 
Living room.... 1,260 Dining room .. 520 
Kitchen ..... 1,800 Master and other 
Upstairs hall ... 360 bedroom ..... 1,980 
Baby’s vedroom. 320 Bathroom ..... 1,830 
Downstairs en- — 
es $° 300: “TeraL ..... .S8Z 300 


The Home Builders Assn. spent another 
$10,000 promoting the project. Sample: 
teaser ads in streetcars saying: “What’s go- 
ing on at Hampton and Fyler?” Result: more 
than 50,000 persons went through the two 
homes. 

Both builders who did the remodeling got 
on-the-spot contracts for home repair work, 
as did other St. Louis builders. 

Says Bumiller: “A lot of people said we 
couldn't do it. But we've sure got a lot of 
people in St. Louis talking about fixing up 
their old houses now. That’s the only way to 
stop blight and decay.” 





BECAME A MODERN GAS HOME 


@ Carl A. Bimson, president of Arizona’s 
Valley National Bank, said that tight money 
will not hurt home improvement. Bimson told 
delegates: “There is no real shortage of in- 
stallment credit in most banks or in 
most parts of the country.” 


e Andrew J. Watt, general merchandising 
manager for US Gypsum, announced that his 
firm has just published a 128-page book, 
“Operative Remodeling,” for builders inter- 
ested in the field. 


e Victor H. Nybork, president of the Asso- 
ciation of Better Business Bureaus, gave the 
OHI a backhanded compliment. Increased 
interest in home improvement has produced 
more and more complaints to local BBBs on 
gyp contractors. Warned Nybork: “Parasites 
on the fringe of your business could ruin 
your industry by their unscrupulous, unethical 
advertising and sales policies—even though 
they number less than 5% of your industry.” 
He urged a committee be named to study how 
to police the industry. 


Builders shun Sec. 221; 
cost limits called too low 


Will FHA Sec. 221 induce many builders 
to put up relocation housing for persons dis- 
placed by urban renewal or other govern- 
ment-inspired projects? 

The answer as of now would appear to be 
a resounding no! Here are the facts: 


Units Units 
221 certifications 17,167 Applications 
Applications (existing) ... 106 
(2 ren 58 Commitments . 84 
Commitments .. 22 EASBted) <5 csc 15 
Insured ....... 1 


HHFA blames the builders 


Government officials and builders disagree 
on the reasons for this poor performance. 

Says Sid Jagger, special assistant to HHF- 
Administrator Al Cole: “Builders don’t un- 
derstand the advantages of 221 or we would 
have had more activity. In the 1954 Housing 
Act, it is true 221 was much like 203b, but 
the 1956 Act provided for 100% loans on 
a maximum $9,000 home, or $10,000 in a 
high-cost area.” 

(Sec. 221 under the Housing Act of 1954 
provided for 95%, 30-year loans np to $7,500 
—$8,600 in high-cost areas. The current law 
provides for 40-year, 100% loans. It went 
into effect last Aug. 11, 1956.) 

Say builders: there is no way to build a 
$2,000 home in most areas and building a 
$10,000 house in a high cost area, like Chi- 
cago, is impossible. 

Rebuttal: “I knew builders would say it 
can’t be done. I made a survey and found 
there are 500 builders in the country build- 
ing houses in this price range—some of them 
in Chicago,” retorts Jagger. 

As to raising the $9,000 and $10,000 lim- 
its: “If we raised these figures any more, 
they wouldn’t be serving the people this pro- 
gram was designed for,” says Jagger. “These 
people can't afford $12,000 and $14,000 
homes.” 


An untouched market? 


To show the potentialities of the program, 
Jagger cited the report of Housing Expert 
Leo Grebler that 300,000 houses “disappear” 
each year in the US from abandonment, 
storm, flood, demolition or transfer to non- 
residential use. “It is my belief that most of 

continued on page 74 
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® 

GAIN ARCHITECTURAL FREE- 
DOM with infinite combina- 
tions of PELLA multi-pur- 
pose windows. Fifteen fixed 
and vented window sizes 
are all compatibly propor- 
tioned. And note how well 
these windows harmonize 
with other wood. No extra 
cost for PELLA’S exclusive 
Glide-Lock underscreen 
operator. Self-storing storm 
sash and self-storing wood 
or metal frame screens. 


woop 
MULTI-PURPOSE 
WINDOWS 


ROLSCREEN COMPANY, Dept. I-39, Pella, lowa 


Please send me your literature on PELLA multi-purpose 


windows. 
FIRM NAME 


ADDRESS 








ATTENTION MR. 








CALIFORNIA 


REDWOOD 





Design: Charles Warren Callister * Photography: Morley Baer 





























rPrre 
- 































































































East meets...and becomes...West beautifully and durably 





in natural California Redwood. Whether the job is expressive of Orient or Occident, 


let versatile redwood help give it substance. 





California \ 
Redwood 
Assoc/ation Z 


576 Sacramento Street 
San Francisco 77 
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ae At ff when you sell the Missus...you sell the home! 
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because 
the ladies 
hate housework 
they love 


MATICO 


and MATICO No question about it . . . ease of maintenance “sells” the ladies . . . but it’s 


only part of the beauty of MATICO flooring! Watch women respond 

hel ps you se I to MATICO’s high-style colors, distinctively “different” patterns, its 
the Missus reputation for long, long wear. They've seen MATICO advertised in full-color, 
full-page national ads . . . now let them see it in your homes. Install MATICO 














tile flooring in your next project — and sell both the Missus — and the home! 





MASTIC TILE CORPORATION Mastic Tile Corp. of America, 
OF AMERICA Dept. 14-3, Box 986, Newburgh, New York 


Jleace ce > Ie ef me fs } ati ‘ 

: Houston, Tex. Joliet, Ill. «Long Beach, Calif. Newburgh, N.Y. Pl ase se nd me fre e samples and full information about 
OLrul MATICO tile flooring. 
LS 4 <> 
yor omar vo Rubber Tile © Vinyl Tile * Asphalt Tile Name 
L ry Confetti * Aristoflex ¢ Parquetry Address 


C245 aovenristo . —_ ; < ' 
<- Maticork * Cork Tile * Plastic Wall Tile Cesc ic Zone.........State....... 
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Build more bathroom appeal! 


Gerber offers all the most wanted features in 
plumbing fixtures ...at no extra cost! 





It costs no more to build the most wanted bathroom features 
into your homes when you install Gerber plumbing fixtures. 
Their quality meets every standard for excellence, yet they 
are so moderately priced you can install 144 baths instead of 1, 
colored fixtures instead of white, 2 lavatories instead of 1, a 
full size tub instead of a “miniature.”’ Deluxe features such as 
reverse trap closets cost no more than most washdown models, 
and modern Gerber pop-up drains cost no more than most 
chain and plug styles. 


As a major manufacturer with five large, modern plants 
making a complete line of brass, steel enamel ware, and vitreous 
china ware, Gerber Plumbing Fixtures Corp. offers you a 
complete line of modern plumbing fixtures. Choice of 5 colors: 
lagoon green, waterfall blue, sunset tan, petal pink, stainless 
white. Their smart “harmonized” styling, ease of installation, 
high quality, and moderate price assure you full value for your 
plumbing dollar. 


All fixtures can be delivered direct to your job site in one 
truck from a conveniently located Gerber plant. 


Free Booklet Send today for special builder booklet, 
“How to build more bathroom appeal into your homes.” 


lie. SN 
> GERBER Plumbing Fixtures 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Ill. 





Quality products, dependable service, from 5 modern plants . . . 
Kokomo, Ind. © Woodbridge, N. J. © Delphi, Ind. © Gadsden, Ala. © West Delphi, Ind. 
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these people would be eligible for 221 hous- 
ing,” says Jagger. 

Whether Jagger or the builders are right, 
there is no contradicting that 221 has elicited 
little response up to now. 

The commitments thus far have broken 
down this way (by initiating FHA office) 
New: Knoxville, 10; San Antonio, 11; Pitts- 
burgh, 1. Existing: San Antonio, 69; Colum- 
bus (Ohio), 14; Memphis, 1. 

Here is a list of cities where more than 
100 Sec. 221 homes could be built under 
existing certifications by HHFA. Certifica- 
tions are based on a city’s “workable plan” 
for renewal: 


Wilmington, Del. 200 Pittsburgh ..... 1,150 
Elizabeth, N.J... 200 Richmond, Va... 275 
Chicago Heights, Corpus Christi.. 212 

Br oc eens -« 154 Decatur, Ala.... 290 
Perth Amboy, Columbus, O.... 2,212 

OE ec deccs ee Sete, Pa aes. 175 
Cincinnati ..... 2.087 Sharon, Pa...... 115 
Honolulu ...... 1,100 Columbus, Ga... 350 
Jersey City ..... 2,400 Sacramento .... 100 
Augusta, Ga..... 225 Scranton, Pa.... 160 
Huntsville, Ala.. 130 Morristown, N.J. 100 
Douglas, Ga..... 175 Savannah, Ga... 650 
St. “hewitt. 6... 2,560 


CANADA: 


NHA interest rate goes up 
from 5’2 to 6% 


Tight money has forced Canada’s govern- 
ment to boost the interest rate ceiling on Na- 
tional Housing Act loans from 52 to 6%. 

Consensus among both builders and lend- 
ers is that the increase will do no more than 
prevent NHA loans from tailing off to virtu- 
ally nothing. NHA-insured mortgages ac- 
counted for more than 50% of Canada’s 
138,000 starts in 1955, but only 36% of 
1956’s estimated 127,000 starts. Chief rea- 
son: Canadian interest rates, pressured by 
industrial expansion and other capital ex- 
penditures, rose so fast during 1956 that con- 
ventional mortgages shot up from 534% to 
7% (and to 742% in the West). 

The higher interest, forecast one insurance 
man, “will make the difference between no 
money at all for NHA’s, and some. We had 
been hedging for weeks waiting for the rate 
to go up.” 

Builders are still unhappy. Says Montreal's 
Alf Miller: “Sales are way up over normal. 
By fall we shall have two buyers for every 
house unless we get more money.” Calgary 
builders report a three-month-old shortage of 
houses for sale. 

Canada’s NHA interest is flexible and 
hitched to the price of government bonds. 
The cabinet can set a ceiling up to 244% 
above the market yield on 20-year bonds. 
The NHA rate was dropped to 544% Feb. 
17, 1955, boosted back to 542% March 12 
last year. 


Population growth 15% 
in five years (v. US’ 11%) 


Canada’s population has shot up a surpris- 
ing 14.8% in the last five years (to 16,080.- 
791)—a fact that may help explain why 
home building has been more profitable north 
of the US border lately than in the US itself. 

By contrast, the US population has gained 
only 10.7% in six years (from 151.7 million 
in the 1950 Census to an estimated 168 mil- 
lion last July). 

Canada’s growth is its fastest since the 
great tide of European immigration at the 
turn of the century. Biggest gains are in 
Ontario and Quebec, the most populous and 
urban areas. 

NEWS continued on page °9 
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a portfolio of designs in plastic wall tile 





Here are dramatic new decorating ideas 
...and uses...for plastic wall tile 

all through the house. 

They are inspired by the design, 
advanced color styling 


and complete practicality of guaranteed plastic wall tile. 


® 
4 DOW PLASTIC 





WAT eke Sc RS 





IN THE KITCHEN 
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Country charm . . . modern style! Blue and white willow ware inspired the 
patterned wall in squares of Styron® plastic tile . . . and sleek white tiles face 
the work counter. Decorative applications like this lift your homes out of the 
ordinary and give them exciting new home-owner appeal. With all of the shapes 
and fabulous colors available in plastic wall tile made of Styron, you'll create 
beautiful backgrounds for homes in any price range. 
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Interiors in this portfolio were created by John and 
Earline Brice, internationally famous designers. 
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New note in blues! This gentleman’s 
bath begins with walls of white 
squares and superimposes a panel of 
blues in classic design. Styron plastic 
wall tile adds exciting new decorating 
ideas to your finest homes . . . gives 
them the “difference” that sells. There 
are decorator-styled colors in Styron 
to match or complement every home 
you build .. . and tile shapes to in- 
spire endless dramatic designs. And 
remember, your certified dealer can 
guarantee the quality of Styron plas- 
tic wall tile, mastic and installation. 








IN THE BATHROOM 


























IDE il Lovely colors of Styron IDEA! A decorative, over-all IDEA! Make a bathroom IDEA! Turn a plain fireplace 
and tile shapes combined to pattern in easy-to-clean seem wider with bold, hori- wall into a colorful enter- 
create delightful trompe-l’oeil Styron plastic tile for a prac- zontal stripes of Styron plastic tainment center with king-size 
louv: rs on a bathroom wall. tical entry wall. tile on one wall. Styron plastic tile. 











Cheerful candy stripes for practical beauty on walls and ceiling of a childs 
room... “gingham” wall to brighten up a laundry area . . . handsome “mural f 
wall for a dining room . . . matching walls and counter facings for a moder 
kitchen. The decorating possibilities are endless with Styron plastic wall til 
These dramatic ideas are being sold to consumers across the country. You cai 






turn these ideas into profitable prestige! 








MADE OF 


STYRON 


A DOW PLASTIC 


Here is the theme for the big 57 Dow 
advertising and promotion program for 
guaranteed plastic wall tile made of Styron. The beautiful 
interiors shown in this portfolio will be featured in full-color 
advertising and editorials in leading national magazines and in 
hard-hitting, year-round promotions. They'll extend today’s 
consumer acceptance into the wide field of interior decorating. 
They'll sell your clients. 





Give your homes beautiful new backgrounds that create sales. 
Make the most of Styron plastic wall tile . . . its extensive color 


YOU CAN DEPEND ON 
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BEGIN WITH A BEAUTIFUL BACKGROUND of plastic wall tile 


range and versatile shapes . . . its unlimited decorating possi- 
bilities. Above all, stress the quality that is guaranteed! Your 
nearby certified dealer can guarantee that tile, mastic and 
installation meet quality standards established with U.S. De- 


partment of Commerce, Bureau of Standards—CS-168-50. 


You'll find it profitable to tie in with our theme for ’57—begin 
with a beautiful background of plastic wall tile made of Styron 

. and add a wealth of sales-making features to the homes 
you build. THE DOW CHEMICAL COMPANY, Midland, Michigan, 
Plastics Sales Department PL 1551N. 
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Perimeter Insulation—Wolfe & Gilchrist recommends Styrofoam for perimeter insulation in all their 
homes. Here Styrofoam is used in Detroit suburb to assure lifetime of warm floors and lower fuel bills, 


only Styrofoam delivers lifetime insulation 


brings unique combination of properties for low-cost installation 


The big swing is on—to insulation made of Styrofoam* 
(a Dow plastic foam). 

From all over the country, architects and_ builders 
report: Styrofoam is a superior, rigid, homogeneous 
insulation that lasts a lifetime, gives complete satisfac- 
tion, and cuts construction costs. 


*STYROFOAM IS A REGISTERED TRADEMARK OF THE DOW CHEMICAL COMPANY 


There’s good reason, too. Styrofoam is a new kind of 
insulation, made of expande d poly styrene, with millions 
of tiny, noninterconnecting air cells that block out 
heat and cold—as well as water and vapor. 


For further information, read the next three pages. 
THE DOW CHEMICAL COMPANY, Midland, Michigan. 


YOU CAN DEPEND ON 
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Plaster keys directly to Styrofoam without need for furring or lathing. Acts in same 
capacity as plasterboard but gives added advantages of great strength and high insulation value. 


Styrofoam cuts construction| 


engineering data 
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thermal properties physical properties pc sa thea bes atmenoaln ; 
ste (sey “yn Densit (Ib. ‘cu. ft.) 1.6-2.0 1.7-2.3 

Thermal Conductivity (“K’’ factor) Average “K” Factor of 0.25 at eae 2 Br 

B.T.U./ft./hr./in. / °F. mean temperature of 40°F. Compressive yield strength (p.s.i) 16-32 16-38 4! 

. ; phic Tensile strength (p.s.i.) 45-61 65-95 R 

Linear Thermal Coefficient of .00003 to .00004 in. /in./°F. Shear strength (p.s.i) 97-36 30-40 § 

Capeution between O°F. and 80°F. Flexural strength (p.s.i.) 42-6] 48-99 C 
Specific Heat 0.27 B.T.U./Ib./°F. at 40°F. Compressive modulus (p.s.i. 1200-1700 1500-2000 
Resistance to heat Bending modulus (p.s.i.) 1000-1285 1250-1760 
(Maximum recommended tempera- Styrofoam 22—175°F. Modulus or rigidity (p.s.i.) 700-1600 1000-1300 

ture for continuous use) Styrofoam 33—155°F. (shear modulus) entail 

R F mee Cc 

water resistance properties vapor transmission 7 Bc 

Capillarity None When Styrofoam acts as a barrier 1.0-2.0 grains /sq. ft./hr./inf = ~~~ 

Water adsorption Less than 0.03% by volume between spaces having different of thickness /in. of Hg vo — si 

(when subjected to 90°F, 90% atmospheric conditions por pressure difference ——_ 

relative humidity for 15 days) 
Water adsorption Water pickup only on w 
(complete submersion for one week) surface cells less than , 
0.15 Ib. / sq. ft. of area 
MARCH | 
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Styrofoam is superior 


for many applications 
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: 


Curtain Walls—Poanels with Styrofoam cores 
able from many manufacturers. 


Low-Temperature Pipe Covering and Equipment— 
Only Styrofoam offers the right combination of properties. 










Styrofoam adheres readily to masonry. Portiand cement mortar bonds if to 
masonry easily, quickly, permanently. Assures damp-free, comfortable homes, offices, 
stores, factories, 


COSTS as plaster-base insulation: 





















































comparative (u) values 

an wall type wall thickness re {v) oo 7c 
3 Brick 8” 50 30 158 Cavity Walls—Styrofoam proves completely scihheichiry 
B A” face 12” 36 24 139 as cavity wall insulation for light or heavy construction. 
Rest common 16" 28 .20 123 
? Concrete 6” 79 39 .180 
000 8” 70 36 175 
760 10” 63 34 170 
300 12” 57 33 166 

Concrete 8” 56 32 .164 

Block 12” Ad .30 .158 | 
hr. /in bola Swe RSE SRR REESE r 

Cinder 8” Al 27 146 Es 
lig we Block 12” 38 25 142 lla 
ice OP ae 

*A=plain wall i bali at ll a a 
Where: *B=furred, lathed and plastered wall 


Perimeter Heating—Perimeter heating systems operate 
*C=1” thick Styrofoam with plaster direct—no furring or lathing cot maximum ‘efficiency when Styrofoam is used. 
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The Dow Chemical Company—first in foam— 
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answers your questions about Styrofoam 


Just how is Styrofoam different from old-fashioned 
insulation? 


Styrofoam consists of millions of tiny cells, all uni- 
form, and each completely self-contained, air-tight, 
preventing passage of water vapor. 


How is Styrofoam made? 


Polystyrene, a rugged plastic, is expanded forty times 
under heat and pressure. 


When was Styrofoam first produced commercially? 


In 1942, The Dow Chemical Company produced 
plastic foam by expanding polystyrene—the plastic 
which offers the best combination of characteristics 
for low-temperature insulation. Immediately, the U.S. 
Navy began using it as a flotation material. 


Why does Styrofoam have high compressive 
strength? 

Because of its unique cellular structure. That’s why 
Styrofoam can be used for self-supporting walls or 
have concrete floors poured over it. It will support 
3,000 Ibs. per square foot. 

Is it true that one man can pick up a whole pile 
of Styrofoam boards? 

Yes. A board foot weighs only 2.4 ounces. One work- 
man can easily carry 100 bd. ft. 

Why can’t water penetrate Styrofoam? 

The noninterconnecting cellular structure permits 
water only on the open cut surface cells. 

How is it for thermal conductivity? 


Tests show the low thermal conductivity of Styrofoam 
cannot be matched by any other insulation with 
comparable properties. The average “K” factor is 
0.25 B.T.U./ft./hr./in./°F. and it stays low since 
there is no water pickup. 


How can Styrofoam last a lifetime? 


This homogeneous Dow plastic foam resists rot, mold 
and deterioration. Styrofoam has no odor, no food 
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value—it does not attract rodents or vermin. And water 
cannot penetrate it. Result: consistent, uniform insu- 
lation for the life of the structure. 


What kind of tools does it take to install Styro- 
foam? 


Only ordinary woodworking tools are required to cut 
and shape it to fit any application. It is nonirritating 
to the skin and is not brittle. Cannot flake or dust. 
It’s an easily installed insulation. 


Where is Styrofoam used? 


In 1946, The Dow Chemical Company, first in foam, 
offered their production to the industrial refrigeration 
field where only the best is good enough. With new 
production facilities, Styrofoam has now become 
widely available to users in a broad number of signifi- 
cant applications. 

What is its most unique feature? 

It has a combination of essential properties vital to 


good insulation including lack of water adsorption 
and constantly low “K” factor. 


In what sizes can I get it? 

Styrofoam is available for immediate shipment in 
3-ft., 8-ft., and 9-ft. lengths, 12-in. and 16-in. widths 
and comes in thicknesses of 1, 1%, 2, 2%, 3, 4 inches. 


Where can | get it? 
At your local building supply dealer’s. He can order 
from his Styrofoam distributor. 


FREE BROCHURE OF CONSTRUCTION DETAIL DRAWINGS 


Learn how the Styrofoam combination 
of properties can be turned to your 
profit. Address: THE DOW CHEMICAL 
company, Midland, Michigan—Plastics 
Sales Department PL 1739X. 


STYROFOAM 


For further information, contact your nearest distributor: CALIFORNIA, Colma: Western Foam Products, Inc. * CALIFORNIA, Los Angeles 13: Pacific 
Foam Products Company * FLORIDA, Tampa: The Soule Company * GEORGIA, Atlanta 8: Badham Sales Company °* ILLINOIS, Chicago 11: The 
Putnam Organization, Inc. * KANSAS, Kansas City: Styro Products, Inc. * MASSACHUSETTS, Ipswich: Atlantic Foam Products Company * MICHIGAN, 
Detroit: Par-Foam, Incorporated * MICHIGAN, Midland: Floral Foam Products * MINNESOTA, Minneapolis 8: Edward Sales Corporation * MONTANA, 
Billings: Madden Construction Supply Company * NEW YORK, Rochester 20: William Summerhays Sons Corp. * NEW YORK, Long Island City 1: 
Styro Sales Company, Inc. * OHIO, Cincinnati: The Seward Sales Corporation * OHIO, Cleveland 13: Structural Foams, Inc. * PENNSYLVANIA, 
Plymouth Meeting: G & W H Corson, Incorporated * TEXAS, Houston: The Emerson Company * UTAH, Salt Lake City 10: Utah Lumber 
Company * WASHINGTON, Seattle 9: Wiley-Bayley Inc. * WISCONSIN, Milwaukee: S & S Sales Corporation * CANADA, Kitchener, Ontario: 
Durofoam Insulation, Ltd. Or write THE DOW CHEMICAL COMPANY, Midland, Michigan—Plastics Sales Department PL 1739X. 


SEE\OUR 
CATALOG IN 
SWEET'S 
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NAHB CONVENTION: 








Builders ask more US money for mortgages 


“What should we do? Sit here and die? 
Most people don’t understand how bad off 
we are.’—former (1955) NAHB President 
Earl Smith. 

How new housing is faring is a much de- 
bated point, but the leaders of the 40,398- 
member NAHB figured their plight was bad 
enough to warrant a massive dose of govern- 
ment mortgage money—as an “emergency 
measure.” 

At its 13th annual convention in Chicago, 
NAHB adopted a program aimed at com- 
pensating for the complaint that Executive 
Director John M. Dickerman put this way: 

“The entire industry is being squeezed out 
of the investment and capital market by 
being unable to compete on equal terms for 
that increasingly elusive investment dollar.” 
NAHB’s main proposals: 

1. Give VA the same 6% 
as FHA. 

2. Defer “all except immediately necessary” 
public works. 

3. Start a voluntary credit control program. 
4. Lower FHA down payments as in the 


mortgage ceiling 





Teague bill to provide 98% 
$10,000. 

5. Extend GI loan rights for World War 2 
veterans past their June 30, 1958 expiration. 
6. Have the Treasury buy another $250 
million of Fanny May capital stock—thus 
providing the government secondary mort- 
gage agency with $2.5 billion authority to 
buy FHA and VA loans. Authorize the 
Treasury to buy FNMA’s $2.5 billion of 
debentures, tco. 

7. Give Fanny May still another $2 billion 
of Treasury money to buy—at 98 or better 
under its special assistance program—-FHA 
Sec. 203 and VA Sec. 501 loans in areas 
where discounts are high. 

8. Remove the $15,000 limit on mortgages 
eligible for sale to Fanny May. 


loans up to 


‘Unfair discrimination’ 

“We're not asking for special privilege,” 
said NAHB President Joseph B. Haverstick. 
“We are asking only for an end to the un- 
fair discrimination that has forced the home 


: 


NEW OFFICERS congratulate George S. Goodyear of Charlotte, N.C. (center) on his election as 
NAHB president. Others (1 to r): Martin Bartling Jr., Knoxville, treasurer; Nels Severin, San Diego, 
first vice president; Carl T. Mitnick, Merchantville, N.J., second vice president; John Bauer, Indian- 
apolis, secretary. (For a personality sketch of Goodyear, see p. 134.) 





ECONOMIST NEWCOMB LENDER 


ECONOMIC PANEL heard a strong dissent 
to NAHB’s proposals for aiding homebuilding. 
Warned Executive Vice President Charles Well- 
man of Glendale Federal S&L: “Excess volatility 
in housing starts has come from FHA and VA 
programs ... despite heavy investments over the 
vears by FNMA. Conventional starts have dem 
onstrated great stability. These facts are a power- 
ul argument against traveling the same route to 
get out of our troubles that we traveled to get 
into them.” 








WELLMAN 


BUILDER HUGHES 


Specifically, Wellman decried more FNMA 
aid (“except as a transition’’ measure), longer 
amortization and lower down payments with the 
same inflexible interest rates. The “real obstacle” 
to stabilizing new housing, he said, is “the rigidi- 
ties we have unconsciously built into the system 
of federal aid.” 

Economist Robinson Newcomb predicted that 
the 1957 rehousing market “should be 100,000 
units more” than from 1950 to °55. “For the 
next few years, the big rehousing market should 









buyer and home builder to bear the entire 
brunt of credit control. . . . 1955 was the 
lowest profit year many have ever experi- 
enced.” 

At the same time, Haverstick spoke of 
1957 as a year when builders “will have 
good sales.” He added: “The outlook is 
bright. I believe there is more cause for opti 
mism today than at any time in the past few 
months.” 

For the first two days, convention-going 
builders mostly moaned to one another about 
the bind they were in. They looked forward 
to Wednesday in hope that promises of aid 


and comfort would be forthcoming from 
government housing leaders. They found 


only a few crumbs. 


HHFAdministrator Albert M. Cole agreed 
that Congress should make VA interest rates 
flexible—and high enough to compete in 
the money market. Commissioner Norman 
P. Mason hinted broadly that FHA may soon 
give more weight to wives’ incomes in quali- 


continued on page 82 


Photos: H&H staff (except upper right, News-Ad Photograp! 





CONVENTION LEADERS throw an electric 
switch to open the record 778 exhibits by 450 
manufacturers. L to r: retiring President Joseph 
Haverstick, Mrs. America, Convention Chairman 
Leonard Frank. 





ECONOMIST HOADLEY 


be families with money,” he said. Economist 
Walter Hoadley, treasurer of Armstrong Cork 
Co., forecast a “general weakening” of business 
is “on the horizon” a year or two away. Though 
he expects a poorer second half of this year than 
first half, Hoadley said: “You can hardly expect 
the money situation to ease very much soon.” 
Ex-NAHB President R. G. Hughes, who presided, 
remarked on his dilemma: “Industry's got all the 
money [for plant expansion] but if the plants 
weren't built I wouldn’t have customers.” 
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One of several Prudential lobbies made even more attractive with latex paint. 











LATEX PAINTS 
USED IN PRUDENTIAL BUILDING 


The 21-story building of the Pruden- 
tial Insurance Company, Houston, 
Texas, has latex paint on many inte- 
rior surfaces—executive offices, work- 
ing divisions and lobbies. 

This handsome paint is made with 
styrene-butadiene latex to assure an 
elastic coating for uniform surface, 
lasting beauty and resistance to re- 
peated washings. Prudential’s South- 


western Home Office is an example. 
Easy application, fast dry and lack of 
painty odor are among the other fea- 
tures that make latex paint popular 
with architects. There’s a wide range 
of colors to provide the effect you wish 
—easily, economically, positively! 

These are examples of how you benefit 
from our persistent research to provide 
paints with tomorrow’s benefits today. 
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8 ways 
you can use 


LATEX PAINTS 


1 praster .. . Alkali-resistant latex paints 
can be safely applied over freshly dried 
plaster. If overgauging occurs in the plaster, 
latex paints still dry with uniform appear- 
ance and beauty. 






2 DRY WALL CONSTRUCTION . . . Latex 
paints give excellent results. On new con- 
struction, two coats of a latex paint are 
usually required. As on any surface, latex 
paints leave a durable, washable surface. 





3 INTERIOR BLOCK . . . Latex paints have 
excellent sealing properties over cinder 
block, concrete block and other porous sur- 
faces. Usually two coats are required to give 
the desired covering. 





6 GYPSUM BOARD . 
particularly good for this application. They 
do not strike in and photograph through 
plaster patching or over nail holes and seams. 


. Latex paints are 


For additional information, see your paint 
supplier. Dow does not make a latex paint 
but is a leading supplier of latex to progres- 


sive paint manufacturers, 


MARCH 1957 


4 EXTERIOR MASONRY ... . Latex paints 
offer maximum durability under weathering 

. . resist sun, fog, mildew . . . seal out dirt, 
moisture. Alkali resistant. Two coats are 
usual for stucco and masonry. 


5 FipeRBOARD .. . Latex paints provide 
an effective seal coat for long, satisfactory 
service on wallboard. Several coats of a latex 
paint are sometimes used to establish a 
moisture-vapor barrier. 





7 WALLPAPER... Latex paints cover wall- 
paper readily. Seal the porous paper sur- 
face. Hold out dirt, stains and moisture. 
Assure smooth, uniform finish. 


PL1834S. 


YOU CAN DEPEND ON 


For a list of leading latex paint manufacturers, 
write: THE DOW CHEMICAL COMPANY, Mid- 
land, Michigan—Plastics Sales Department 


8 PRIMED WOOD AND METAL TRIM... 
Because latex paints contain water, it is best 
to prime wood and metal with an oil primer 
to prevent contact with bare surfaces. 










NAHB CONVENTION continued from page 749 


fying would-be home buyers’ credit stand- 
ing. (For other news of FHA income re- 
quirements, see p. 130.) But otherwise, his 
advice was chiefly that “changing markets 
be met with new approaches” such as Sec. 
220 and 221 and cooperatives. From Sen. 
John J. Sparkman, chairman of the Senate 
housing subcommittee, came no promise of 
higher VA interest. Instead, he urged a 
boost in direct lending. On long-range mat- 
ters, NAHB took these positions: 


Taxation: expenditures for home repair and 
maintenance above 3% of the owner’s in- 
come should be made tax deductible. 


Credit: the nation’s tax and credit structure 
should be restudied. 


Rental housing: is “retarded by FHA’s basic 
assumption, now firmly embedded in its reg- 
ulations and procedures, that rental housing 
sponsors must be disciplined and unreason- 
ably controlled.” FHA should “re-examine 








BUILDER KATSCHKE 


Small builders put house on a barge 


This snow-covered ranch house, a three-bedroom, one-bath model 
of 1,152 sq. ft., was the NAHB convention’s most unique exhibit. 
It was built by Chicago Builder Kenneth H. Katschke (left) on a 
rented barge moored on the ice-dotted Chicago River. 

The stunt was the idea of NAHB’s small builders’ committee, 
which got a jury of NAHB executives and editors of Household 
Magazine (circ. 2.6 million) to choose the best four of 400 small 
house designs submitted in a contest. A vote of Household’s read- 
ers picked the winning design by Architect Edward J. Welty of 
Jackson, Miss., where the house had sold for $15,000. After ex- 
hibiting it several months on the barge. Katschke plans to tow and 
truck it to a Chicago site, sell it for $20,500. The “House on the 
Barge” drew some 1,400 convention-goers. 


» AIRHOUSE 





‘How-to-do-it’ circus shows house held up by air 


US Rubber Co. thinks this airhouse will be 
useful for winter building—under cover. 

The entire structure, shown here as it was 
demonstrated on the stage of the Hilton Hotel's 
grand ballroom at the NAHB convention “how- 
to-do-it” circus, is a skin of light weight Fiber- 
thin, a vinyl-coated nylon fabric. It is inflated 
by a low-pressure air blower, and held to the 
ground by a 15” to 20” tube filled with sand or 
water. The door is spring loaded to keep interior 
piessure up without keeping the blower on con- 
stantly. The fabric weighs as little as 8 to 12 oz. 
a sq. yd., so a small airhouse can be packed in 
a suitcase and erected in minutes. 


The fabric is translucent. In fair daylight, it 
would not need artificial light inside. The balloon 
will cost about $1 per sq. ft. of ground covered, 
can be made any size. NAHB conventioners saw 
one 20’ x 35’. A dozen air houses are already in 
use—as winter swimming pool shelters, winter 
warehouses, for storing oil gear in Lybia. Frank 
Lloyd Wright has designed a full sized air house, 
to be shown at the Showcase for Better Living 
exposition in the New York Coliseum in May. 

Co-inventor George Callum, a US Rubber sales 
manager, says the air pressure is strong enough 
so he can walk on the top of his air house, 
although “I sink in 4’ or 5’.” 


its entire approach.” 

Public housing: Increasing vacancies con- 

firm that “rising consumer incomes have en- 

tirely eliminated any. need” for it. Congress 

should investigate to see if occupancy “‘is 

confined as intended to low-income families.” 
NAHB directors took these actions: 


@ Raised NAHB dues from $20 to $25 a 
year, effective next January. The increase, 
first since 1952, will bring NAHB $200,000 
a year more income. Last year, the associa- 
tion took in $1,270,000, some 20% above 
estimates. 

@ Twice voted down a move to _ petition 
Congress to force FHA and VA to include 
the cost of mortgage discounts in house 
valuations. 


@ Endorsed a plan to boost home sales to 
newlyweds. Local associations will be asked 
to compile lists of marriage licenses, write 
engaged couples selling the benefits of own- 
ership vs. renting. A committee headed by 
Larry Winn Jr. noted that only 22,000 of 
the 1.5 million newly married couples bought 
new homes last year. In newlyweds, it said, 
lies a “tremendous market potential.” 


SEQUEL: 





How famed Hadley-Cherry 
low-down, conventional 
finance deal is working 


Tight money has made the Hadley-Cherry 
type of low down payment, conventional 
financing even more enticing to builders than 
it was two years ago (H&H, Feb. ’55). 

In four years, Ray K. Cherry and Partner 
John H. Hadley of Los Angeles have sold 
some 2,500 homes on conventional mortgages 
by using a land contract to keep down pay- 
ments below $200. Originally, buyers paid 
an accelerated equity accumulation for the 
first eight months so Hadley-Cherry got all 
their money out of the house except the bulk 
of their profit. The profit came back to them 
over 25 years, at great tax savings compared 
to selling houses outright. But when buyers 
of a $9,250 house switched to their lower 
regular payments ($65 instead of $85), they 
were hit by a big realty tax bill since all 
payments excluded taxes. So H-C has changed 
to level payments (which include taxes) 
from the start. On their minimum $10,750 
house today, buyers pay $190 move-in costs 
and $87.50 a month for 25 years ($15 of 
which covers taxes and fire insurance). For 
their top-price house, $11,250, buyers pay 
only $199 move-in costs and $91 a month. 

So successful has the now celebrated Had- 
ley-Cherry plan proved that it has inspired at 
least a dozen imitators in the Los Angeles 
area. Most of them were originally building 
for the GI market. But, as Cherry notes, 
a $15,000 to $16,000 house offered both GI 
and conventionally for the same down pay- 
ment will draw far more conventional 
buyers. 

Today, Cherry pays 3 to 4% points for a 
20 year, 6% conventional loan on an entire 
tract (including construction financing), holds 
title in his corporation until the buyer pays 
off the H-C equity. Buyers pay 6.6% inter- 
est, which covers the cost of credit checks and 
monthly collections. (H-C_ services 2,500 
loans with a staff of four). 

Cherry can let his contracts run longer 
than his blanket mortgage because buyers are 
quick to pay up and take title to their homes. 

“In one four-year-old tract of 174 houses,” 
says Cherry, “we still have title to only 30.” 
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TWICE-DIPPED in MOLTEN ZINC 


~ NAILS 


@ NO RUST SPOTS, STAINS, OR 
STREAKS! 


@ STRONGER THAN ALUMINUM 
..+- COST ABOUT 1/3 LESS! 


@ HARD STEEL CORE... DRIVE 
BETTER ... HOLD TIGHT! 


More and more home builders and prefab 
manufacturers are finding it pays to use 
Maze's specially designed, weather condi- 
tioned STORMGUARD nails for all exterior 
applications and materials — WOOD SID- 
ING, CEDAR SHAKES, ASBESTOS, INSULAT- 
ING, HARD-BOARD SIDING, etc. Available in 
matching colors. - . . Also nails for all kinds 
of roofing, roof decking, and trim! 


HOMES BUILT WITH 
STORMGUARD 
NAILS ARE EASIER 


Wood Siding 
Cat. No. $-205A 





TO SELL... CUS- DOTY TPT 





Cedar Shake Siding 


TOMERS STAY SAT- 
Cat. No. S$-235 


ISFIED—FEWER UP- 
KEEP OR PAINTING 


Asbestos Siding 








PROBLEMS! 

Cat. No. $-215A 
And the difference in = —_— 
cost between STORM- Insulating Siding 


Cat. No. $-245 
GUARDS and ordi- 


nary nails is so little! Masonite Siding 


Cat. No. $-257S 


TRY ‘EM NOW! <M 
Asphalt Shingle Roofing 
FULL RANGE at No ReIOGA 
OF SIZES = hd 


Insulating Roof Deck 
Cat. No. R-1593 


roof deck to rafters) 


Ready-Packed in 





cartons 


ee 

























ar> 


(Extra long sizes for nailing 


handy 5 Ib. and 50 Ib. bulk 


SEE YOUR DEALER, OR 
WRITE FOR FREE HANDBOOK AND SAMPLES 


NAME 





FIRM 





ADDRESS 





city STATE 





"IT PAYS TO BUY MAZE” 


W.H. MAZE COMPANY 


PERU 12, ILLINOIS 
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BUILDERS QUESTION CHERRY ON PLAN 


When Cherry told an NAHB convention 
panel how his system worked, so many build- 
ers in the audience wanted to ask questions 
they had to form long lines before two mi- 
crophones. As the session ended, questioners 
crowded around the speakers’ table to pepper 
Cherry with more how-to-do-it queries. 


Here is what convention-goers asked about 
the Hadley-Cherry plan, and what Ray 
Cherry told them: 


Q. Is there any buyer resistance because they 
don’t get title for 25 years? 

A. A little, but it’s minute. 

Q. How much of your money do you have to 
tie up? 

A. Normally, $500 per house. On a good ap- 
praisal, you might get to $200 or $300. The first 
year, our loan requires interest payments only. 
But we start our buyers amortizing the minute 
they move in. 

Q. Doesn't your credit have to be pretty good 
to get a lender to make a deal like that? 

A. We guarantee completion of the tract without 
liens. After that, the only security is the houses. 
But they're easy to sell because we require so 
little down. Title does not change hands, so 
there are no closing costs, escrow fees, impounds. 
Our land contract is an unrecorded instrument. 
We get a bulk rate on title insurance. 

Q. Can contract buyers sell their house to some- 
one else? 

A. We have a gimmick: a form of assignment of 
contract. We charge them $10 for it. We keep 
out undesirables by screening. 

Q. If you get a default after, say, ten years, do 
you have to refund the buyer’s equity? 

A. That's a legal question not settled yet. So 
far—four or five years—we've been able to get 
the homes back, but the longer they're in them 
the longer we let them get delinquent before we 
crack down. 

Q. How does a veteran-buyer qualify for realty 
tax exemption? 

A. It took us three years to figure that out. We 
get a quit-claim deed to the house—to be used 
only if he defaults. Then the veteran-buyer can 
record his sale contract to qualify for tax exemp- 
tion on the first $1,000 of assessed valuation. 
Some won't do it. 

Q. What do you do about a buyer who fails to 
maintain his property? 

A. We can get pretty rough. For real eyesores, 
we threaten to cancel the contract. I don’t think 
we could, but it works. 


QUICK QUOTES 


Noteworthy comment by NAHB convention 


participants: 


“If the housing industry doesn’t get a basic 
revamping of its government controls in the 
next year or two it will pass the point of no 
return and find itself in the same inextricable 
plight as the farmers.” —S&L Executive 
Charles Wellman of Glendale (Calif.). 

“Cities cannot continue using millions in 
federal funds to fatten slum landlords and 
still stay solvent. Instances of project 
site selection influenced by slum _ profiteers 
leave no question that enforcement of mini- 
mum housing standards and condemnation of 
unsafe dwellings should precede clearance and 
redevelopment.”—-NAHB Staffer Mort Saber. 

NEWS continued on page 86 
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Matching floors and walls . . . a striking feature 
in paneled rooms . . . add beauty and charm to this 
room finished in solid Appalachian Hardwood panels. 


Appalachian 


0 OVS EN sia use) ODS 


Richest -Warmest- Most 
Finely Grained for 
distinctive solid paneling 
that does sell homes 


“Extras” sell homes. But 
architects and builders now face 
this hard fact: “Extras” have 
become standard in America’s 
new homes. To achieve true 
distinction and real warmth in a 
home . . . use solid paneling in the 
rich, warm patterns found in 
Appalachian Hardwoods. Unique 
geographical factors in the 
mountains between Maryland 
and Georgia have combined 

to produce these striking woods of 
exceptional richness, warmth, 
color and durability. 


Inexpensive enough for moderate 
priced homes, yet distinctive 
enough to add charm to the most 
expensive. Handles easily in 
millworking. Two coats of wax 
preserve lifetime in beautiful 
natural color . . . no cracking, no 
peeling. Available in pre-cut sizes. 
Wide variety available: Hard 
Maple, Red Oak, Chestnut Oak, 
White Oak, Birch, Yellow 
Poplar, White Ash, Butternut 
and Beech. 





Certificate of Origin 


FOAMS AMD OUD GASEFACTE RERS Ow 








Write for FREE 
Color Brochures 
& Specifications. 


Look for this Certificate of 
Origin, available from members 
of AHMI. It is your assurance of 
authentic Appalachian Hardwoods. 





APPALACHIAN HARDWOOD 
MANUFACTURERS, INC. 


414 Walnut Street Cincinnati 2, Ohio 


A trade association proudly representing the Appalachian Hardwood producing 














GT WINDOWS —THe LINE DESIGNED WITH THE BUILDER IN MIND 





Aluminum Horizontal Sliding Window—In- 
tegral Fin-Trim Type . . . Pre-punched for fast, 
simple installation, no exterior trim necessary. 
Just set in rough opening, square, nail through 
integral fin-trim, bring siding to trim stop and 


caulk. Ceco selection also includes Wood Buck 


Aluminum Integral 
Type, designed for wood rebates. 


Fin-Trim Case- 
ments ... In these 
Ceco feature win- 
dows there are no Aluminum Double- 
fins or outside trim to Hung Residential 
attach. They are built Window, Series 
into the frame, as- 50-B ... Sash float 
suring quick instal- ‘ on stainless steel 
lation, low construc- P weatherstripping, 
tion cost, and extra provide weather- 
strength. Also avail- tight fit. Invisible 
able in the Ceco line balances are built- 
are Z-bar Residence in for smooth opera- 
Casements, steel or tion. Jambs sleeve 
aluminum, with sep- together in multiple 
arate inside-outside openings, thus elim- 
steel trim; or inside inating mullions. 
fore Ei fale melalhy Separate exterior 
Fin-and-Trim and 

Z Inside Casings are 

also available. 








SOMETHING NEW— 
SOMETHING OLD... 


Ceco Offers Widest Variety of Modern 
Windows... Old-Fashioned Values and Services 





“The Storehouse of Quality—Quantity—Creative Engineering”’... 
that’s the reputation Ceco has earned among builders. For Ceco 
provides a greater selection of steel and aluminum windows than 


any other manufacturer. However, you can still count on the same 





good old-fashioned craftsmanship and service. Here, truly, is the 
line offering the widest variety and versatility ... windows to fit 
any type of wall construction ...to fit any building budget. 





The versatile Ceco line is complemented by the famous Ceconomy 
Basement Windows. Special features include combination fin and 
masonry guide built into the jamb. 

Ceco Screens and Storm Windows are available for all Ceco installations. 
Ceco also offers Steel Interior Residential and Sliding Closet Doors 
... unequaled in Styling... Utility ... Economy. 








The nr 
AMERICA’S WIDEST LINE OF STEEL AND ALUMINUM WINDOWS AND SCREENS elons. 
p' 
lus | 
CECO STEEL PRODUCTS CORPORATION E 
Offices, warehouses and fabricating plants in principal cities : 
General Offices: 5601 West 26th Street, Chicago 50, Illinois Nhe | 
i ee = ey io , moder 
e | seers | ns | 
_/ j_/ | | | ) i inaudi 
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Window-Walls. Casements Sliding Windows Basement Windows Double-Hung Windows Picture Windows Hopper-Vent Windows Awning Windows 
In-construction products Ceco Engineering makes the big difference... Windows, Screens and Doors / Metal Lath / Metal Roofing Products / Steel Joists / Concrete Reinforcing 
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The EMPEROR 


The magnificent Emperor—shown here in round- and 
elongated-front models—gives you a definite sales 
plus because it is the finest closet on the market and 
its superiority is immediately apparent. 


The low, massive one-piece design is luxuriously 
modern and its non-overflow feature and almost 
inaudible operation are easily demonstrated. 


The Emperor—another outstanding example of Briggs 
craftsmanship—is available in the five famed 


BRIGGS MANUFACTURING 


C 


by BRIGGS BEAUTYWARE 


SUPERIORITY YOU CAN DEMONSTRATE 


Beautyware compatible colors and in white. 


Lead with your ace: Stock or specify the Emperor for 


sales acceptance and customer satisfaction. 


BRIGGS 
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OMPANY DETROIT, MICHIGAN 





Are you selling 
only half 
the buying 





Stanthony sells ’em both! 


Kitchen appliances just 
naturally interest a woman — 
but it takes a Stanthony 
Built-In Barbecue to interest 
the man, too! Men really go for 
the idea of indoor barbecuing 
...of tangy barbecued foods 
done to a turn with perfectly 
controlled heat. And women 
appreciate the quick, easy 
clean-up. No messy charcoal, 

a back splash to keep walls 
clean, a drip pan, and the grill 
that can be washed in the sink. 
Remember, to clinch the 
sale... sell the male 

... with a Stanthony 


Built-In Barbecue. 


BUILT-IN BARBECUES 
Manufactured by Stanthony Corp., 
5341 San Fernando Road West, 

Los Angeles 39, California 


Also makers of 
The Stanthony Ventilating Hood 
the best way to ventilate a kitchen 





News 


continued from page 83 


ad EOPLE: Lee Johnson resigns as executive head 


of National Housing Conference, the public housing lobby 


Lee Farnum Johnson, for 13 years chief 
spokesman and lobbyist for public housing, is 
resigning. 

A heart ailment—-and doctors’ advice to 
slow down—has prompted Johnson to give up 
his post as executive vice president of the 
National Housing Con- 
ference, effective this 
month. 

His departure from 
the Washington scene 
will come as good news 
to foes of subsidized 
low-rent housing. John- 
son has been an extraor- 
dinarily effective advo- 
cate of public housing. 
On a skeletal budget 
($68,000 a year), he 

. has built an organiza- 
JOHNNSON tion which commands 
attention from Congress and the press out 
of all proportion to its 3,000 membership. 

He figures that his—and NHC’s—biggest 
achievement was the Housing Act of 1949, 
which authorized 810,000 public housing 
units in six years at an average rate of 
135,000 a year. Today, the six years are up, 
and only 200,000 of the 810,000 units have 
been programmed. But the policy laid down 
in 1949 continues to provide the arena for 
the annual Congressional fight over public 
housing, continues to capture more space in 
public prints than housing issues involving 
m ‘ny more people and houses, far more 
federal money. 

Johnson, now 51, was born in Littletown, 
Colo., majored in journalism at the University 
of Colorado and then joined the journalism 
faculty there. Later, he became owner and 
publisher of the nearby Delta County Tribune. 
In 1930, he came to Washington as secretary 
to former Sen. Edward D. Costigan (D, 
Colo.). Six years later, he returned to his 
native state to run another weekly, the Engle- 
wood Monitor. 

Public housing beckoned Johnson in 1938. 
He became special assistant to Public Housing 
Boss Nathan Straus, soon moved up to be 
assistant PHA commissioner for project man- 
agement. He joined NHC as executive vice- 
president in 1944, 

Johnson views NHC’s role this way: “There 
is a continuing need for a public interest 
agency not financed from public funds that 
can coordinate various welfare, labor and 
religious groups and formulate a legislative 
program.” In doing so, Johnson’s newspaper 
background has played a big part. Even his 
friendly enemies in the private enterprise 
field concede that NHC’s newsletter, which 
Johnson writes, is lively and readable. Heavy 
set, given to bow ties, Johnson is a forceful 
speaker. “I am fully aware,” he told one 
housing officials’ conference not long ago, 
“that after this talk I will be accused once 
more of being an extremist and a partisan. 
... | want to plead guilty. On public housing, 

. Iam proud to be a partisan. The Ameri- 
can economy is crying for a huge housing 
program [which] should include slum clear- 
ance, redevelopment and urban renewal. At 
least 90% should and can be done through 
private channels.” 

In retirement, Johnson expects to spend 
most of his time in Colorado. He has an 
interest in some land near Denver. 

His probable successor at NHC, at least 
temporarily, is Miss Laurine A. Winlack, 
former personnel officer for PHA who is 
NHC secretary. 


H&H staff 





HOUSING AGENCIES: Walter E. Keyes, 
private planning and housing consultant, has 
been named HHFA regional administrator at 
Atlanta; HHFAdministrator Albert M. Cole 
appointed five new members to the VHMCP 
national committee. They are Ehney A. 
Camp Jr., vice president, Liberty National 
Life Insurance Co., Birmingham, Ala.; Asa 
T. Spaulding, vice president, North Carolina 
Mutual Life Insurance Co., Durham; Patt! 
M. Minter, vice president, National City 
Bank of Cleveland; Richard B. Haskell, pres- 
ident Mechanic Savings Bank, Hartford. 
Conn.; Floyd Cramer, president, Washington 
Heights S&L, New York. Spaulding is a Negro 
leader in insurance and financing. 

William Frederick Hoffman, 46, South 
Orange, N.J., was named director of the 
mortgage insurance division of FHA. He 
was FHA director in Newark, director of 
two Newark banks. 





FLOOD INSURANCE: Frank J. Meistreil, 
commissioner of the Federal Flood Indemnity 
Administration, named his first group of key 
assistants. They are: assistant commissioner, 
Howard L. Volgenau, New York public re- 
lations counsel; information officer, Eugene 
S. Cowen, former press secretary to Rep. 
Frances P. Bolton (R, Ohio); to work with 
insurance companies, James B. Clarke Jr., 
who has 11 years insurance and law experi- 
ence in Washington, D.C. and Richard E. 
Kirkby, former associate of an insurance 
agency in Meriden, Conn. 





MORTGAGE MEN: Kenneth Childs, 56, 
has been named president of Los Angeles’ 
Home Savings & Loan Assn., the nation’s 
largest (assets: $424 
million). He _ replaces 
Howard Ahmanson. 
who moves upstairs to 
chairman of the board 
Ahmanson_ bought 
Home S&L in 1947 
when it had assets of 
$1.3. million. Childs 
came to Home Savings 
in 1948 was executive 
vice president. He had 
been in real _ estate 
brokerage in Beverly 
— Hills since 1925. 

Robert H. Wilson, president of the Percy 
Wilson Mortgage & Finance Corp., Chicago, 
has been elected president of the Chicago 
Building Congress. 


Herbert Dallinger 








Charles E. Joern, La Grange Park, Ill. 
was elected ninth president of the Urban 
Land Institute. Other new ULI officers: 
Builder David D. Bohannon, San Mateo. 
Calif., first vice president; Van Holt Garrett, 
Denver, second vice president; Waverly Tay- 
lor, Washington, D.C., secretary; Realtor H. 
Walter Graves, Philadelphia, treasurer. 





AIA will award gold medals, its highest 
honor, to Fellows Ralph Walker and Louis 
Skidmore, both of New York City. The 
awards will be made at AIA’s centennial ccn- 
vention in Washington, D.C. in May. 

A centennial gold medal (a special award 
created for this occasion only) will go to 
former (1949-51) AIA President Walker. An 
authority on zoning and city planning, he is 
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The VARIJET 


New F & W Pump Gives 
40-70% More Water at Less Cost! 


Whatever your customers’ requirements, 
there’s an F & W Water Pump to meet them 
exactly. All offer outstanding advantages in 
long-life, dependable service, low-cost opera- 
tion, and minimum maintenance. Shown here 
are just 3 of the scores of models in the com- 
plete F & W line. The Varuet (above) de- 
livers 40 to 70% more water, yet reduces motor 
load and power consumption thanks to F & W’s 
exclusive, patentéd ejector. No other pump 
approaches its performance for shallow well 
operation at normal capacities and pressures. 
All F & W pumps are individually tested before 
shipment. So . . . remember... 

F & W Means Flowing Water by 
FLINT & WALLING MANUFACTURING CO., INC. 
365 Oak Street, Kendallville, Indiana 
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F & W 2- Stage F & W Multi-Purpose 

Deep Well Jet Jet Pump ” 
Delivers extra capacity. Change from shallow well 
New, automatic control to deep well at no extra 
valve assures extra-per- cost, by moving jet off 


formance. pump down into well. 

















Send for F&W Catalog 
for your files 





Performance-Proved Since 1866 





MARCH 1957 





the first chancellor of AIA’s College of Fel- 
lows. A member of the firm of Voorhees, 
Walker Smith & Smith, Walker, 67, has been 
the recipient of a score of architectural 
awards, including the 1927 gold medal of the 
Architectural League of New York. 


Skidmore, 59, a founder of Skidmore & 
Owings (now Skidmore, Owings & Merrill), 
will receive AIA’s 1957 gold medal, its top 
annual award. His firm, one of the nation’s 
largest, has won many honors for its modern 
design. 


Realty empire of ‘boy wonder’ 
collapses in San Francisco 


The spectacular rise of San Francisco’s 
realty and building boy wonder has ended 
with this year’s most complicated crash. 

In three heady years, the 34-year old 
Thomas G. (for George) Stone rose from 
$600-a-month real es- S. F. Chronicle 
tate salesman to the 
ownership of two sav- 
ings and loan associa- 
tions, much valuable 
acreage and projects in- 
volving some _ 1,600 
homes in 16 northern 
California communities. 

In that time, Stone 
and his 56 affiliate com- 
panies managed to bor- 
row some $11.5 million 
from the state-chartered 
Wells Fargo Bank, one 
of San Francisco’s oldest and most conserva- 
tive financial institutions. Last spring, Wells 
Fargo took alarm. When it tightened the 
screws on the younger promoter, his empire 
started to fall apart. In mid-January, the 
collapse became a local sensation when the 
San Francisco Chronicle, after a five week in- 
vestigation by Reporter Charles Raudebaugh, 
splashed it across four columns of page one. 

The Stone saga starts in April 1953 when 
Stone, who had begun selling homes to sup- 
port his family while finishing school, became 
a wholesaler of homes in booming San Jose. 

He did so well he rapidly branched out 
into subdividing and building. In Marin 
County, he borrowed $605,000 for a 48%- 
acre development at Novato. 


STONE 


His bootstrapping reached a pinnacle in 
mid-1955 when Stone borrowed $1.2 million 
from Wells Fargo to buy controlling interest 
in Home Mutual S&L in San Francisco. To 
consolidate control of Home Mutual, he bor- 
rowed another $260,000 from the bank on a 
60-acre piece of real estate assessed at $675. 
He put $200,000 of it into the S&L. 


Then Stone’s troubles began. Milton O. 
Shaw, state S&L commissioner, cast a dubious 
eye on Home Mutual’s activities. Admonish- 
ing the association Feb. 1, 1956, he used 
such terms as “illegal loans,” “incompetent 
management” and “false statements.” When 
Shaw found Home Mutual was about to buy 
$1.7 million in mortgages from a Stone-affi- 
liate company, he forbade the purchase. 

Stone’s problems multiplied in September 
when he tried to sell Home Mutual and buy 
Surety S&L in San Jose. 

Howard Ahmanson of Home Savings & 
Loan of Los Angeles, offered Stone $500,000 
more than he had paid for the San Francisco 
association, provided governmental agencies 
approved the sale. But the federal authori- 
ties refused to grant insurance of accounts, 
killing the deal. Meanwhile, in anticipation 
of the sale, Stone had borrowed $1.4 million 
from a group of midwestern investors and 
bought Surety. “This was too much of a 
burden for Tom Stone to handle alone,” 
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EYE-CATCHER! 

Watch how fast 
our customers spot 
that Stanthony 


Ventilating Hood. 
Right at eye-level is 




















the distinctive styling 
that s 







DS customers 
. 
beneath the 


| customers— te twin 
power bl easy- 
ae 
convenient, 
; n switches. 
Stanthony combines 
_beauty, quality and 
convenience — 
everything you need 
to turn prospects 
into buyers! 





VENTILATING HOODS 
Manufactured by Stanthony Corp., 
5341 San Fernando Road West, 

Los Angeles 39, California 














Ail power auto- 
matically cut off 
when housing is 
unlatched. Safe 
for children. 





Two-speed, twin- 
wheel blowers 
pw Dogue la 
quickly, quietly, 
efficiently. Unit 
easily removed 
for servicing. 


Self-contained 
hoods — blower, 
lights, filters 
within hood itself. 
All have center dis- 
charge of 342”x10” 
against back wall. 



























Aluminum foil twin 
filters prevent 
grease accumula- 
tion in blower, 
duct work, easily 
cleansed in house- 
hold detergent. 
Hi-baked enamel 
finish wipes clean. 


No wall switches. 
Light and power 
controls built into 
housing. Trans- 
lucent light lens 
for non-glare 
illumination, 


Choice of three 
distinctive styles, 
several sizes and 
colors. Vent cover 
available, with 

or without 
electric clock. 










Also makers of 

the Stanthony Built-in Barbecue 
for perfectly controlled heat 
without messy charcoal 
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This home has a 
KitchenAid 
dishwasher 

by Hobart 


A built-in KitchenAid automatic dishwasher is 
one way of saying “‘quality’’ in the homes you 
build. For here is the outstanding quality dish- 
washer... the “‘finest made’’ by Hobart—world’s 
largest manufacturer of food, kitchen and dish- 
washing machines. 

It’s one of the things that make the difference 
...Says ““*home”’ instead of just ‘“‘house”’... brings 
immediate and enthusiastic approval from your 
home-buying prospects. 

There is no other dishwasher like KitchenAid 
...and your prospects know it! Only KitchenAid 
has the exclusive Hobart revolving power wash- 
ing action that positively removes even the 
toughest dried-on foods and greases. Only 
KitchenAid has the separate motor and blower 
fan that circulates electrically heated air for 
clean, quick drying. 

The convenience of the scientifically designed 


The World's Largest Manufacturer of Food, Kitchen and Dishwashing Machines 


front-loading, sliding racks has big customer 
appeal. It’s virtually impossible to load these 
racks incorrectly and interfere with efficient 
washing action. 

And for styling, KitchenAid is in a class by 
itself...fits right into any kitchen decorative 
scheme. The beauty of KitchenAid Antique 
Copper, gleaming Stainless Steel or White is 
unequalled. Or a color can be arranged to match 
or blend with cabinets. 

Add the “good buy” sign to your homes— 
KitchenAid. For information, mail the coupon. 
KitchenAid Home Dishwasher Division, The 
Hobart Manufacturing Co., Troy, Ohio. In 
Canada: 175 George Street, Toronto 2. 


KitchenAid Home Dishwasher Div. 
The Hobart Manufacturing Co., Dept. KHH 
Troy, Ohio 


0 Please send me literature. 
0 Please send name of nearest distributor. 
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IN THE HOMES YOU BUILD, INSTALL TODAY’S 


Easiest-to-read 
room thermostat 


IT’S NEW! IT’S RIM-SET! ONLY PENN HAS IT! 


It’s no secret, your prospects want every convenience in their new 
homes .. . and, here’s a brand new convenience to offer them! 


Penn’s new heating-cooling room thermostat has the largest, 
most easily read dial you’ve ever seen. And, the scale remains sta- 
tionary as you “dial the rim’”’ to set the temperature you want. 
Once set, this beautiful, modern thermostat delivers the indoor 
comfort home buyers want in the homes you sell. 


Another innovation is that the same thermostat is used for heating 
alone .. . for cooling only . . . or for combination heating-cooling 
systems. All you do is use the proper sub-base into which the ther- 
mostat is “‘plugged.”’ 


Once you see this new, different, better thermostat, you’ll want 
to use it in all the homes you build and sell! 


Illustration shown 
in actual size. 


Penn automatic controls for heating and 

cooling have been selected by leading 

manufacturers for over 30 years. Inves- 

tigate and you'll select them too! Ask ba) ~~ PENN conrnars 1 
your equipment manufacturer, whole- vn 

saler or write to Penn. 


PEMM CONTROLS, VNC. stern. 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, GAS APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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WASCOLITE SKYDOMES make your houses lighter, brighter... 
easier to sell! Prefabricated acrylic plastic ‘‘windows to the sky”’ give you 
economical, natural light wherever you want it. Send for illustrated 
catalog on ‘‘daylighting plus ventilation”. 


WASCO PRODUCTS, INC. 


Cambridge 38, Mass. « Wasco Chemical (Canada) Ltd., Toronto, Ontario 


NEW WASCOLITE SHOWERWALLS with lift-out panels of 
shatter-resistant Acrylite add beauty and convenience to your bathrooms. 
Write today for literature and samples. Dealer inquiries invited. 
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says Stone. To rescue himself, Stone finally 
sold Home Mutual to Mark Taper, who al- 
ready owned three big S&Ls in the Bay area 
and one in Whittier (Feb., News). Surety is 
still up for sale. 

Wells Fargo, supervising Stone’s retrench- 
ment, insists—and state bank officials agree 
—that the bank will recover almost all its 
money. Stone, a big friendly man who has 
remained smilingly easygoing through his 
troubles, insists his ventures would have 
turned a handsome profit if the bank had not 
taken control. Even so, he points out, “I’ve 
still got 15 tracts left.” And an organization 
of about 25 people. 


lan Woodner acquitted 
on FHA 608 charges 


Builder lan Woodner of Washington, D. C. 
has been acquitted of lying to FHA to get a 
$5 million Sec. 608 mortgage on one unit of 
the Woodner Apartments (May ’56, News). 

Woodner had certified his Rock Creek 
Plaza Inc., had no obligations arising from 
the construction of the 
apartments. The govern- 
ment contended Rock 
Creek in fact owed $1 
million to the Jonathan 
Woodner Co. (of which 
Woodner is also presi- 
dent), which put up the 
building. 

The defense answered 
that when Woodner 
made the statement to 7 
the FHA he believed it es 
true. Subsequently, the WOODNER 
apartments were found 
to have cost $11 million to build instead of 
the $10 million specified in the construction 
contract with another Woodner firm. So a 
$1 million indebtedness was entered on the 
Rock Creek books. The jury returned the 
acquittal after only 242 hours deliberation. 

Woodner’s case was one of 893 indictments 
brought for alleged violation of FHA regu- 
lations since April 1954. Almost all involve 
repair loan gyps, however, not Sec. 608 wind- 
falls. There have been 476 convictions. 





Builder Dick Hudson goes 
to Chile as housing aide 


Builder Richard D. Hudson of Montclair, 
N.J., chairman of NAHB’s research institute, 
flew to Chile to begin two and a half months 
as US housing advisor to the Chilean govern- 
ment. 

His mission, set up by the International 
Cooperation Administration, is part of the 
US’ Point Four program. His aim will be to 
teach Chilean contractors how to boost their 
housing output. The nation is already con- 
fronted with a population surge akin to that 
expected in the US in the next decade. For 
his services, Hudson will get his fare and $11 
a day expenses. 


DIED: E. D. Schumacher, former presi- 
dent of MBA (1927-28), Dec. 11, in Mem- 
phis, Tenn.; George D. Robertson, 76, one of 
Southern California’s foremost subdividers, 
Dec. 26, in Los Angeles; Frank J. Peterson, 
secretary-business manager of the Kansas 
City Building & Construction Trades Coun- 
cil, Jan. 13; Architect Edward H. Denby, 83, 
Jan. 17, in New York City; George E. Long, 
70, past president and retired chairman of 
the board of the Koehring Co., Milwaukee, 
Jan. 21; Washington, D.C. Realtor John H. B. 
Gilliat, 70, Jan. 23; A. E. Long, 75, retired 
FHA director in Omaha, Neb., Feb. 2. 
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INTRODUCING NEW INLAND 700 SERIES 


CONTEMPORARY 


TO SELL FOR 


*9,000° — *16,000 


ECONOMY LINE—MODEL 703 DELUXE LINE—MODEL 710 B-G 


*Less lot, depending on local area costs. 


CONSTRUCTION LOANS ARE Unlimited opportunities for variation. 90 different 
AVAILABLE THROUGH THE aineenicnies a of choices of interior and 
exterior finishing. Front or end to the street. Pre- 

INLAND MORTGAGE CORPORATION, planned colors. Kitchen built-ins. Sliding glass walls 

IF YOU QUALIFY. and Modernfold doors. All at Inland’s usual down- 


rat ; ! 
ASSISTANCE IN ARRANGING PERMANENT FINANCING, to-earth package price! 


® 


Sa | hoaheaea Mores 
BOOKLET gives full de- 4 Y ORPORATION 
tails. Write on your 


letterhead for your : BOX 915, PIQUA, OHIO—PHONE 3880 
copy now. ! BOX 137, HANOVER, PENNA.— PHONE 2-7279 

















Manel tery bady 
wards 


Home buyers’ favorite floor is more 


popular today than ever before 





Over 11% more Oak Flooring is being used 
today per house built than in 1952. This 
percentage has increased consistently in 





recent years. In 1956, consumption aver- 
aged 944 board feet per housing start. 

— There’s no better proof of the continuing 
male popularity of Oak Flooring than this steady 


rise in use. It’s your assurance of immediate 














INCREASE buyer-approval of Oak Floors in homes you 





+ build for the market. 
ST 4 YEARS No other building material has such over- 
whelming public acceptance. No other 
building material can satisfy so easily and 
economically the demand for quality in 























Oak Flooring used per housing start 





today’s new homes in all price ranges. 


ou, know you KIGPI 
lea ay is Fl 


eu National Oak Flooring Manufacturers’ Association 


FLoors 814 Sterick Building, Memphis 3, Tenn. 





Hedrich-Blessing Photo 
Winston Elting, A.I.A., Architect 








JOHN WOOD 


uid heat 


AUTOMATIC HEATING EQUIPMENT 





A Complete Line of Americas Finest 


Automatic Heating Equipment... Oil and 
Gas Fired in Sizes for Every Heating Need 





WRITE TODAY for com- 
plete details on John 
Wood Fluid Heat Auto- 
matic Home Heating and 
Water Heating Equip- 
ment and find out how 
you can get a Home Plan 
and Specification Pres- 
entation Case. 




















JOHN Woon Automatic 
Gas and Electric Water Heators 


Glasslined and Galvanized, Upright and Tabletop 
Models in Sizes for Every Hot Water Need. Give 
lowest cost per gallon. 























ee 


> 


Rea 

















LR ae na Sl te gn eat 





































merican 


Exciting new color-styled kitchens offer 


the luxury look at a modest price! 


Here they are! ‘‘Woodhues”’ . . . the most spectacular home-selling salesmen 
since the introduction of American Kitchens’ famous ‘‘Pioneer’’ Kitchen. 
And now ‘‘Woodhues” are available to builders at a price surprisingly 
modest for a product so fine! 

The answer to today’s growing demand for modern kitchens in natural 
‘“‘Woodhues”’ is a beautiful blend of new Bermuda Beige 
lifetime finish on steel with harmonizing Honeywood or Cinnamonwood 
doors, full 4” thick on both base and wall cabinets! Choice of countertops 
in nine new Formica colors. There’s never a mix-or-match problem with 


tones of wood, 


these wonderful new ‘“ Woodhues.”’ 

As with both the ‘Pioneer’? and Classic White, American Kitchens’ 
new ‘“Woodhues”’ are especially easy to install, and, what’s more, add 
remarkably little to your costs. 

Check these sensational new American Kitchens’ features! Exclusive 
sliding adjustable drawer shelves in a// base cabinets! Exclusive new con- 
vertible chrome faucets! Versatile new drop-in sink cabinets in most-wanted 
30” and 36” widths! 

Discover the tremendous sales advantages that new ‘‘Woodhues’’—and 
other American Kitchens’ products can give you now. Remember, you'll 
sell more homes, and you'll sell them faster with ‘‘Woodhues!’’ For com- 
plete details, mail the coupon today ! 





NEW “"WOODHUES" IN CINNAMONWOOD-—Pictured is the dramatic blend of rich 
Cinnamonwood cabinet doors and attractive Bermuda Beige steel, accented by Flame 
Linen Formica countertops. ‘‘Woodhues’’ add distinctive new color-styling to the clever, 
efficient unit arrangement and modern.convenience that is unmistakably American Kitchens. 







1tchens proudly present . .fhe 


inbulouws new combinations 
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NEW "Wor 
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Beige steel 
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dlusive Ro 





REMEMBER ... you can 
also plan your new homes 
with American Kitchens’ 
great house-selling 
“Pioneer” and Classic 
White Kitchens 





loll-o-matic 
titthen Cabi 
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fermuda Beige and Honeywood or Cinnamonwood 

















NEW '"WOODHUES” IN HONEYWOOD—The charm and warmth electric or gas AK Drop-In Range and brushed chrome Stack-On 
of Honeywood cabinet doors with the lasting beauty of Bermuda Oven (also in burnished coppertone), smart Aqua Formica 
Beige steel frame. Trend-setting kitchen shown above has contour- countertops. Exclusive adjustable sliding drawer shelves in all 
styled cabinet sink, AK Roto-Tray Dishwasher-Dryer with ex- base cabinets. Roomy cabinets provide homemakers with a place 
dlusive Roto-Tray Action (also available in flat front model), for everything—and everything in its place. 


American Kitchens, Dept. HH-357 
Connersville, Indiana 


CD Id like to have "no obligation” quotation on my next 
kitchen. 
[_] Please send me your new Architects’ and Builders’ File. 


Name 


DIVISION (Avo) CONNERSVILLE, INDIANA nae 


City State 


loll-o-matic Dishwasher-Dryers ° Roto-Tray Dishwasher-Dryers 
\ithen Cabinets * Food Waste Disposers ¢* Built-in Ranges, Ovens 


Distributed in Canada by Moffats, Ltd., AVCO Mfg. Corp. 




















FORM No. AK-34-MT 





Only Amenioon® Kilehens. offers 


all these house-selling 
HXACLUSIVES: 


FIRST with “WOODHUES"— Once again American Kitchens leads the way with the sen- 
sational new ‘‘Woodhues!” Striking combination of Bermuda Beige steel, with harmonizing 


Honeywood or Cinnamonwood cabinet doors. 


FIRST with “PIONEER"— American Kitchens set the trend to modern kitchens with the 
famous ‘‘Pioneer.”’ Its rich natural birch and coppertones add new warmth and charm to any home. 


FIRST with ROTO-TRAY DISHWASHER-DRYERS — Out in front with this 
efficient automatic undercounter dishwasher-dryer, featuring amazing Roto-Tray action that washes 
dishes three times cleaner than by hand! Made available in Bermuda Beige, antique copper, brushed 


chrome and white. 


FIRST with VERSATILE RANGE AND OVEN BASE CABINETS — Designed 
to accommodate all popular brands of ranges and ovens. 


FIRST with SLIDING ADJUSTABLE DRAWER SHELVES — In all base cabinets 
. easily positioned at any level to suit the homemaker. 


FIRST with NO COLOR-MATCHING PROBLEMS -— No mix-or-match troubles with 
American Kitchens’ products! New “Woodhues,” famous ‘‘Pioneer,” or Classic White kitchens 
blend perfectly with any personalized color scheme! 







backed by 
powerful national advertising 


American Kitchens paves the road to easier home selling with an 
impressive series of full-color advertisements in such widely read magazines 
as Life, Saturday Evening Post, Better Homes & Gardens, 

American Home, New Homes Guide, and Home Modernizing! 


American 


DIVISION (qo) ) CONNERSVILLE, INDIANA 
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Distributed in Canada by Moffats, Ltd., AVCO Mfg. Corp. 


UTHO IN U.S. A. 























In this extremely livable house, strong horizontals produce 
an interesting pattern effect and simultaneously create the long, 
low look on a difficult site. Cantilever construction keeps the 
lawn area free by eliminating the need for supporting posts. 
An interesting feature is the porch deck, laid flush with the 
interior floor and supported by square cut timbers 

jutting beyond the structural members. 


For high salability and ease of construction, build with wood — 
always economical, ever-modern. And for dependability, 

use the West Coast species, Douglas fir, West Coast hemlock, 
Western red cedar, Sitka spruce. 


THERE ARE Nice ccccnpoesecnomanes 
ALWAYS NEW versatility of lumber in modern house construction. 
USES FOR 
WEST 
COAST 
LUMBER, 
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WEST COAST LUMBER 


Douglas fir, West Coast hemlock 
Western red cedar, Sitka spruce 


, 4 WEST COAST LUMBERMEN'’'S ASSOCIATION 
1410 S$. W. Morrison Street, Portland 5, Oregon 


MARCH 1857 









































































































THE FIRST 





STANDARD REFERENCE 
FOR CORRECT VENTING! 


The new Metalbestos “Safety System” Gas Vent 
Tables set the standard for efficient gas venting 
...by telling you the practical, correct answers to 


your gas vent questions. 


> Will the gas vent operate correctly? 
> What's the simplest way to install a gas vent? 
> How much vent pipe do I need for the job? 


>» What's the most economical way to install a vent? 


The Metalbestos “Safety System” Gas Vent Tables 
give quick, accurate answers to venting questiors 
such as these. That’s why the new Metalbestos Gas 
Vent Tables are a necessary tool for gas dealers, 


builders, installers, inspectors, and utility men. 


Send today for your free copy of the new Metalbestos 
“Safety System” Gas Vent Tables. Write Dept. D-3. 


, |METALBESTOS wan 


Stocked by principal jobbers in major cities. Factory warehouses in Akron, 
Atlanta, Dallas, Newark, Des Moines, Chicago, New Orleans, Los Angeles 


Letters 


MORE ON MONEY 


I agree with most of the Round Table 
report on how to get more money for 
houses, but I think it overlooked a num- 
ber of formulae that might help broaden 
the mortgage market. 

Why not establish a federally-aided sec- 
ond mortgage market? Conventional loans 
could still be made and guaranteed at 
market interest; then the federal govern- 
ment itself would buy loans at a low rate 
and so bring the over-all interest down to 
a figure reasonable enough to make hous- 
ing available to middle-income groups. 

The second mortgage should provide 
for accelerated amortization for a few 
years, during which the first mortgage 
would have no amortization. After that 
amortization of the first mortgage could 
be speeded, or the property could be re- 
financed. 

Under such a formula a house pur- 
chased at $10,000 might get a $6,000 first 
mortgage at 5% and a $3,000 second 
mortgage at 3%. This would be equiva- 
lent to a first mortgage of a little over 
4AM. 

The formula would accomplish three 
things: 

1. It would release the federal govern- 
ment from that section of the mortgage 
field which should continue to be a strictly 
private operation. The federal role would 
be limited to the area in which private 
investment fails to operate satisfactorily. 

2. It might reduce the premium to the 
owner, since the insurance guaranty is 
considerably less. 

3. It would hold down federal risk to 
a marketable ratio. 

There are a number of ways in which 
the formula could be tackled. One might 
be to set up a government mortgage bank 
with the same discount facilities as are 
available to national banks. Another would 
be to finance the bank’s operations through 
short-term borrowings repayable through 
speeded amortization. 

I know that conventional objections 
would be raised to the plan, and it will 
be said that the second mortgage is an 
unsound mechanism. This tune was writ- 
ten in the New Deal days. It has been 
overplayed and is out of date. 

The second mortgage was an unsound 
financing mechanism only because it in- 
volved the payment of large bonuses, not 
because it was a second lien; moreover, 
lawyers have devised a scheme under 
which there would be only a single mort- 
gage in which the government could take 
a junior participation, with a separate in- 
terest rate and amortization payment. VA 
could be called a second mortgage scheme 
covering 100% of purchase price, and 
the federal government has altered its po- 
sition on second mortgage financing 
through this formula. Second and _ third 
mortgage financing with government aid 
has long been in vogue in Sweden and 
other Scandinavian countries and _ has 
worked well. 

CHARLES ABRAMS, chairman 


| 
State Commission against Discrimination 
| New York City 


Recommendation No. 3 is a difficult 
one for the insured to agree with. The 
essence of insurance is the protection pro- 

| vided by the insurer, and cutting the in- 
| surance premium would cut the protec- 
continued on page %4 
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@ immediate delivery in three sizes——™@ Black, with choice of black, 
gray or white fronts—no finishing is required; brass or spun 
chrome pulls——@ Smooth-action steel slides available for easy in- 
stallation—_M™ One-piece seamless construction, rounded corners 
—lWM™ Warpless, climate-proof——M™ Pre-grooved for partitions — 
@ Resistant to grease, chemicals——™ Molded of Bakelite brand 
Phenolic Plastic, Knoll-Drake drawers have limitless application: 
for chests, desks, cabinets and room dividers; in bedroom, living 


room, bathroom and closet 
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ALUMINUM 


Nails 


THEIR USE DENOTES QUALITY CONSTRUCTION 
When you use economical Nichols 
"Never-Stain" Aluminum Nails that 
give lifelong RUSTPROOF protection 
against stains and streaks on the ex- 
teriors of the homes you build, you 
are insuring your prestige for the fu- 
ture in your community. 


, No other build- 
ing product that 
costs so little 
does so much for 
you. If you have 
not used ''Never- 
Stain’ Aluminum 
> Nails, a trial will 


< Se 
- ” Guaranteed by * ° 1 
Good Housekeeping convince you. 


*or > 
45 avennystd WE 
















@ RUSTPROOF — protect the beauty 

of the homes you build for years to 

come. 

@ EASY TO DRIVE — made of strong 

aluminum alloy with etched finish for 

great holding power. 

@ SAVE— expensive premature re- 
painting. 

@ SAVE — countersinking and puttying 
cost. 

@ AVAILABLE in “packaged for the 

job" dustproof containers and in 50 

Ib. cartons in a complete range of 

types and sizes. 
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and... 


ALUMINUM Building Corners 


@ RUSTPROOF — will not stain or 
streak house siding. 

@ MODERN — ''straightline'' de- 
sign eliminates ‘'gingerbread’’ 
effect of other corners. Practi- 
cally inconspicuous when in- 
stalled. 

@ COMPLETE range of sizes. 

@ PACKED in sturdy dust, dam- 
age-proof boxes containing 100 
corners, 
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tion. On the other hand, it certainly has 
been more than ample to date. 

The cost of administering FHA insur- 
ance properly is prohibitive—because of 
the necessity for making refunds to bor- 
rowers, many of whom no longer own 
the house, few of whom expect it, and 
most of whom are disappointed that it is 
not more once they receive it. 

Recommendation No. 4. It is going to 
take a long while to overcome the bad 
experience of mortgage bonds and cer- 
tificates—so many of which became worth- 
less in the 30’s. It would be better if 
FNMA disappeared from the picture, be- 
cause there is always the fear that it will 
be used as an instrument to sustain fic- 
titious interest rates or as a dumping place 
for mortgages the market will not accept. 
This is not the type of mortgage which 
should be certificated. 

Recommendation No. 5. State foreclo- 
sure laws certainly should be overhauled 
from start to finish. Some are entirely too 
drastic and some are entirely too expen- 
sive. As a matter of fact, if the average 
lending institution studied the state laws 
carefully there are many states in which 
they would never consider placing a mort- 
gage during a period of tight money. For- 
tunately for borrowers most lenders do 
not know just what they are up against 
in all areas. 

JOHN G. JEWETT, vice president 

The Prudential Insurance Co. of America 

Newark 


The Home Building industry cannot 
stand today’s discount requirements. FHA 
in its highest computations figures 10% 
profit and 6% overhead and sales ex- 
pense. On a $10,000 house, we would like 
very much to get a 10% profit. From this 
profit, however, we must take a discount 
of 5%. There is no other industry in 
which the builder’s equivalent is con- 
fronted with the payment of half of his 
expected profit just to get financing. 

Round Table recommendation No. 5 on 
state mortgage laws was illuminating. Not 
many of us realized there was such a wide 
variation from state to state. I am check- 
ing into the laws here in Tennessee to see 
if anything can be done to change them 
during the meeting of the legislature this 
coming year. 

W. D. JEMISON Jr., executive vice president 

W. D. Jemison & Sons, Inc. 

Memphis 


I hope you will continue providing the 
high quality intellectual leadership to the 
housing and mortgage lending business 
that you have given in the past. Your 
Round Table recommendations represent 
financial statesmanship at its best and I 
sincerely hope receive the serious consid- 
eration of everyone interested in the na- 
tion’s economy. 

HOWARD EDGERTON, past president 
US Savings & Loan League 


I believe I agree with all six recom- 
mendations. In addition, I believe two 
other steps are needed. 

One is to permit an alternate type of 
FHA loan on new housing whose interest 
rate would be subject to change every 
five years in accordance with the change 
in the market price for money (see News). 

continued on page 96 


What sizes of 


ONAN Portable 
Electric Plant 


are best for your jobs? 


10 KW ONAN 
provides power for 
5 H. P. saw or 
several crews 


— 


Powered by two-cylinder, air-cooled gasoline en- 
gine. Available housed and with trailer as shown, 
Similar model in 7% KW capacity. 






5 KW ONAN 
for crews on 
3 or 4 homes 














Two-cylinder, air-cooled, gasoline engine. 4 plug-in 
receptacles. With carrying frame, on dolly, or 
with plain base. Also in 3,500 watts A.C. 


2 or 2/2 KW 
ONAN powers “*@ 
electric tools 
for 2 crews 














One-cylinder, gasoline engine. 4 plug-in recepta- 
cles. With carrying frame, dolly-mounted or plain 
base, 2,500-watt unit weighs only 139 pounds. 


lor! Kw * 

supplies power 
“) for single 
crew 





Compact, lightweight. One-cylinder, gasoline en- 
gine. With carrying frame, rubber-tired dolly or 
plain base, Also 500 and 750-watt models. 


Onan portable electric plants combine 4-cycle 
quick-starting and long life with compactness and 
lightweight. Completely Onan-built, with Onan 
short-stroke engines and Onan generators, Other 
models to 75,000 watts. 


Write for portable plant folder or see your Onan distributor 
D.W. ONAN & SONS IN 


3397 Univ. Ave. S. E., Minneapolis 14, Mint 
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This outdoor room sold the house 


It’s a Fiberglas-screened patio— Easy for you to handle too. Fiberglas Screening comes in 


di I] h ein) widths up to 72". Goes up fast, needs less framing. Whatever 
ANE tb CAN SE VOUT BOUSES toO0: you do, don’t pass up what may well be THE sales feature of 


Ask G. E. Hall, who has dotted South Florida’s landscape with !957—Fiberglas-screened patios. Write Owens-Corning Fiber- 
his Hallmark Homes. He’ll tell you, “Screened patios are an glas Corp., Dept. 67-C, 598 Madison Ave., N. Y. 22, N. Y., for 
essential part of building for outdoor living.” This extra room Mes of Fiberglas Screening distributors near you. 

costs little, but whips up a million dollars worth of sales excite- 

ment. Makes your homes bigger, better, worth more! OWENS CORNING 


Says Mr. Hall,“‘I use Fiberglas* Screening exclusively. It handles Fy BE RG | Wie Ye) 
easiest, appears best, weathers well and offers a wide color 
choice.” It’s actually the strongest screening ever made—dent- 
proof, can’t bulge, shrink or stretch. 
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*T. M. (Reg. U.S. Pat. Off.) O-C.F. Corp. 
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FOR THE QUALITY HOUSE 





SAVE MAN HOURS ON INSTALLATION 
CUSTOM TAILOR TO ANY ROOM DIMENSION 


Women recognize the fine quality of a GENEVA 
“Whisper quiet” kitchen . . . that’s why your houses 
will sell faster, at a higher profit when you feature 
GENEVA. And more ... GENEVA offers the most 
extensive line of standard cabinet sizes, permitting 
custom tailoring a GENEVA kitchen to any room 
dimensions . .. with important savings in man hours 





Six Colors or White Special Purpose Cabinets 











on installation. 

Learn how you can offer GENEVA .. . the finest 
quality steel kitchen at a price to fit your budget. In 
white or a choice of six attractive colors. 


CABINETS OF STEEL FOR LASTING APPEAL 





GENEVA MODERN KITCHENS 
Division of Acme Steel Company 
DEPT. HH 3-57, GENEVA, ILLINOIS 


Please send complete details on Geneva kitchen line 














Name 
Most Extensive Line Addrocs = ERE Hit 
of Standard Cabinets Lee eee Re TcrN on 

City as eee 
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The other suggestion is that Fanny Mae 
be immediately converted into an effective 
central mortgage bank for home loans. 
Among its functions would be the pro- 
gram envisioned by recommendation No. 
4 of the Round Table. 

RODNEY M. LOCKWOOD, president 

Rodney Lockwood, Community Builde) 
Detroit 


FASCO VENTILATOR 


Thank you for mentioning the new 
Fasco 650 Bathroom Ventilator in your 
January issue. 

The illustration, however, is shown up- 
side down. 


WILLIAM W. WELTMAN 
Marwel Advertising, Inc. 
New York City 





Fasco, right side up 


CRUDE SEWAGE LAGOONS 


I was very interested in your November 
article on crude sewage lagoons. 


I have had the opportunity to study 
the operation of crude sewage lagoons in 
Texas and have designed one for Mojave, 
Calif. 

My investigations agree with your ob- 
servations. A high quality effluent can be 
obtained when a lagoon is properly de- 
signed. The loading rates can also be in- 
creased if the basins are increased in 
depth and the design takes advantage of 
local conditions. 

Failures may occur when these condi- 
tions exist: the basins are too shallow, 
the flow is short circuited, the basins are 
overloaded, the embankments are eroded, 
there are freezing conditions, the algal 
organisms are poisoned by copper sulfate 
or other toxic compounds and high sum- 
mer temperatures pasteurize algae. 

Where suitable land is available, these 
lagoons can be integrated in a park sys- 
tem and act as a decorative lake as well 
as a water source for golf course or other 
irrigation. 

RALPH STONE 
Ralph Stone & Co., Engineers 
Beverly Hills, Calif. 


WINDOW ROUND TABLE 


I read with great interest the Round 
Table on modular windows. As_ builders 
we grappled with this subject for some 
time. I say “grappled” because rather than 
wait for the interminable processes of the 
industry we started to manufacture our 
own. (House & Home, July 1956.) 

Dealing in components (and having 
been a great believer in the system for a 
number of years) I felt that a modular 
window was an absolute necessity. But 
why stop there? We have been manuf:c- 
turing a window that is also a wall thereby 
combining two components into one. 

P. WILLIAM NATHAN, president 
Fabricators, Inc. 
S. Norwalk, Conn. 
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»ME 


turn instant “eye appeal” into sales appeal! 











M-898 
$27.95* 


| Name Plate st ey 
| M-907—$4.95*  - ' 





Post M-901 mae 
$14.95* 3 


M-865 Brass 
$5.95 


*Retail prices effective February 15, 1957 
Prices slightly higher Denver and West. 





THOMAS INDUSTRIES INC. 


Originators of Inspiration-Lighting 


Executive Offices: 410 S. Third St., Louisville 2, Ky. 


Factories at Fort Atkinson, and Sheboygan, Wis.; Hopkinsville, 
and Princeton, Ky.; Los Angeles 22, Cal. and Fort Smith, Ark. 
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pisrinctive NEW 
OUTDOOR FIXTURES BY 
MOE LIGHT... 


dy|ra. that softens “tight money” prospects 











With tight credit here, buyers demand plenty of “‘more-for-their-money” 
features before they buy. One of the easiest ways to give your homes 
INSTANT added appeal, both night and day, is with Moe Light’s new 
outdoor fixtures. Prospects see °em the minute they pull up to the house. 
Their distinctive styling goes to work softening buyer resistance immedi- 
ately. They help overcome the “bare landscape” look . . . and nothing 
glamorizes exteriors at night as well as these wonderful NEW Moe Light 
outdoor fixtures. It gives you a real selling point—one that can easily 
swing the sale your way! 


WIDE SELECTION KEEPS 'MONOTONY” OUT OF PROJECTS 

Moe Light’s new outdoor fixture line features dozens of new styles... modern, 
traditional or transitional. Using different arrangements for different homes 
helps prevent the monotonous “look-alike” project. 


READY NOW! 

Big, FREE, Full-Color Folder showing Moe Light’s 
Terrific New Outdoor Lighting Fixtures. And, you'll 
want Moe Light's free complete line catalog, too! 


See your Moe Light Distributor or send this coupon today! 


CHESS E EEE EEE HEHEHE SETHE EEE EHEEEEHEHEHEEHEHEEH EEE 


THOMAS INDUSTRIES INC., DEPT. HH-3 
410 S. Third Street, Louisville 2, Ky. 


0 Rush me free folder and prices on Moe Light's new outdoor fixture line! 
O Send me Moe Light's free complete line catalog. 


NAME 
COMPANY. 
ADDRESS. 
CITY ZONE___STATE 


COSHH SETHE HSH HTHEHHT HHT HTSTSTTHETHTSEHSEHTHEHTHE HEHEHE ETHER HEHEHE 
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Luxurious Foyers feature Nairon Cus- 
tom Plastic Tile distinctively fash- 
ioned with special brass inserts. This 
is just one of the many ways “‘Nairon”’ 
Plastics can be styled for extra cus- 
tomer appeal. 


OVER 50,000 SQUARE YARDS of Gold Seal flooring will be 
installed in 1000 of these $18,000-$23,000 homes at the 
Lawrence Brook development, East Brunswick, N. J. 


TYPICAL KITCHEN at Lawrence Brook 
development featuring Gold Seal 
Starway* Inlaid Linoleum. Beautiful 
“Starway” has three “star” colors in 
a neutral background—an easy com- 
bination as a base for decorating. 





BEDROOM FLOORING is Gold Seal Sequin® 
Inlaid Linoleum. ‘“‘Sequin’’ is an all- 
over, terrazzo-like pattern that is pop- 
ular for both modern and traditional 
rooms. 


HOUSE & HOME 


Succe 
Builds 
Helps 


“Hom 
name- 
shown 
That’s 
Lawre 
the ki 
colors 
factior 


“An 
Linole 
Yard | 
for us. 


FOR HOMI 
BUSINESS~ 
INSTITUTIO 


BY THE YARL 


PRINTED FLO 


RUGS AND BF 


SATISFACTI 


©1957 co 


MARCH 1 





Gold Seal flooring exclusively 
1000-Home Development” 





a special report by Milton Zerman, President, 
Lawrence Brook Village, Inc., East Brunswick, N. J. 


Successful and Prominent New Jersey 
Builder Tells How Name-Brand Flooring 
Helps Simplify His Selling Job 


“Home-selling is easiest,” says Milton Zerman, “when you use nationally-known 
name-brand products to attract customers. And our building experience has 
shown us that the Gold Seal name in flooring means quality to our customers. 
That’s why we use Gold Seal and nothing but Gold Seal in our 1000-home 
Lawrence Brook development at East Brunswick, New Jersey. These floors have 
the kind of beauty that turns prospects into buyers—a choice of patterns and 
colors that suits everyone... and of course, the Gold Seal warranty of ‘Satis- 
faction Guaranteed or Your Money Back’ reassures the prospective buyer. 








“Among the Gold Seal floors used in our model homes are Gold Seal Inlaid 
Linoleum, Gold Seal Nairon® Custom Plastic Tile, Gold Seal Nairon Standard 
Yard Goods and Gold Seal Vinylbest* Tile. All are doing a terrific selling job 
for us. You can quote me as one builder who’s 100% sold on Gold Seal.” 





Gold Seal Inlaid Linoleum—Lawrence Brook offers cus- 
tomers three different patterns of Gold Seal Inlaid 
Linoleum .. . bold, colorful ‘“‘Starway,” especially suited 
to contemporary styling . .. modern, textured ‘‘Sequin,”’ 
the design that creates the effect of seamless flooring .. . 
and Design X*, a non-directional blend of unusually 
clear colors that fits handsomely into nearly any decora- 
tive plan. As with all Gold Seal Inlaid Linoleum, these 
patterns have a long-wearing, satin-smooth surface that 
seals out dirt and grime. And they save installation time 
and expense, exclusive SuperFlex® backing eliminates 
the need for extra lining felt. 


Gold Seal Nairon Custom Plastic Tile—The ultimate in 
luxury flooring, this full-thick, vinyl plastic tile gives 
customers sharp, clear colors... superior gloss and 
smoothness . . . long-wearing, easy-cleaning beauty. Used 
in 4%” gauge at Lawrence Brook, Nairon Custom Plastic 
Tile keeps its beauty despite constant in-and-out traffic. 


FOR HOME— 
BUSINESS— 
INSTITUTIONS 


BY THE YARD AND TILES—tInlaid Linoleum + Nairon® Plastics 
Vinylbest* Tile « Cork Tile 
Rubber Tile + Asphalt Tile 


PRINTED FLOOR AND WALL COVERINGS— 
Congoleum® and Congowall® 


RUGS AND BROADLOOM—LoomWeve® *Trademark 


SATISFACTION GUARANTEED OR YOUR MONEY BACK 


©1957 CONGOLEUM-NAIRN INC., KEARNY, N. J. 
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Gold Seal Nairon Standard By The Yard—This felt- 
backed vinyl plastic is also being used in some areas of 
Lawrence Brook. It is easy to keep clean because of its 
smooth vinyl plastic surface. Household acids and sol- 
vents won’t harm it. 


Gold Seal ‘‘Vinylbest’”’ Tile—You can install Gold Seal 
“Vinylbest” Tile anywhere—over suspended wood floors 
or over smooth concrete floors that are on, above or 
below grade (even over radiant heating). Now in the 
brand new “Brushwood” pattern, ‘“‘Vinylbest”’ is the 
last word in up-to-the-minute styling. Prospects especially 
like its long wear with easy care, outstanding resistance 
to acids, alkalies, soaps and grease. 


All these floors fully meet FHA Title I requirements. 
Whether you build one home or 1000, Gold Seal floors 
mean easier selling, faster return on your investment. 
See your Gold Seal Dealer now. He’s listed in the 
*“‘vellow pages” under ‘‘Floors” or ‘“‘Linoleum.”’ 
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the fastest 
growing name in 
plumbing fixtures 


... THE COLORS- choice of seven 
sparkling pastels or famous 
Richmond “Whiter-White.” 


... THE STYLING-— designs to fit 
every plumbing need—residential, 
commercial, industrial. 


... THE ENGINEERING— 
quality-controlled manufacturing that 
gives lasting consumer satisfaction. 


\ ... THE BRAND ACCEPTANCE 
\ —building steadily through extensive 
\ national advertising. 


TO BUILD YOUR 
REPUTATION FOR QUALITY 
AND BRING SALES YOUR WAY 





» RICHMOND 


PLUMBING FIXTURES 


DIVISION OF RHEEM 
MANUFACTURING COMPANY 
16 Pearl Street, Metuchen, New Jersey 


WRITE FOR NEW ILLUSTRATED CATALOG 





Richmond Creates the Finest Bathroom and Kitchen Plumbing Fixtures, Heating * Cooling Equipment 


Other Rheem Products: WATER HEATERS * WATER SOFTENERS * WEDGEWOOD GAS RANGES AND CLOTHES DRYERS °* STEEL CONTAINERS 
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Cover. Abe Johns’ colorful Florida house. 
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When you get right down to it, most 


HILLSIDE 
HOUSES 


are either downhill houses or uphill houses. Here is why: 


DOWNHILL HOUSE /y California architect Arthur Gal- 
lion is approached from above. Carport is at roof level, 
actual house is set on a hillside shelf below. Such 
placing of hillside houses does nothing to obstruct 
views for houses on uphill side of road. Concrete 
retaining walls protect the house on uphill side. 
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The best way to build a road into a slope is to run it 
parallel to the contours of the land. It’s easier to buiid, 
easier to drain and easier to travel on. 

So your houses tend to be either below the road or 
above it. These pictures and diagram show this clearly. 

Of course, there are plenty of exceptions to the rule: 
but this story is about the nine hillside houses out of ten 
that are either downhill or uphill houses—about their chief 
differences, their chief problems, their chief assets. 


Here is how downhill houses differ from uphill houses: 


There are two obvious, and major, differences: 

1. Downhill houses are approached from above, uphill 

houses from below (pp. 104-105); and 

2. downhill houses have most of their outdoor space 

on the downhill side, uphill houses have most of it 
on the uphill side (pp. 108-109). 

Some other, related differences: downhill houses can 
use the cheap downstairs space between foundation walls 
(e.g. for children’s bedrooms, playrooms, etc.). Whereas 
most uphill houses end up with almost all the living area 
on the upper level (pp. 110-111). 












What about orientation? 





Best orientation for a hillside tract—all other things 
being equal—is to have the land sloping down to the 
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UPHILL HOUSE by New York Architect Huson Jackson 
for Builder H. G. Balekjian is approached from below, 
has garage, playroom and utilities in lower level, most 
living areas upstairs. Jackson designed similar models 
for downhill sites. Chief difference: downhill houses 
had upstairs garages, bigger downstair play areas. 


south. That way both house types (and their gardens) 
will get much of the sun much of the time. And since 
most views are downhill, both house types can enjoy the 
view as well. 


And what about grading? 


Hillside grades should be “dammed up” with retaining 
walls and turned into “shelves” for comfortable outdoor 
living. Such walls can also protect your lot against ero- 
sion, divert drainage from the house itself. For a good 
example, see the picture opposite. 


Are hillsides worth building on? 


Yes. It’s true that hillside houses cost more to build 
than houses on level ground, but then hillside land is just 
about the only land still available in some of our suburbs. 
And it may be cheaper land because so many builders 
have been scared of hillsides in the past. 

Not many builders are scared of hillsides today: well- 
planned hillside communities can be less monotonous, 
much better oriented toward sun and views than level 
tracts. On the next eight pages are examples of half a 
dozen well-planned and well-placed hillside houses from 
all parts of the US. These houses are proof that there’s 
nothing wrong with a steep slope that a good design 
won't cure. 

How to place hillside garages and carports »—> 











Photos: Chas. R. Pearson 





HILLSIDE 





CARPORT AND ENTRANCE are lo- 
cated on the uphill side of the house 
and protected by deep roof over- 
hangs. Wood decks, cantilevered out 
from main structure where necessary, 
surround the house on three sides, 
permit access from uphill to service 
and living areas alike. Concrete re- 
taining walls cut into steep slopes, 
protect outdoor living areas on lower 
level (see diagrammatic section below). 
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TWO-LEVEL PLAN contains most liv- 
ing areas on upper fioor, has a play- 
room and spacious porch on lower 
level. Elaborate outdoor steps and 
terracing turn the hillside into useful, 
easily accessible outdoor living space 
(see also below). Location: Tacoma, 
Wash. Architect: Robert M. Jones. 


HOUSES (continued) 























UPSTAIRS LIVING ROOM extends out into a large cantilvered 
porch. Result: good outdoor living space even at tree-top level. 


efficiency apartment, 
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DOWNSTAIRS (left) was designed to function also as a separate 


with 
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its own entrance door off terrace. 
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CARPORT AND ENTRANCE i! this Up- 
hill house are located on lowest level. 
Two higher levels contain bedrooms es 
and main living areas. Unusual 
pitched roof with clerestories brings 
light and ventilation into the center 
of the house. Concrete block retaining 
wall protects drive, provides a terrace 
on the uphill side for outdoor living. 
Porch over carport is an outdoor 
extension of living room and study. 





wand this uphill house has 


FOUR LEVEL PLAN fits contours of site, has entry and 
carport on downhill side, utilities, storage and future 
bedroom space on lowest level partly below grade (see 
also section above). Central stair well with landings at 
half levels is key to plan, permits quick access to any 
part of the house. Clerestory windows bring light into in- 
terior bathroom and dining area on middle level. Location: 
Philadelphia, Pa. Architects: Davis, Brody & Wisniewski. 
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UPSTAIRS LIVING ROOM is a half level above dining area (and 
above uphill grades), but has its own porch for outdoor living. 












DINING AREA (left) is on grade with uphill side of house. Its 
fireplace at right rises back-to-back with living room chimney. 















For more on hillside houses »— 








HILLSIDE HOUSES (continued) 





L-SHAPED pbeECcK on downhill side of 
this California house has 600 sq. ft. 
of outdoor living space well-oriented 
toward view and sun. The deck is ac- 
cessible from every room—and much 
easier to maintain than most gardens. 
Moreover, it has privacy from the 
road and privacy from downhill as 
well (because the deck is way above 
the other houses down the slope.) 








SINGLE-LEVEL PLAN is approached from uphill and screened from 
road by blank redwood walls and free-standing garage. Shower 
and bath are accessible from outside, serve bathers coming back 
from the beach. Designed primarily for vacation use, the house is 
one room deep, functions as a_ breezeway. Location: Laguna 


Beach, Calif. Designer: Knowlton Fernald Jr. Interior Decorators: 


Lilian Higman. General Contractor: George M. Holstein & Sons. 
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FROSTED GLASS RAILING reduces glare but lets in light. Over- 
hangs also control sun. Projecting wall (right) assures privacy. 


OUTDOOR LIVING AREA (left) is reached through sliding doors. 
Deck is stained dark further to cut glare. Inside floors are cork. 
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TERRACED GARDEN is (located on 
shelf in back of this uphill house, 
just outside the dining area. Garden 
merges with a wood slat deck (see 
plans) which wraps around house on 
living room side, takes advantage of 
downhill views—as do most rooms. 
Access to house is through carport 
on downhill side (see section) 


— 








...and this uphill house has its garden in the rear 


TWO-LEVEL PLAN shows typical lay- 
out for good uphill house: carport, 
entry and utility room below, living 
areas above. Upper floor is supported 
on lally columns all along downhill 
side of structure. Location: Sausalito, 
Calif. Architect: Robert B. Marquis. 

















UPSTAIRS LIVING ROOM faces downhill view of Sausalito harbor. 
Note that window sill line was carried through to deck to form 
parapet. Although house has lots of glass, it also enjoys privacy 
because of its uphill location. Butterfly roof (2” T&G planks 
on 4 x 10 beams) opens house to both hillside garden and bay. 
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UPSTAIRS DECK is an extension of the main living area. Hillside 
garden (shown also at top of page) is in rear of house, screened 
against road and neighbors. Main views are toward north, but 
high clerestories on south side let sun into most rooms. Master 
bedroom (at the far end of house) has its own private deck 


To see the economy of the downhill house »— 
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HILLSIDE HOUSES (continued) 
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UPSTAIRS LIVING AREA includes a cantilevered, 150 sq. ft. balcony. Structure at left is two-car garage, linked to house by covered walk. 


This downhill house doubles its living area 
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DOWNHILL SECTION demonstrates economies of house- 
type, shows how both levels can be given access to out- 
doors. Clerestory lets afternoon sun into center of house. 














TWO-LEVEL PLAN is compact, utilizes cheap cubage be- 
tween foundation walls to double living area. Such use of 
lower level makes downhill houses inexpensive to build: this 
one (a custom house) cost only $22,000 for about 3,000 sq. 
ft. of usable area, plus garage. It is located in Beverly, 
Mass. The Architect is F. Frederick Bruck. 
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UPSTAIRS LIVING ROOM has wide porch be- 
, yond sliding glass doors. Dining room win- 
um dows (right) face south. Door between them 

“> and kitchen can be used as service entrance. 
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BOOKCASE-STORAGE UNIT in /iving room 
screens entrance, stairs and hall. High cle- 
restories (far left) provide cross-ventilation 
and bilateral lighting with the facing glass wall. 


by making the most of the lower floor 


Photos: Louis Reens 














stair to lower level is core of plan. Trans- DOWNSTAIRS PLAYROOM has its own fireplace, is actually larger than formal living 
lucent glass (left) assures privacy—plus light. room upstairs. With direct access to garden, rooms like this are inexpensive and 
Storage wall (right) separates hall, living room. useful. Also on lower level: two bedrooms, extra bath, laundry, utilities, storage. 


Now take a look at the uphill side ®—> 
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| HILLSIDE HOUSES (continued) 
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| TWO-LEVEL PLAN for a steep slope_has entry, 

guest room and carport on the downhill side, 
most living areas (including outdoor living 
spaces) on the upper level. Chief drawback of 
such uphill schemes: you have to carry your 
packages upstairs. Chief advantages: you get 
nice views all around, good orientation, al- 
most complete isolation from street noises. 



















UPSTAIRS LIVING ROOM 


of house: Mill Valley, 




























































































This uphill house puts most of its rooms 


has 


Calif. 


two views: 


Architects: 


one a 


Photos: Morley Baer 


downhill view 
across a wooden deck overlooking the valley; the other an uphill 
view of a handsome patio on a shelf behind the house. Location 
Camphell & 


Wong. 





UPHILL PATIO, accessible from all rooms, is 
screened by retaining walls and fences. All 
landscaping is by Eckbo, Royston & Williams 





MASTER BEDROOM (below) opens out to 
patio. All rooms enjoy garden-level living on 
one side, tree-top living (with the accom- 
panying views and breeze) on the other. 
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DRIVE-THROUGH CARPORT on lower level is wide enough to take two cars. Low parapet upstairs assures privacy for living areas 


on the second floor where they command a view 





SECTION THROUGH HOUSE shows that struc- 
ture was built out from slope (rather than 
into it) to save garden space on uphill side. 





A 5S’ LONG WOODEN DECK overlooks valley, 
wraps around two sides of house. Projecting 
wall panel at far end screens deck from the 
main entrance./END. 
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How to get 


RTGAGE MONEY 


Why does a mortgage man lend to one builder and at the same time 


turn down another? 


One obvious reason is yield. Another is the preference given old 
customers. But lenders qualify both of these criteria with the proviso, 
“other things being equal.” So this still leaves you with questions: 

How do you make the “other things” equal—or better? 

What can you do to make yourself a preferred borrower? 

To get the answers, HousE & HOME asked a cross-section of mort- 


gage men in every area: 


“What kind of builders, what kind of houses do you want?” Here’s 


what we found: 


TEN POINTS THAT ADD UP TO TODAY’S BEST ADVICE ON HOW TO GET MONEY 


1. Take care of buyer complaints 


This is the lenders’ unanimous first rule. It’s easy to see 
why: griping buyers go right to the lender with their griev- 
ances and no bank wants that kind of trouble. Bankers’ 
advice: better to fix a few things you’re not responsible for 
than to ignore some that are your fault. 


2. Live up to your commitments 


To let advance commitments expire costs your lender 
money—and trouble—every time. If you return your com- 
mitments unused, you may be cutting yourself off completely 
from future loans—especially if you borrow through a broker. 
Another black eye: asking commitments from two lenders, 
using one as a “standby.” A mortgage man treated this way 
is finished with you. 


3. Stay away from the minimum house 


No lender will consider a house less than 800 sq. ft., and 
many want as much as 1,000 sq. ft. The two-bedroom house 
is as Outdated as the whale oil lamp. In your three- or four- 
bedroom house, other rooms must be sized to fit and a 
second bath (or half-bath) is a must. 


4. Consult your lender early 


Even before you buy your land, let your lender look it 
over. You benefit from the experience of all his builders, and 
it costs you nothing. An early conference will make both of 
you sure you're building the right house, at the right price, 
in the right location. (Incidentally, check your own lender 
on how he stands on these ten points.) 


5. Buy the best focation you can get 


Lenders say: “buy the best land you can, not the best 
bargain.” Transportation, utilities, municipal services are 
worth the higher price they bring, even when they drive the 
land/house ratio slightly out of line. Land planning gets close 
attention, though many lenders depend on FHa’s standards. 


6. Work with an experienced architect 


In every area, there are architects with a reputation for 
knowing local markets, FHA and vA requirements, and special 
municipal demands. Lenders like these men because they 
know there will be little grief from overlooked details. Their 
names on your plans help you sell yourself to the lender. 


7. Beware of “‘extreme’’ designs 


Lenders are conservative men. They have to be, they’re 
lending other people’s money. They generally try to avoid 
any “extreme” they think may have only passing appeal. 
Some lenders put a high value on contemporary design but 
others shy away, especially from flat roofs. So be sure you 
have enthusiastic support before you plan an advanced house. 


8. Meet your competition in equipment 


Don’t try to sell a bare house when most others are selling a 
full package. Or vice versa. Ideally, your house should have 
all the equipment your buyers really need; they shouldn’t have 
to overload with short-term credit to buy the appliances 
they’re going to want. 


9. Build a strong merchandising program 


Before a lender commits himself to financing speculative 
houses, he wants to be convinced you can sell. A compre- 
hensive sales, advertising, and promotion campaign, planned 
in advance, will favorably influence most lenders. Your model 
house, and how it is furnished and landscaped, will carry 
weight here. 


10. Don’t make extra work for your lender 


It costs money to weed out nonqualified buyers. One 
broker had 40 rejects out of 60 applications. This hurt the 
builder as well as the lender. The builder didn’t know whether 
his houses were really sold, and precious commitment time 
was running out. Know your FHA and VA processing; no 
lender wants troublesome business. 
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We lend only in areas where there are no 
houses sitting unsold 


We give prime attention to location, location and loca- 
tion since local overbuilding showed up. 

The architect’s name is helpful, since many builders 
have had success in merchandising the name of the archi- 
tect. 

We have no strong feelings on equipment, having suc- 
cessful projects either way, and big flops either way, too. 
A builder must show ability to sell before we will commit 
very long in advance. 

HOWARD EDGERTON, president 
Calif. Federal S&L Assoc. 
Los Angeles. 


Our first choice is the builder who brings in 
good design 


We like contemporary, and we like to take some 
advanced design, though I would hesitate over a whole 
tract of flat roofs. We want our kitchens up to the 
minute, with the most equipment possible. A house must 
have 114 baths, and we generally find most houses need 
more closet and storage space. 

Builders must know their markets. Right now, in some 
of our cities, we find sales best in the $13,000-$15,000 
range, though in Kansas City, $15,000-$18,000 seems to 
be hottest. 

I think the builder should work with the lender from 
the start, even before buying land. One builder who 
bought land against our recommendation is not getting 
his financing from us, though we always financed him in 
the past. ; 

We pay a lot of attention to merchandising. In large 
tracts, we want to see merchandising plans. We want 
builders to replace faulty materials and bad workman- 
ship. We get the complaints. 

HENRY BUBB, president 
Capitol Savings & Loan Assoc. 
Topeka, Kan. 


Don’t try to pull the wool over our eyes 


If a builder tells me he has so much equity in a house, 
but doesn’t, or if he misleads me on costs, we are not 
interested in doing business with him. 

What we call “table hopping” is very bad. The builder 
with a reputation for shopping his loans all around to 
get some immediate advantage will find it hard to place 
his loans. 

We have two feelings on equipment. We like it when 
it has been included to improve the house and to make 
it complete for its price range, and 2) we dislike it if it 
has been included as a way to let the buyer get appliances 
he couldn't afford otherwise. 

AKSEL NIELSEN, president 
Mortgage Investments Co. Denver 


What makes a banker say yes? 


Jewett 
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We prefer the equipped house; buyers stretch 
themselves to buy a home 


We loan on houses with or without equipment, but 
if the equipment is not in the house, the buyers are apt 
to take on short term credit. In some areas, we would 
prefer the house be air conditioned. 

We don’t want cramped houses. We have a minimum 
of 800 sq. ft., but the builder who tried an 800 sq. ft. 
house would probably have it thrown out, 1,000 sq. ft. 
is more like it. We like the lower cost house (average 
loan last year was $13,000) and we like to get houses in 
that price range. 

Be honest in all your statements. If we find discrep- 
ancies between what a builder says and what he does, 
we don’t want to do business with him. 

We have a strong preference for builders who have 
been our customers all along, but our people in the field 
are trying to find the best houses that are being built 
anywhere today. 

JOHN JEWETT, vice president 
Prudential Life Insurance Co. 


The more willing a builder is to invest 
his own money, the better he looks to us 


A builder must show that he has money to finish a 
house. His money must go in first. 

Builders get discouraged about money too quickly. They 
go to one or two lenders, get turned down, then quit. 

We emphasize good location, but we are beginning to 
take a different view of what constitutes location. Decen- 
tralization, large shopping facilities, school buses, and the 
private automobile have shortened distances. When house- 
wives all drive, it doesn’t make much difference if the 
A&P is % mi. or 1% mi. away. 

We had a Connecticut builder who paid extra to get 
good land planning, used the terrain right, saved trees, laid 
out his streets well. We would give a builder like this 
anything he wanted. 

EUGENE M. MORTLOCK, president 
First Federal Savings & Loan Assoc. 
of New York 


We will not handle any builder who piles up 
consistent justified complaints 


Our lenders insist on a three-bedroom house, at least 
1,100 sq. ft. and brick construction (a local preference). 
They prefer mortgages under $15,000, with $13,000-13,500 
being the most common and most acceptable range. 

In location, we prefer lower cost land farther out. The 
express highway, the dispersal of industry and new sub- 
urban shopping centers make close-in location of no 
particular value. 

BENJAMIN LEVINSON, president 
Michigan Mortgage Corp., Detroit 


Lenders’ comments continued on next page 
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17 more lenders from all over the US 
tell you what it takes to get a loan today 


We don’t like projects out all by themselves. 
They must be tied to urban development 


We want larger lots. Both lenders and buyers are de- 
manding wider side yards. We also want bigger houses. 
If a builder can choose between a larger house and some 
other feature, we suggest he take area. 

Design can be colonial or contemporary, but it better 
be one or the other, not a combination of everything, 
without character. A “name” architect counts heavily. 
Certain architects have had considerable skill in designing 
houses that the public wants. 

Equipment is helping to sell houses that have been slow. 
As long as it can be built in we think the more the better. 
Air conditioning is very important in our area, except in 
the lowest priced houses. Garages must be adequate. In 
Texas, that means closed garages, preferably double ones. 

The builder who ignores complaints is all done. 

DONALD MC GREGOR, executive vice president 
T. J. Bettes Co., Houston 


We look at our security through our buyers’ 
eyes. We buy what we think they will like 


In the West we are so dependent on eastern money that 
we look at our security through the eyes of our secondary 
market. We buy what we think they will like. 

We don’t lend money to part-time builders or to non- 
salesmen. We are happier when we are taken into con- 
fidence even before the land is bought. 

We avoid modern or contemporary, at least in exterior 
elevation. Our big eastern buyers don’t like it and our 
western buyers don’t, either. We are presently asking 
10% equity and not more than 25-year terms. 

The buying public dictates lots of built-ins. Most 
Phoenix builders offer equipment on an optional basis 
and we estimate that 75% of buyers take it. 

RALPH BRUNEAU, vice president 
Valley National Bank, Phoenix, Ariz. 


m design, we prefer the conventional, rather 
than the innovation 


We want 1,000 sq. ft. or more, three bedrooms and 
we have a local preference for brick. The builder with a 
first class architect is away ahead of the one who uses 
“wrapping paper plans”. 

Complaints must be taken care of. Lenders, especially 
life insurance companies, are very sensitive to abusive 
letters. 

Local banks are getting tougher on temporary financing, 
so the builder should show that this is all set before he 
applies for future commitments 

JOHN HALL SR. 
Cobbs, Allen & Hall, 


Birmingham, Ala. 


Most important is experience 


Today, we don’t want lawyers, auditors, doctors, or 
other inexperienced men who want to be builders. 

Builders must take delivery of loans on time. We can’t 
lose our lender’s respect because a builder is slow. When 
commitments run out, investors may demand stiffer terms 
or refuse to renegotiate. 

We don’t charge for help in selecting land or advising 
on houses. In some ways, these are our most valuable 
services. See us early. 

ROBERT H. WILSON, president 
Percy Wilson Mortgage & Finance Co., Chicago 
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Our appraisers know the value of brand-name 
products and reflect it in their appraisal 


They also watch specifications closely and credit the 
builder who uses more-than-minimum products. 

We like to see more than minimum down payments 
and less than maximum terms. We do not want minimum 
houses; we demand 1,000 sq. ft. in one-floor houses and 
we like 12 baths with three bedrooms and two baths with 
four bedrooms. We do not want two-bedroom houses, 
even with expansion room. 

We will take contemporary design, but it must be done 
well. The real test is sales acceptance in that area. Floor 
plans must be good. We don’t want main traffic to enter 
the kitchen or kitchen hall. We know all families are get- 
ting larger and the whole house, including the kitchen, 
must reflect this fact. 

NAME WITHHELD, vice president 
A leading eastern life insurance company 


Builders don’t consult the lender early enough 


We don’t have all the answers, but we have learned 
many things—sometimes the hard way—and the builder 
may as well benefit from our experience. 

We pay some attention to the architect's name on the 
plans, and as time goes by, we expect that everyone will 
pay more. There are still too many houses designed by a 
draftsman on the builder's payroll. 

Market analysis and research (H&H, Feb., °57) done 
by the builder would go far in proving to a lender that 
there was a market existing for his particular house in his 
particular location. 

Too many builders are not psychologically or mentally 
adjusted to a buyer’s market. They are bewildered be- 
cause they’re not selling what they always could sell. 

CHARLES WELLMAN, executive vice president 
Glendale (Calif.) Federal Savings & Loan Assoc. 


We want builders to be heavy with capital 


If a builder could shoestring on 20 houses, but asked 
for ten commitments, we would give him five. 

We have added only one new builder this year. He has 
beautiful land in a high income suburb, offers more house 
for the dollar than his competition and has always been 
sold out ahead of production. When his insurance lender 
cut out on him, we grabbed him. 

We look for houses on highly zoned land. We like 
true suburban, almost rural areas, zoned one acre or up. 

We do not like contemporary. We think in any de- 
pressed market the same cubage would have a _ higher 
value with a traditional wrapper. 

ROY BAILEY, vice president 
Peoples Savings Bank, Bridgeport, Conn. 


Have enough capital to keep 
two or three houses going 


I look for a builder who has money to carry his houses 
for six to 12 months if necessary. 

Builders must meet the needs of the public as to loca- 
tion, price and equipment, such as bath and a half, built- 
in kitchen, etc. House must have the conveniences of 
modern living. Our builders are thoroughly experienced, 
take personal pride in their work and know that a satis- 
fied customer is their best advertisement. 

WM. J. KELLEY 
Lincoln First Federal Savings & Loan 
Spokane, Wash. 
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If the builder isn’t familiar with the house he’s 
building, he’s likely to get into trouble 


The most likely place for a builder to get into trouble 
is when he moves into a price range strange to him, such 
as an expensive house builder going in for volume low- 
priced houses, or vice versa. 

We don’t like contemporary design. We don’t turn it 
down flat, but our preference is reflected in a lower 
valuation. 

Basically we prefer the equipped house. But the lower- 
price gained by leaving appliances out might make an- 
other house even more attractive. 

We insist that all model houses be furnished, and we 
give advice on merchandising on request. But we don't 
butt in. 

We want our builders to come to us before they buy 
land. We will send out men to look at it, recommend 
price and type of house. 

H. B. DIFFENDERFER, president 
County Federal Savings & Loan Assoc. 
Rockville Centre, L.I., N.Y. 


Attractive land planning is a must 


FHA standards are not high enough for us, and there 
are plenty of builders who will do a more-than-minimum 
job. We want good design, and have nothing against 
contemporary. 

Builders who commit to us, then sell their mortgages 
to a better offer later, are all done. We don’t want the 
builder who uses us for a “stand-by”. 

We do not want the builder who needs minimum terms 
for all his houses. While we are willing to give him 
minimums he can advertise to meet competition, if he 
wants all his deals to be at minimum terms there is some- 
thing wrong with the market. 

NAME WITHHELD, vice president 
A large Midwest life insurance compan) 


We are giving preference to the larger builder, 
with the strong financial statement 


Contemporary design is dropping out because it costs 
more than conventional for the same house, and because 
demand for it is dropping. 

JOHN D. YATES, vice president, 
Brown-Whatley-Davin & Co. 
Jacksonville, Fla. 


We prefer established communities, even when 
the land gets pretty expensive 


We want prime locations. The traditional land/house 
ratio has changed, and we would rather have a house on 
a $6,000 lot in a top neighborhood than one on a $3,000 
site in a less expensive area, even if the selling price were 
$3,000 less. 

Two bedroom houses are acceptable only if they have 
expansion room. Bedrooms must be a minimum of 10%’ 
x 13’ because below this you can’t get two beds in a 
child’s room. 

CHARLES KENNY, vice president 
Island Federal Savings & Loan 
Hempstead, L.1., N.Y. 


Merchandising programs of our builders are 
always evaluated 


We make our own independent tract surveys consider- 
ing all factors to determine salability and general accep- 
tance of the properties. Our surveys evaluate price range 
and equipment according to area and potential market. 

Building credit is available to those builders who have 
established and maintained a satisfactory relationship be- 
fore present monetary conditions. 

D. C. SUTHERLAND, vice president 
Bank of America 
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Good land planning gives a builder an edge 


Generally, we are satisfied with FHA’s approval of land 
planning, but we always like to see the builder do even 
better. 

We want good location but we know there is a market 
for both the low-cost house in Smithtown, and the higher 
priced in Scarsdale. We just watch closely to see that the 
house offered fills a need in its community. 

We are not reluctant to try contemporary design, but 
we shy away from extremes. 

Merchandising is very important, since the Dime gives 
future commitments. We want evidence that a_ builde: 
knows how to sell. We won't let him build an inventory 
We hold him to 25-30 houses until we see he’s selling 

Plans get a thorough going over for flaws that hold 
back sales, such as poor traffic flow, skimpy plumbing, 
etc. We now watch to see that every medium-price house 
has convenient toilet facilities for guests as well as the 
family. We like to see a familiar architect’s name on the 
plans, because he knows government and municipal regu 
lations and the local market. 

FREDERICK W. JACKSON JR., vice president 
Dime Savings Bank of Brooklyn 


Builders must know their market: and 
build for that market 


Market analysis and market research have become musts 
for all builders. A builder armed with such information 
will receive the attention and consideration of lenders. 
We limit housing starts to each contractor, thus imposing 
on him good sales techniques and knowledge of the mar- 
ket. The contractor who sells the most houses will get 
the most financing. 

ROY M. MARR, president 
US Savings & Loan League 


Nothing gets a broker madder than 
commitments that are not carried out 


The builder who knows his work helps us. We want the 
one who screens applications carefully for those who 
won't pass before they get to us. If we have to do too 
much overtime on applications, we are less interested in 
the builder. 

We like to include appliances that a buyer will get later. 
Air conditioning is very important to us, and at least 
provision for future installation is a must. 

We want smaller builders to be on the job and familiar 
with everything about the project. 

AUBREY COSTA, 
Former president MBA 


The more equipment you build into your 
houses, the better we’ll like you 


People will try harder to hold on to an equipped house, 
and if they do lose it, equipment will make it easier to 
resell. Brand names add greatly to the salability, as long 
as they are priced competitively. 

I am strong on having more variety within a project, 
both in design and price range. Builders should offer 
models that vary a little in price. If someone wants to 
pay extra for a bay window, I think it is fine. The one- 
model subdivision is having trouble 

Builders sometime complain that variety slows up 
assembly lines, but what good is an assembly line if 
you can't make sales? 

When a builder offers several models, but finds he sells 
only model A, it just means that models B and C were 
not good enough and should be changed for houses that 
will sell. 

I feel that the strongest market today is between 
$13,000 and $20,000 in price range. 

JOHN HALPERIN, president 
J. Halperin & Co. 
New York City 


HS 














116 


FIVE PRIZE 
NEIGHBORHOODS 


This year’s NAHB award winners show you 
how to make a better setting for your houses 





The easiest way to sell a house is to sell it as part of an attractive neighborhood. 

People who look at your houses have a lot more on their minds than comfort and 
and shelter indoors. 

They also want all the things that add up to a good neighborhood. In a new develop- 
ment they want to be able to look outside at a variety of handsome homes. They want their 
own house sited right on a well shaped lot so they can landscape it properly. They expect 
to spend time outdoors, so they want a lot big enough for outdoor living (and this means a 
measure of privacy). They want to live on quiet curved streets away from the noise and 
dirt and danger of through traffic. They want adequate community services. They want to 
live where stores and schools and parks are conveniently near and accessible via well- 
planned streets. : 

The closer you come to creating this kind of neighborhood, the easier you can sell 
out your tract, big or small, in any kind of market. (And the easier it will be to get mort- 
gage money. See page 112.) 

You can get a lot of ideas from the NAHB award winners. For example: 


SQUARE LOTS IN LONG BLOCKS. There is a trend today toward longer blocks, up to 2,000’. 
And today’s wider houses put a premium on wider lots. When both are offered, as they 
are in Fox & Jacobs’ tract in Dallas, the result can be both pleasing and within your 
budget for land improvement. See page 117. 


PRIVACY FOR OUTDOOR LIVING. In areas where the idea of indoor-outdoor living has taken 
greatest hold, builders like Robert Lusk in Tucson know it’s wise to offer a maximum of 
outdoor shelter—from passerby and neighbors as well as the elements. The best results 
come from careful site planning. Page 118. 


NATURAL LAYOUT FOR A SMALL TRACT. Often a small wooded tract has so much charm 
and appeal that the best thing to do is to put in a street and houses with as little dis- 
turbance of trees and contours as possible. This was Alfred Sanzari’s solution in Wyckoff, 


N. J. Page 119. 


CULS-DE-SAC AND ACCESS STREETS. If your property faces a heavy traffic street, be ready 
to spend more on improvement costs in protecting buyers from the noise, danger and dis- 
traction. You’ll get your money back in higher land values. Butler-Harbour in Anaheim, 
Calif., used two good street-planning methods. Page 119. 


COUNTRY ATMOSPHERE. Seal & Turner in Pennsylvania have won another NAHB award by build- 
ing 89 houses on a 125-acre country tract (the 89 lots take up nearly 100 acres). The 
project is so laid out it has almost the atmosphere of a forest preserve. Not only 
that, they managed to provide two parks. Pages 120-122. 
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AERIAL view of Fox & Jacobs’ tract of ranch houses in Dallas shows how winding streets break the monotony of flat land. 


Long curved blocks make flat land more attractive 
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The curved streets buyers want make it easier for 


v 











you to plan economical long blocks. (Experts say the may 5 a 

savings from having fewer cross-streets may amount to 1S ONE i Ge | 
20% in some cases.) The long blocks in this tract do é Prt ck. 
not look long because they continually curve out of ak | 


sight. Owners also like the easy traffic flow, for most 
of the side streets lead directly to through streets. 


BUILDER: Fox & Jacobs Construction Co. 
ARCHITECT: William Meyers 
LAND PLANNER: Phillips, Proctor & Bowers 


























LANDSCAPING poses few problems for owners of these NEARLY SQUARE LOTS gppeal to buyers because their houses 
$23,000 ranch houses. Houses are sited for proper planting, look better on the wide fronts and backyards are not so 
and buyers get detailed landscaping plans from the builder. deep that they may become a financial burden to landscape. 


For more examples of good planning »— 
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PRIZE NEIGHBORHOODS (continued) 




















0 25s SM Et. 








TURN-AROUND PLAN Shows how each house is sited to allow 
for a large walled patio even on a moderate-size lot. The house 
at upper right of the plan is only 10’ from the street line. 


Frank L. Gaynor 





LARGE TERRACES like this need privacy. In Tucson, Builder 
Robert Lusk integrates his land plan and house designs so each 
family can have all the privacy necessary for outdoor living. 


You can plan neighborhoods for indoor-outdoor living 
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BUILDER: Lusk Corp. 
DESIGNER: A. H. Rader 
LAND PLANNER: Marum & Marum 


ADOBE BRICK HOUSES, below, with strong horizontal lines offer marked contrast to the rugged Sierras beyond. In all the variety of 
designs and in all street and lot planning, emphasis has been to give owners a maximum of psychological and physical protection. 
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J. Leigh Sheridan 


TREES ARE TALKING POINT in a small tract like this which were warned against piling dirt around tree trunks. The best 
Alfred Sanzari built in Wyckoff, N.J. “We saved every tree advertising we had was the street into our wooded tract 
except those where houses went,” Sanzari says. “Workmen We could have sold at least three times as many houses 


Here’s how to leave your land swell enough alone 


A 15-HOUSE NEIGHBORHOOD deserves as much care in 
planning as a large development. Sometimes your planning 
problem is best solved by changing as little as you can. 
Builder Sanzari, who alternates as a mobile big builder in as 
far-separated areas as Florida and Massachusetts, had good 
sense to keep this Il-acre tract as unspoiled as he could. 








BUILDER: Alfred Sanzari 
ARCHITECT: Stanley A. Leeks 
LAND PLANNER: Earle W. Bailey 

















Culs-de-sac are ideal for 
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a main highway location 


BIG GATEWAY at road draws attention to model homes. 
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i SITE PLAN of Butler-Harbour Construction Co.'s develop- 
a | ment shows location on highway, left. Land planners (Engi- 

t cf neering Service Corp.) provided for culs-de-sac off the high- 
pr way and the tract’s major road. Located in Anaheim, Calif., 
Yay project offers a variety of houses by Architect Roy Donley 
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To see a big tract on rolling land »—> 





PRIZE NEIGHBORHOODS (continued) 

















ENTRANCE (at far left on plat) 
was kept as natural as possible. 
The site is nearly surrounded 
by large estates 





You can get 


real neighborhood feeling 


even in a mile-wide project 











PARK-LIKE ATMOSPHERE Was maintained throughout. Nine of the 125 acres were ee 
left untouched to form two parks. One strip along Crum Creek was given to a park oie S 
board to help start a major valley park. The other is an interior recreation space NEO 

with two 40’-wide access lanes. All lots are an acre or more and at least 150’ wide. , 
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Photos: Lawrence S. Williams 


BUILDER: Seal & Turner, Media, Pa. ARCHITECT AND LAND PLANNER: George Hay 


oe 








THREE DESIGNS Were offered: a ranch house, 
a hillside plan and a spiit level. Price 
range: $25,000-$30,000 








SECLUDED HOUSE is one of many 
with setbacks of over 100’. No trees were cut 
except along streets and on actual building sites. 


For a closeup 
of one of the houses 





PRIZE NEIGHBORHOODS (continued) 





BEST-SELLING SPLIT LEVEL “ses native stone and frame design blending well with surroundings. This is the rear view. 


And here’s a close-up of 


a Seal & Turner house 
































bsusen 


FLOOR PLAN provides 2,200 sq. ft. of living space. Side entrance 
for garage improves appearance of house. Some versions have 
four bedrooms. This house has accounted for 75% of all sales. 
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LIVING ROOM, above and below, has impressive brick fireplace wall 
with slate hearth, glass window wall. A divider sets off dining area 
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VARIETY 


Here’s how to meet the second-time buyers’ market with 
tract houses that all have an individual custom look 


by CARL NORCROSS 


Fresh, varied designs are Tampa Builder Abe Johns’ 
greatest asset. 

In Florida where many houses sell at $8,000 and where 
you can get a good house for $12,000, Johns’ houses at 
$14,850 to $20,000 are upper bracket. In this price class 
his prospects are second- and third-time buyers who want 
individuality. 

Johns uses so many different plans in his Riverside de- 
velopment that you -forget you are in a project. In his 
newest group of 52 houses, he offers 21 plans and enough 
variations of each so no buyer feels anyone else has a 
house just like his. 


All of Johns’ houses look the way Florida houses 
should look—not like New Jersey or Ohio houses 


Lots of other houses you see in Florida don’t even have 
a screened porch or a patio, but many of Johns’ have two 
inside patios plus a big screened porch. They are more 
like Florida’s big expensive custom houses than any build- 
er houses I’ve seen. They were designed by Architects 
Richard Himes and McCallister Blanton. 

Johns says nearly every family thinks it has the best 
plan. I met one of the first buyers. Despite all the different 
houses built since his, he told me he was sure he had the 
best plan. , 

Streets are winding, look well. Lots are large: 80 or 90’ 
x 125’ deep. Some are as big as 150 x 125’. “You can’t 


put a big house on a small lot,” Johns says, “what good is 
it to sit in someone’s lap?” 

Present owners are Johns’ best salesmen. One sold five 
houses to his friends. Johns is so sure of what his owners 
will say that when he gets a tough customer he drives him 
around and offers: “You select any house you want and 
I'll introduce you to the owners. You ask them anything 
you want to about me or the houses.” 


In 1952 Johns built his first six houses, working 
with his crews to learn the business 


In 1953 he built 50; 100 in 1954; 175 in 1955, and 130 
last year. Last fall (at 34) he was elected president of the 
Florida State Home Builders Assn. 

Riverside consists of about 160 acres, seven miles from 
downtown Tampa. A river winds along one side, where 
Johns plans more expensive water-front lots, and a big 
house of his own. When he bought the site it seemed so 
far from downtown that some skeptics predicted he would 
be broke in six weeks. Johns had to put in his own water 
and sewage systems. But now Tampa has annexed River- 
side and has purchased the sewage plant. 

Says Johns’ mortgage lender, E. C. Egerton of the Sea- 
man’s Bank for Savings in New York: 

“Johns does a swell job. His houses have such a pleas- 
ing variation of design and layout and offer such good 
value they equal or exceed all our mortgage requirements.” 





For photos and details 
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VARIETY (continued) 


Joseph Steinmetz 
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SMARTLY TAILORED FACADE hides a highly dramatic screened entrance patio open to the sky and to a covered front porch. 


This gay and colorful Florida house 


Johns is strongly opposed to peas-in-a-pod designs. 

He wants his houses to have fundamental differences in shape, 
roof lines, windows, entrances, room arrangements and patios. In 
addition he uses a variety of exterior materials, colors and textures 
on houses built to the same plan. 


A study of these plans and photos reveals why Johns’ houses 
look like custom designs 


“Don’t build the same house over and over,” he says, “even if 
it is a best seller. Get new and better plans. Listen to what women 
want. Then put some imagination into it. With new houses you 

: = have no competition, because no one has houses just like yours.” 

4 ee fT Much credit for these attractive houses goes to the designers, 

UNUSUAL PLAN js worth careful study. Front door but they are quick to share the honors with Johns for supporting 

opens to a landscaped court, screened front and their efforts. Says Architect Himes: “Johns is one of the few build- 

overhead. A covered walk leads to porch and to rear ers who recognizes the value of an architect. Others tell us exactly 
living room which has two elass walls. House has - : : : 

what to draw, but not Johns. He gives us a free hand, says ‘Dream 


1,520 sq. ft. enclosed, plus 432 more in porch and ; : - a 
patio. It sells for $17,900. me up something new.’ Then he foilows the plans. 
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SCREENED FRONT PORCH distinguishes 
this big house. The enclosed T-shape is 
1,342 sq. ft. With front and rear screened 
patios it becomes a much larger rectangle 
with 750 sq. ft. of added outdoor living. H 
Big living room can be closed in winter 
or opened up at both ends in summer. 
Price of this model is $19,200. 














William W. Carnes 


GLASS-FRONTED HOUSE is flooded with 
light and has great spaciousness. Rear liv- 
ing room has floor-to-ceiling window wall, 
is open to front hall, dining room and a 
big 22’ x 14’ screened patio. Glassed front 
and the carport give this model its own 
character. This house costs $19,000. 
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RECTANGULAR DESIGN is more conven- 
tional in shape and layout than others 
shown here. Carport and Fiorida room 
(shown at left of photo, but not in the 
plan) is one of the flexible features of this 
model. Variation is obtained by using a 
double carport (or double screen porch 
with carport) and locating the carport in 
front. While concrete block is Johns, 
standard wall material, he also uses both 
old and new brick. He rakes out horizon- 
tal joints of block, uses different colors 
of mortar. Price: $18,550. 





See next page for Johns’ exhibition model »—> 
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VARIETY (continued) 





FIREPLACE CHIMNEY and old brick end PAVED AND LANDSCAPED TERRACE (be- 
wall give this display house an attractive low) is a decorative sun pocket. National 
appearance, helped make a fast sale. Home Week visitors liked this feature. 
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LIVING ROOM (right), seen here from din- 
ing room, is 13’ x 18’, occupies whole sep- 
arate wing. To make the interior different 
from other houses Johns used white brick. 


COMPLETELY EQUIPPED KITCHEN /ias built-in stove, disposal unit and a dishwasher as do EXCELLENT PLAN /ias separate bedroom 
all of Johns’ houses. This kitchen is entirely open to dining room (foreground of photo) but and living room wings with central kitchen 
his kitchens are not always so open. Beautifully finished mahogany cabinet work is standard. and dining room accessible to rear porch. 
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to build prestige into a tract 





For National Home Week last fall, Abe Johns went 
out of his price class to build a house that would set 
a high tone tor his newest neighborhood. 

In both plan and furuaishings the house (shown 
here) was popular and it prompily sold for $25,500, 
including the oversize corner lot. 

The large photo above shows one of the ways he 
gives his houses individu.lity. He almost never treats 
ail rooms the same, but varies them with walls of 
brick, plywood paneling, painted plaster or cement 
block. 

Most of his new models have sloping ceilings that 
follow the roof rafters. Johns does not use trusses 
because he believes they are more expensive for the 
different shapes he builds. 





PATIO OUTSIDE GLASS DOORS becomes part of living 
area. Johns brings in palm trees and seeds lawns, takes 
particular pains with the landscaping of model house. 





See next page for Johns’s money-saving ideas »—> 
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VARIETY (continued) 





COVERED PORCH and screened patio takes place of family room of northern houses, can be furnished in different way to suit the buyer. 


Screened patios and porches, also good for other climates, 





INSIDE PATIO is seen here from inside living room, looking toward the front door. Sliding windows make complete indoor-outdoor living. 
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TWO KINDS OF INDOOR-OUTDOOR LIVING space is provided 
in the screened outdoor patio (above) and the adjoining 
Florida room (below). With its jalousie windows and ter- 
razzo floor the Florida room is a kind of family room. 





are very popular feature 


Abe Johns is a Florida builder who appreciates what it 
means to build in Florida. 

He builds houses specifically designed for that tropical cli- 
mate rather than for the Midwest (too many other under 
$20,000 builder houses in Florida have neither porches nor 
terraces). 


Johns’ outdoor living areas raise his prestige level and 
boost his houses into custom class 


With his attractive patios he has also found a way to add 
variety, greater livability and, of course, sales appeal. A few 
inexpensive tropical plants, like those shown in photos on 
Opposite page, give an owner a hint at what he can do to 
turn his patio into a lush Florida garden. 

Just as important, Johns finds the patio a way to add from 
25% to 35% more living area to his houses at very little 
extra cost. In effect he creates a big outdoor family room of 
screen and inexpensive framing. 


Most of his houses have two separate outdoor areas 
and some have two screened patios plus a paved terrace 


By locating terraces on opposite sides of the house and by 
using large sliding windows Johns opens his houses to the 
summer breeze. He says he does not need air conditioning. 

He purposely does not enclose the porches or turn them 
into year-round Florida rooms. This would cost more and 
would raise the tax assessment. Buyers prefer to enclose 
porches later when this space is not included in their taxes. 





HERE IS A QUICK RUN-DOWN 
OF JOHNS’ OPERATING METHODS: 


While the building business is full of postwar successes, 
probably no one has had the Horatio Alger triumphs of 34 
year old Abe Johns. He built his first six houses in 1952. 
Since 1954 he has built and sold well over 100 a year. 

Behind his rapid rise are some of the soundest business 
principles that any builder has worked out for himself. 


Purchasing is fast and efficient 


For each of his plans Johns has about a dozen master pur- 
chase orders, which together list every major item in the 
house, including precut lumber. Johns phones a supplier 
gives a house plan number, orders materials for that plan to a 
specific site at a specific time. (The phone call is confirmed 
by letter.) So the supplier can deliver material close to the 
slab, each has a plan of the subdivision. From a few members 
he understands exactly what his job is. This simplifies buying, 
delivery and accounting. 


Accounting is so simple that one bookkeeper does the 
work of three men 


Johns investigated different systems, chose the Hadley 
method as worked out for contractors. Essentially this sys- 
tem is a “write it once” plan under which there is a minimum 
of handwork because, as the bookkeeper makes an entry, he 
also makes the double entry in the proper journal by means of 
a carbon. This system, combined with master purchase orders, 
gives Johns accurate facts on his costs. He claims to have as 
tight cost control as any builder. 


Control of his subcontractors is one of Johns’ greatest 
building assets 


This is basic to his whole philosophy. “Whoever heard of 
the egg controling the chicken?” Johns asks. “You can’t turn 
men or subs loose and let them do the work their way. With 
costs going up, you have to have a cost-cutting plan in opera- 
tion every minute.” 

To save money, to get quality control and to keep his subs 
out of trouble, Johns buys almost everything used in his 
houses. Thus the weekly check he gives each sub is mostly to 
pay mechanics. The subs’ profit is on labor, not on materials. 
Most of his subs started small, have grown with him. Ninety 
per cent are union operators. The subs benefit from Johns’ 
plan too: they move in and out of a house on a close schedule 
and materials are always ready when needed. They also get 
steady work. 

Reduce your overhead is another Johns maxim 

Johns used to have half a dozen more people in the office 
and in the field than he now employs. To make up for fewer 
supervisors, Johns works early and late. As he points out, 
“You can’t go fishing,”/ END 














This three page editorial was 

written in collaboration 

with home buildings No. 1 i 
economist MILES L. COLEAN 


Now let’s get some sense into the | 


FHA INCOME FORMULA 


Second only to mortgage money, builders tell us their worst trouble these days is the way FHA 
disqualifies buyers, especially buyers of better homes. 

“We have to sell our houses three times over before we get a buyer FHA will accept” is the 
builders’ constant complaint. “It takes three sales to earn one commission” is the realtors’ angry echo. 

House & HOME agrees with these troubled builders and realtors that FHA’s minimum income 
requirements are all wrong. They are backwards. They are upside down. They are based on 

assumptions our industry can no longer leave unchallenged. 

Until they are changed, FHA can be no help at all to us in setling the better house market. 
Until they are corrected, FHA can be no help at all to us in getting our proportionate share of today’s 
vastly greater consumer dollar. 


Here is the trouble with FHA’s income requirements 


As family income rises, FHA cuts its loan-to-income ratio down and down. As income rises 
from $3,000 a year to $9,600, FHA figures the average family can be expected to spend only $444 of 
this $6,600 increase on its home! 


The FHA manual scorns the old rule of thumb that Out of the third $3,000 this 5% would be only 
any family can afford to pay 24% years’ income for $150 more for the home—about $90 more for bigger 





its home. The manual says, in so many words, that 
it is “decidedly unsafe” to let a higher income family 
budget for housing the same percentage of its income 
that would be “too conservative” for a poorer family. 


So seven years ago FHA gave each of its offices, as 
a “guide to judgment” and a “starting point for the 
logical analysis of a mortgagor’s ability to pay,” a 
chart whose composite median line (published in the 
FHA Manual) seems to say that, on the average: 


A mortgagor can afford to budget for all housing 
expense 


25% of the first $3,000 of after-tax income 
but only 

8% of the second $3,000!! 
and only 

5% of the third $3,000!!!!!! 


mortgage payments, about $60 more for real estate 
taxes, insurance, repairs, heat, light and gas. 


The other $2,850 the FHA chart seems to earmark 
for cars, clothes, food, vacations, and other goods or 
services competing against our industry for a bigger 
share of today’s bigger consumer buying power. 


Who would dream that this chart was issued by 
the agency set up by Congress with the No. | pur- 
pose of encouraging higher standards of housing? 


On the contrary, as the Des Moines home builders 
angrily protest: “You would think it had been pre- 
pared by the automotive industry or someone else 
interested in selling anything but houses,” to make 
sure FHA borrowers don’t spend so much for their 
homes that they won’t have plenty of money left to 
spend for everything else. 


HERE’S HOW FHA EXPECTS PEOPLE TO SPEND THEIR MONEY AS THEIR INCOMES GROW 
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THIS GRAPH is based on the “prospective monthly housing “expenses” chart in the FHA manual. As its income 
climbs 220% from $3,000 to $9,600, FHA expects the average family will spend only 60% more for its home 
($1,200 instead of $756), so it can have 374% more to spend for other things ($8,400 instead of $2,244). 
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SDA at 


FHA itself recognizes that something must 
be done about its minimum income require- 
ments, and here is big news for builders: 


FHA is relaxing its income requirements roughly 25% 
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charts and comparing them with the old: 


Ht headin — 3 A family with $9,000 net income after taxes 
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These new guides are better but still very bad 


They are almost as backward as the old. They are even more upside down. They are just as 
unreasonable and arbitrary. They are a crazy quilt of local contradictions. And they still make it 
almost impossible to use FHA financing to sell better houses in quantity at today’s prices. 


The charts are still backward because they are still relax the income requirements for the quality house. 
based on past gered rather than naa thinking. They They are just as unreasonable and arbitrary because 
differ from the old charts only in taking as their base they still offer past practice as the only guide for 
what each FHA Office did about qualifying buyers in future action. 


1953-55, instead of in the years before 1949. They 
raise the suggested medians only because in practice 
these FHA offices actually averaged higher loan-income 
ratios in these three later years. 


They are a crazy quilt of local contradictions 
because, to cite just two examples out of scores, 
they would let a $6,000 family in Washington 
qualify for a bigger mortgage than a $9,000 family 


They are even more upside down than the old in San Francisco; and they would let a $3,000 family 
guides, because they suggest relaxing the income in Cleveland qualify for almost as big a mortgage 
requirements for the minimum house more than they as a $6,000 family in Atlanta. 


Here’s why the new guides are unworkable 


And the new guides are completely unworkable, because the median income they require to 
pay today’s $15,500 average price is almost $9,000 after taxes, or about $11,000 before taxes. 


For $3,000 families (who are now the vanishing American—by 1959 there will be less than 
five million of them left), the new guides to judgment seem amply generous, for their median lines 
suggest that as often as not a $3,000 family could qualify for an $8,500 mortgage and buy a house 
costing more than three times its annual after tax-income. 


But above $3,000 income, what earthly sense does it make to suggest (as these new guide-to- 
judgment charts do) that for each $2,500 added to a 30-year mortgage a family needs $3,000 
more after-tax income per year—i.e., enough more after-tax income to pay off the entire mortgage 
difference in ten months instead of 30 years!!! 


And how can we develop a new mass market for houses at today’s $15,000 average price if 
FHA requires as often as not that their buyers’ income must be $9,000 after taxes—i.e., so high 
that not one family in 11 can qualify? 


Editorial continued on next page 
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EDITORIAL continued 


How can we sell the quality market 


while FHA raises these 5 obstacles? 


We still think FHA is the best thing that ever happened to the 
home buying public and the home building industry, but more 
people in Washington should realize that the downward pressure 
of FHA’s income requirements is just one of the five ways FHA has 
been holding down the standard of housing FHA is supposed 
to raise. All five are hangovers from the New Deal attempt to 
make builders concentrate on cheap houses for low-income 
families: 


Way No. 1: The FHA mortgage pattern. This used to discourage 
the building of anything better than an $8,000 house by requiring 
twice as big a down payment for a $9,000 house and six times 
as big a down payment for a $12,000 house. 


This downward pressure was largely corrected by the Housing 
Act of 1954. It will be further eased if Congress follows the 
President's recommendation this year. 


Way No. 2: The overappraisal of houses that just meet the 
MPR and the underappraisal of anything better. Notorious ex- 
ample: the FHA office which consistently gave the same valuation 
credit for a ten-year water heater as for a one-year water heater. 


Commissioner Mason and his top men have been striving might- 
ily to correct this practice, but it was so deeply imbedded in FHA 
thinking that it may take years to wipe out. 


Way No. 3:  FHa’s hard-to-justify assumption that the better 
the house the higher its maintenance. If a builder adds $1,000 to 
the first cost of a house for upkeep-cutting items like better in- 
sulation, double glazing, plastic flooring, brick facing and long- 
warranty mechanical equipment, FHA’s rule of thumb assumption 
is that the maintenance will be not less but more, so FHA actually 
insists that to buy this better house a family must have at least 
$1,000 a year more net income after taxes. 


So far as we know, FHA is doing nothing at all to stop penalizing 
quality in this preposterous way. 


Way No. 4: Counting only one income per family. This may 
have made good sense at the bottom of the depression (when 
FHA was born), for in those days of mass unemployment families 
counted themselves lucky to have even one member bringing 
home a pay check. But it makes little sense at all in today’s full 
employment economy with 21 million women bringing home 
a second income. 


FHA is “studying” this problem, but has not yet done anything 
about it. 


Way No. 5S: FHa’s assumption that the more a family earns the 
more it will want to spend for competing products and the less 
it can safely budget for its home. 

This assumption hardly seemed important when all the builders 
were trying to build low-cost houses. But how can we use FHA 
to sell today’s better house market as long as FHA requires three 
times as big an income after taxes to buy a $16,000 house as it 
requires for a $9,000 house? ’ 

By 1959 there will be 5 million Jess families than there were 
1S years ago with incomes under $5,000, and 17 million more 
families with incomes over $5,000—including 6 million more 
families with incomes over $7,500. In other words, the market 
for the kind of low-cost houses we used to build is getting 
smaller and smaller; the market for more expensive houses 
the market for which we are now building—is getting to be 
enormous. 





Until FHA corrects this downward pressure of its income re- 
quirements our industry will be trapped in the shrinking market 
for too-cheap houses. 
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NEW MODEL by US Steel Homes is first to use steel for framing, trusses, gable ends and interior trim. Unveiled at the NAHB show in 
Chicago, new model has a good plan, deep (36") overhangs. House will be available to dealers within 350 miles of Harrisburg, Pa. plant. 


STE K The new USS house has six tons of it— 
from trusses to plate 


GABLE ENDS (right) have interlock- 
ing steel siding made to look like 
boards. A spring clip provides clo- 
sure between vertical joints. Fascia 
and soffit are made of 20 gauge cop- 
per steel punched for field assembly. 
Screened openings in the rake soffit 








26 vtenieon’ | plastic provide ventilation for the attic. Ga- 
plywood | 3 é be caicidaeeians, TONE bles are bonderized and painted with 
0 I] epoxy paints like the panel members. 
wsulation 1” moulation 
| Pil board 
oat 4 









<i FRAMING CHANNELS (/eft) have holes 
Ai—witermediale . 

Ay i spans in flanges to fasten plywood sheath- ae 

ing outside, foil-backed drywall in- ‘ 

side. Slotted openings in webs let air ; 

circulate through the wall, reducing 

condensation. Steel members are 

bonderized, welded, and painted with 

permanent epoxy paint (baked on). 

Panel covering is applied in the shop. 




















ROOF TRUSSES (right) are shop fabri- 
cated, field assembled. They come in 
4-in-12 or 5-in-12 pitch. Because they 
are spaced 4’ o.c., the attic space could 
be floored and used for storage, al- 
though access is not provided. Pur- 
lins (2 x 4's) are screwed to top 
chord of each truss. Fink type truss 
has 16 gauge U-shaped sections. The 
trusses span 28’ clear in house. 





NEXT YEAR’S MODELS Will put still more emphasis on use of steel, with steel trellis and carports. Trusses and framing will be like 
those shown above. uss Homes has retained Architects Quincy Jones, Fred Emmons, Robert Little, Rufus Nims to design new models. 





Photos: A. C. Summerville 





























THE NEW PRESIDENT OF NAHB IS A SPECIALIST 
in the problems that beset home building today. 
Mortgage crisis? George Goodyear is the kind 
of home builder who is also a mortgage man. 
Land trouble? Goodyear is well known as an 
outstanding land developer. 
Sales lagging? Goodyear has been selling houses 


ever since he got out of school in 1932. 


As one Texas builder put it: “George will make a fine 
president because he has been in the business long enough 
to know all the ins and outs. And it’s a good thing to 
have a president who also understands mortgages.” 

It is also to the good that NAHB’s 15th president is an 
easy-going man. 


He has the drive and energy of a leader, but he 
shows no signs of tension. 


No crisis is likely to fluster him. 

By all the rules of modern business psychology, today’s 
busy executive allows himself at least one major recreation. 
But ask Goodyear how he lets off steam when pressures 
mount and he can hardly point to one hobby. 

He enjoys fishing—‘“but I have to admit I’m a desultory 
fisherman at best.” He started a coin collection—but has 
almost forgotten it. He enjoyed working with tools when 
he was in school but has no hankering for a workshop. 

“To tell the truth,” he says, “I don’t feel the need for a 
hobby. I enjoy the family, reading, parties, listening to 


GEORGE 
GOODY EAR 


NAHB’s new president 


by ROBERT W. MURRAY JR. 


Dixieland music. Work just doesn’t seem to build up pres- 
sures. I guess I’m so interested in this home building busi- 
ness it’s all I need.” 

Goodyear has made a remarkable record for a man 
who is only 43 and manages to confine his regular work- 
day from 9 to 6. 


There are two fundamental reasons why he has come 
so far so fast 


One is that home building is his first love, dating back 
to childhood. The other is that Goodyear is essentially a 
business man. He always applies method to his work. 

You have an example of his instinctive use of modern 
business methods when you learn how it happens that the 
Goodyear family—George, Dorothy and their sons Buddy 
and Dent—happen to live in Charlotte. Happen is hardly 
the word. When Goodyear decided to leave Pittsburgh 12 
years ago he hired a real estate economist to tell him 
where he should resettle. The economist picked Charlotte, 
and that’s where the Goodyears went. 

George had lived in the South before. He was born 
April 11, 1913, in Macon, Ga., where his father owned a 
lumberyard and occasionally doubled as a home builder. 


One of George’s earliest memories is of crawling 
around in a house under construction 


He also remembers trying his own hand as a home 
builder in his back yard, using scraps from the lumber- 
yard. But mostly he spent his time on his pony or playing 
almost every sport he could, despite a leg lamed by polio. 

It was a happy time for George, but the family for- 
tunes were not thriving. The lumberyard was on the 
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Ocmulgee River and every year a flood washed much of 
it away. Early in 1925, when George was 11, the Good- 
years moved to Tampa in time for his father to get in on 
the ill-fated Florida real estate boom. When the bubble 
broke in 1926 the family split up and George’s mother 
took him to Ohio. 

Mrs. Goodyear became a department store buyer and 
in 1928 took a job in Cleveland, where George studied at 
West High School. “More truthfully,” George will now tell 
you, “I managed our champion football team and didn’t 
do very much studying.” 


DOROTHY DENT GOODYEAR 





















Bikes emernin 


This new house takes its exterior design tram the past... 





FOUR GOODYEAR HOUSES that have won national recognition 
have been published in House & HoME (July, ’53; Oct. ’55, July 
°56, Jan. ’57). Goodyear’s architect is R. Emory Holroyd. 


Early in 1932 the Goodyears moved to Pittsburgh. 
George graduated from high school that June. He was 
5’-10” tall, 18 years old, had no desire to go to college— 
even if that had been possible—and knew nobody in the 
city. But he had no doubt at all what he wanted to do. 
He wanted to be a home builder. 





The day he got out of school he got a job with a 
builder 

This first job paid exactly zero, but he was on his way. 
In exchange for sweeping out the office and typing, the 
boss agreed to teach him the business. In 1932 this meant 
the rental business, for no houses were being built. 

George worked at the job for two years. In that period 
he averaged about $2.50 a week in commissions for rent- 
ing houses and collecting rents. To get some income, twice 
each year, for six weeks at a time, he worked as a travel- 
ing salesman in lamps, earning $3 or $4 a day. 

It was a tough life and once he almost gave up. In a 
weak moment, he took a job at $25 a week as manager of 
a chain store warehouse. The salary, in 1933, seemed fab- 
ulous to Goodyear. He couldn’t resist the temptation, but 
the job managed to resist him. The day he showed up to 
start work, the new employer turned him away. Reason: 
the company couldn’t get liability insurance on George 
because of his slight lameness. “It was a very bitter ex- 
perience,” he says. 


“| made up my mind I’d never take another salaried 
job as long as ! lived’’ 


So he went back to his old job and eventually got his 
first good break. A few houses were going up again in 


continued 
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Pittsburgh and George’s boss started building. His young 
trainee found a couple looking for a house to rent for 
$125 a month. George persuaded them to look at his boss’ 
new house, assured them they could have it for the same 
amount they wanted to spend for rent, 

That evening he wound up the deal, found himself 
walking away from his first prospects’ house with a check 
for $2,500 in his hand. He said good-night, walked out 
the front door and fell 4’ off the porch flat on his face. 

That deal taught him a rule about money he never for- 
got. The new house (three bedrooms, two baths, finished 
attic, stone exterior) sold for $12,000. The buyer paid 
$2,500 down, got a $6,000 mortgage. That left $4,000 to 
go. The boss furnished the remainder under a second 
mortgage. “I got the point,” Goodyear says. 


“It’s the guy who can provide the financing who can 
sell the house’’ 


Goodyear collected $300 commission on that sale. 
Within a month he sold a $15,000 house—and got fired. 
“My boss refused to pay me my commission. He said his 
brother had intended to call on the people who bought 
the house. And he figured business had turned the corner, 
so he didn’t need a salesman. I got the commission, though. 
I locked the door and told him I wasn’t leaving until | 
got it or the office was a wreck.” 

His second job, with another builder down the street, 
lasted three years. Things began to click at the start of 
1935. Working from 7 a.m. to midnight every day, he 
earned $6,000 in commissions the first six months, selling 
new houses and contracts for new ones. He drew only $25 
a week, The rest he saved. 


In 1936 Goodyear tried his hand as a home builder 
for the first time 

This initial venture was purely speculative. “I put a 
contractor to work on a lot I had bought but before the 
foundation was completed I found a buyer for the house.” 
As quickly as he could, he used his profit to start three 
more small houses, 

Within a year he was well on his way. Early in 1937 
he set up his own building company. And that year he got 
married—to Dorothy Dent, a beautiful Birmingham, Ala. 
girl he had met at a friend’s wedding. 

In the next eight years Goodyear’s business boomed. 
He developed land for himself and other builders, built 
about 500 houses in Pittsburgh. At the end of the war he 
was president of the Pittsburgh Home Builders Assn., half- 
owner of a tract of 500 lots, and all set to take advantage 
of the building boom he knew was coming. 

The Goodyears would probably still be in Pittsburgh if 
it hadn’t been for the weather in 1945. For the second 
year in a row Pittsburgh had a severe winter. It made the 
Goodyears recall the mild winters in their native South. 
The more they remembered the climate in which they 
grew up, the more the idea of moving back to the South 
grew on them. 














HERE ARE GEORGE GOODYEAR’S CREDENTIALS 


He has been a small builder and a big one, 

He has built in the North and the South, 

He has built prefabs and conventionally, by himself and with 
partners, sometimes using his own crews, sometimes almost 
wholly with subs, 

He has developed much land for himself and has sold much 
to other builders and realtors. 

He has pioneered cost-cutting techniques in his area and is 
widely known for his willingness to try new products. 

He works closely with architects and has won several design 
and merchandising honors. 

He has been president of home builder associations in two 
cities, has served with distinction on NAHB’s legislative commit- 
tee and has frequently served the industry at Senate hearings and 
otherwise, 

_He is also a mortgage lender (his mortgage business is as large 
as his building business). He has been chairman of NAHB’s 
mortgage finance committee and a member of the Voluntary 
Home Mortgage Credit Committee since its start. 





“T realized it was then or never,” George says. “Another 
year and I’d be up to my neck in the housing boom. At 
first, though, we didn’t know where we should go. So I 
paid Roy Wenzlick, the St. Louis real estate economist, to 
do some research, to find out which medium-size city, not 
far from the mountains or the sea and enjoying a good 
year-round climate, had the rosiest future for a home 
builder. 


‘“‘Wenzlick came up with Atlanta first and Charlotte 
second 


“We decided Atlanta was too big for us. So I had 
Wenzlick do a lengthy market report on Charlotte. It 
looked good to us and we decided to make the move.” 

In October, 1945, Goodyear moved to Charlotte. 
Though it is only 200 miles from Macon, he had never 
been there before and knew nobody. Within a year he was 
the best-known builder in town. 


When Goodyear arrived in Charlotte, home building 
was at a standstill. The city was growing fast, had a 
100,000 population and plenty of available lots, but 
builders couldn’t get materials. 

The young newcomer solved the problem by building 
prefabs. They were the first he ever built and the first the 
city had ever seen. A few older builders looked on them 
as “The Enemy,” but it was no problem to find buyers. 
People wanted houses and wanted them fast. 


When George announced his first tract of 20 houses, 
a local newspaper gave it a page one banner head 


His next step was to open a 100-house prefab tract 
which sold as fast as he could put the houses up. Then 
he built 50 prefab duplex units which he rented at a good 
profit even under rent control. Later he sold them as a 
group, for more than they had cost to build. 


continued on page 236 

















FRONT TERRACE of prize winner opens to family room through glass doors. Roof is textured, but other surfaces are plain and unadorned. 


1 \ \ IST ° Rejected by its builders, 


—_ Seven months ago Builders Max Levine and Jerry Snyder put 
this handsome house on the market—three weeks later they gave 
‘ it the full Hansel and Gretel treatment. See photo, below: 
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| os Then last month the original version was one of four houses to a 
ge 4s be . win NAHB’s Design Merit Award. One good reason it won is its 
ate or excellent plan. It has a smooth-flowing traffic pattern and almost 
| no waste space. 
TINA: ; The builders liked the plan too. When they decided to subject 


the exterior to drastic plastic surgery, they still kept the plan. The 
only change they made was to move the fireplace to the back wall 
of the living room. Above the floor the changes were considerable. 
Glass gable ends were taken out; window was area cut in half. 

Builder Levine holds his market responsible for the change. 
“When we started this house last year it was what the people 
eeninieiaill simeaia: Eecha Reek bis debi: ates wanted,” he says. “But there’s no telling what the fickle public 
wood floor at same cost as slab. Dirt inside footings is wants anytime: with the revised model sales have been very good 
moved to back to make site drain to front to meet FHA. —we are 80% sold out in that tract now.” 
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ARCHITECT: Palmer & Krisel 
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STREETSIDE FENCE encloses front terrace, continues as facing on 
garage doors. Design jury was divided on use of fence—some judges 
thought it “much too exuberant,” while others said it “needs texture.” 








FINE PLAN (right) divides house into open living area and private bed- 
rooms. With 1,350 sq. ft. of living area, house was priced to $16,000. 
Built-in range, double oven, garbage disposer were included in price. | i> ik ened : _| 
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this well planned house goes on to win a top NAHB award 





Photos: Douglas Simmonds 






































FAMILY ROOM Opens to kitchen at left, entry at right. Since the family LIVING ROOM Sports a variety of materials and finishes; this 
room is meant to be the focus of the house, the fireplace is placed there is a selling point in the Los Angeles area. Meals can be taken 
“instead of in the living room (right). Kitchen counter is at left. in living room or family room on other side of kitchen./END 
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ONE-STORY VIEW at entrance changes to... 


es» TWO-STORY view past retaining wall 
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DEPENDING on where you happen to stand, the house you see opposite could be 
either one story or two. It has, in fact, three levels, but so successful is it in avoiding 
the pitfalls of split-level design that you are not at first aware that it is a split. 


It has no awkward roof lines, no top-heavy appearance, no crazy-quilt facades. 


Instead, it avoids the ungainliness of so many splits by a unified 69’ stretch of 
roof and by the use of vertical siding all along the facade. It makes wise use of win- 
dows and doors, grouping them together instead of chopping them up. Glass gable 
ends let in maximum light, as does the skylight over the study-guest room in the 
two-story section. 


Architect Hugh Stubbins, who designed the house, took full advantage of a gently 
sloping New England hilltop site to build his split. From the driveway you have the 
impression that you are about to enter a one-story house. The low roof line, the ver- 
tical siding keep the approach simple. But the house does not stop there. On the 
other side of a concrete-block retaining wall and at the back, the ground falls away 
to accommodate the multilevels of the split. 


Architect Stubbins has used fences to delineate areas and to serve as privacy 
screens, using one to divide the front entrance from the two-story wing, using a second 
to define the limits of a patio, off the living-dining area, from the driveway. 


Photos: Louis Reens To look inside, turn the page 
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SPLIT-LEVEL (continued) 


1. stairs lead from entrance up to gallery, 
down to two-story high dining room and kitch- 
en. Living room fireplace wall is at the left. 
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2. GALLERY forms a bridge from study-guest 
room, master bedroom and bath on left to 
stairs by fireplace. It overlooks kitchen, right. 


. 











The key to this three-level plan 


is its long gallery 





that works like a thru-way 
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3. FIREPLACE WALL in living room rises to 
ridge pole, forms a natural passageway to en- 
trance at right. It backs on stairs to gallery. 
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Photos: Louis Reens 


4. DINING ROOM has pass-through to kitchen, 
view to gallery, opens onto outdoor terrace. 
Family room on this floor leads to front lawn; 
hall leads to children’s rooms and to bath./END. 
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MOST 
TALKED ABOUT 


KITCHEN 


The kitchen everbody talked about in Chicago last January was not at the build- 
ers’ show—it was a holdover from the Home Furnishings Show, 

This newsmaking exhibit previews sensational electronic ideas—most of them so 
new they are still in the research and laboratory stage. (But every idea in the kitchen 
is possible—the exhibit works—even though some are still far from the market. ) 

The kitchen has a self-propelled cart that takes food to the dining table, brings 
back dirty dishes, and then turns itself into a dishwasher. 

It has a floor scrubber that goes anywhere in the kitchen—all by itself, 

It has all kinds of food storage and refrigerator units that slide down out of the 
wall cabinets so you can easily reach into them, 

It has a food mixer unit that cleans itself. 

It has a drop-down electronic oven that’s so open you can see right through all 
four sides of it. 

It has a TV screen that lets you watch what’s happening in any other room in the 
house—and you can still get standard television broadcasts on it. 

And plus all these, it has lighting that can range from white to blue to pink, and 
electronic air conditioning that keeps the room dust- and bacteria-free. 
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PRESS A BUTTON and the mobile 
floor cleaner scoots out to clean up 
anything you've spilled (left). After it 
scrubs, it dries the floor and can even 
wax and polish. When not in use it 
lurks under a base cabinet, at left, 
where it automatically recharges its 
hatteries. The buttons and switches of 
the central control table let you run 
the rest of the kitchen, too. They con- 
trol the dishwasher-server cart, which 
is “garaged” in a base cabinet recess, 
out of photo, left. Curving around the 
control table is a counter top with 
range units set into it. These are small 
disks into which you fit special utensils 
that have heen designed so their outer 
surface is always cool. Dominating the 
control table is the TV screen, that 
rotates so it can be seen from any 
point in the kitchen, lets you watch 
what's going on in any room in the 
house. The kitchen and the appliances 
are being developed by the Whirlpool- 
Seeger Corp.'s engineers. 
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FULL VIEW OF KITCHEN shows translucent vinyl ceiling. Only appliance available now is the combined washer-dryer, at far right. 


REFRIGERATOR is one of several 
located at various work centers. All 
are served by central cooling unit; 
Whirlpool-Seeger engineers call this 
new cooling method “piped cold”. 


MIXING UNIT is self-cleaning; be- 
sides mixing, it also blends, grinds, 
or shreds foods at varying speeds. 
Part of unit is removable and self- 
powered for use anywhere in kitchen. 


OVEN is completely open to view; it 
lowers to counter for easy access and 
rises again for fast, electronic cook- 
ing. The kitchen also has electronic 


grill unit for broiling meats./END. 

















T-HOUSE 








Its long walls and wide overhangs are 





fine for outdoor living. 
100 builders will feature this model 























ENTRANCE, above, is past a courtyard-terrace formed by the long bedroom wing at left and carport at right. 
Model is “Better Homes & Gardens” Idea House for ’57. Although the plan is contemporary, the barn-red ex- 
terior and wide sloping roof should appeal to buyers with traditional tastes. Below, patio stretches across wings 
of T, includes screened porch off family room. Wide overhang shelters terrace. House has four skylights; one 
seen here is over the kitchen. BH&G will feature the 1,690 sq. ft. model in its September issue. 
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BIG OVERHANG, seen here from en- 
trance, extends all around the house, 
is 12' wide over the paved patio out- 
side the living room. T-plan gives 
the house four outdoor living areas. 


LIVING ROOM, right, has good detail 
like the exposed beam ceiling, glass 
gable ends. Sliding doors open direct- 
ly to terrace. Fireplace is at end of 
room; long wall is paneled./END 
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KITCHEN, FAMILY ROOM Open out to screened porch and outdoor terrace. A buffer between living and fam- 
ily areas, the kitchen serves both, as well as the porch and terrace. Note skylight over work counters. A 
utility core which bridges the sleeping and living wings adjoins entrance closet and basement stairs in central 
hall. House was designed by Wurster, Bernardi & Emmons. Builders who want to put it up will get promo- 
tion aids, planned local advertising and publicity; plus a tie-up with the stores that decorate and furnish model. 
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LIGHTING ¥ 





















Are you still gust wiring gas jets ? 
Today’s better lighting wll 
make your house look its best— bmann cv 
yet rt costs less than $30 a room: 
OLD NEW—drop-light fixture and cor- OLD NEW—work surface lights and 
nice light. Extra cost: $25. new ceiling fixtures, cost: $30. 
eo | 
OLD NEW—bracket light over beds and OLD NEW —/J10-glare_ mirror-side __fix- 
new ceiling fixture: $18, tures spread light: $15. 
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Most houses are still lit like caverns. 

Yet, outside their homes people live and work with much 
better light. In offices and factories they see better and work 
better because the lighting is adequate to the environment. 
In stores, hotels and nightclubs they respond to the dramatic 
effects that make these places fun to be in. With today’s light- 
ing techniques you can offer this same varied lighting en- 
vironment in your houses. 

By discarding the old gas jet principle (which uses a spot 
of light here and there), homes can be lit in as many ways 
as they can be built. Designs may call for highlights on a ceil- 
ing or back-lighted cabinets, luminous walls, cove light, or 
valances. Light sources can be lines, planes or spots. 


Lighting fits into basic patterns 


Room lighting can be designed for special night accents, 
or a room can be lit to get daylight effects. 

The general diffused light of day, which comes through 
windows in the wall, can be copied with light from valances, 
cornices and brackets .at the walls. 

On the other hand, you can give a room at night an en- 
tirely different accent than it has during the day. You can 
focus attention on a wall, a fireplace or a painting by high- 
lighting it and leaving the rest of the room in semi-darkness. 
But a room must be designed for this; highlighting requires 
a strong architectural accent that stands out. 

Soffit and cove lighting, bounced off the edge of the ceiling, 
can help you get a daylight effect in some rooms. But a ceil- 
ing is not a daylight source and light from it is not flattering. 
You should also know that ceiling light makes a room seem 
smaller than does wall light. Ideally, light below eye level, like 
an open fire, is warmest and most restful. 

For work areas in the home, lighting should be high level 
and bear directly on the work at hand. Counter tops, range 
tops, sinks, workbenches and laundry area all need close light 
at high intensity levels. 


New developments add to lighting’s role 


Today’s lamps and lighting accessories are greatly improved 
over those of only a few years ago and can perform a wide 
variety of functions. Fluorescents no longer flash on and off 


FLUORESCENT FIXTURE fastened to wall gives the room a general light, accents the interior 


Here’s how modern lighting makes the house more liveable 









masonry and makes a decorative strip. 


when turned on, they start rapidly and can be as warm as 
incandescent lamps. Dimming controls are now made for the 
long tubes to give them the same dramatic potential as incan- 
descent bulbs. 

Incandescent lamps now come in colors which make the 
various tones of a room come more vividly alive without 
actually changing the colors. 

Low-voltage wiring can give total or partial control over 
lights in any room from any number of control points in the 
house, 


Builder and buyer split the lighting job 


For the best kind of modern lighting you should build in 
about half the lighting required in your house. The rest is 
supplied by the owner’s free-standing lamps. For the optimum 
light your built-ins should provide, see page 156. 

FHA will usually give full credit for all lighting you put 
in a house, except when you do an expensive lighting job in 
a very low-cost house. 

Today’s lighting calls for more circuits and more outlets. 
A 1,200 sq. ft. house needs 5,000 to 6,000 watts for optimum 
lighting (four circuits just for lights). Extra cost for new 
circuits and outlets: $100. Extra cost for built-in lighting: 
less than $200. New revisions of the National Electric Code 
go part way in recognizing the demand for better lighting— 
outlets will be required every 12’ instead of every 20’ of room 
perimeter. 


Good lighting works for you 


Lots of people like to visit model houses after work in the 
evening. A good lighting job in a model house can add as 
much as one selling “day” to each week. 

With modern lighting a house can take on a richer, more 
varied quality. The sensation of good light is immediate. The 
buyer doesn’t have to think about it, reason it out; like music 
it lends an atmosphere that’s pleasing and comforting. 


You can help yourself to better lighting techniques 
by turning the page. 
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LIGHTING: How to get daylight effects at night 





























THIS ROOM IS A CLASSIC (AND EXPENSIVE) EXAMPLE OF ARTIFICIAL DAYLIGHTING 


At night this room looks very much as it does in the high-level diffused light of day 
(photo, below). Architect Richard Kelly used fixtures hidden above the shaped 
and suspended ceiling to reflect light off the wall and the light colored drapes. 
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General Electric 
































Cornice lights the walls just as daylight does 


Wall lighting like this makes a room bigger at night and is more flattering 
than light reflected off a flat ceiling. The soft background light is supple- 
mented by portable lamps, is not meant to carry room’s full lighting load. 

















This light copies daylight source 


Cornice lighting at the window, a direct 
simulation of daylight effect, is the usual 
form of background lighting. Drapes are 
hung within fixture. Home builders can 
stockpile fluorescent channel and finish 
lumber, have carpenters build in cornice 
lighting at low cost. 














Valance makes a light background of both wall and ceiling 





This built-in fixture by Architects Wilbur Riddle and Carl Droppers takes 
advantage of the high sloping ceiling to throw diffused light throughout 
room. A valance set against flat ceiling would cast sharp band of light. 

















For more on lighting, turn page 
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LIGHTING: How to get dramatic night lighting effects 








HIGHLIGHTING A STRONG DESIGN FEATURE GIVES THIS ROOM NIGHTTIME INTIMACY 


When you have a strong feature like this stone fireplace it can be highlighted to 
give the room an entirely different character at night. Richard Kelly used spctlights 
on ceiling rafters to do job in this house designed by Architect Henry Hebbeln. 


Sylvania 


Window walls need downlights for night view Feature lighting gives accents and safety 


At night window walls usually become black mirrors re- Fluorescent lamps placed under steps prevent tripping 
flecting the room’s light. Down lights, inside and outside and make a design feature out of a small detail. Same 
this house, make the glass wall transparent again at thing can be done under stair rails, window sills. These 
inight. Outdoor lights near trees also help the night view. lights below eye level duplicate the warmth of firelight. 
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Ceiling spots accent fioor texture 


At night, stone floor in this hallway comes alive 
with light from recessed spots in ceiling. Spot 
lights are also used to accent dining tables, 
planters, sculpture and similar design features. 


























F. S. Lincoln, Sylvania 
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Low valance lights room, accents textured wall 











In this bedroom Architect Richard Kelly placed a long valance 
light over the bed but below eye level to serve as the sole light 
source. It acts as bedlight, gives general illumination to room and 
accents the masonry wall as well as the beamed ceiling. 








Back lighting opens up this room 


Built-in lighting turns these book shelves into a 
striking case for objets d’art while opening up 
the room and providing a strong nighttime accent dection section 

for it. Translucent panels cover fluorescent lamps. tngagy: Mane Uneuge side, 














For more on lighting, turn page 
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LIGHTING: How to get light for a specific purpose 


Scott Hyde 





WORKING AREAS NEED HIGH-LEVEL UTILITARIAN LIGHTING FOR THE JOB AT HAND 


A workshop needs a lot of strong light. Power tools, workbench and tool racks or 
cabinets must all be lighted at the same time. A long valance here does all three 
jobs and throws a general light into the room as well. 


Westinahouse Westinghouse Westinghouse 


TRE 











Bathrooms should have a lot of nonglare light for shaving, making up 





Basic bath lighting calls for line For wide mirrors, line sources of In small spaces like the one above a 


sources on either side of mirror (spot 
sources of light glare). Side position- 
ing gives light under chin. 


light, incandescent or fluorescent, are 
placed above. Light is spread and 
bounces off vanity to light under chin. 


ceiling panel reflected by the vanity, ( 


gives the right light. Ceiling light is 
desirable for hair grooming. 
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Kitchens require both general and direct light for preparing food 


A luminous ceiling, above and de- 
tail below, gives a very desirable 
strong general light in kitchens and 
is competitive with plaster and paint. 
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Laundry has hidden light 


Built-in laundry light comes from 
ceiling fixture in this alcove. Linen 
shelves get highlighted and blind pulls 
down when work is done. 


« Westinghouse 


Fixtures under wall cabinets light 
counters, range and are shielded to 
prevent eye glare. Cornice over win- 
dow sends direct light into sink. 


Mobile center fixture, a trend in to- 
day’s lighting, can be raised and 
moved out for general light or simply 
concentrated on the dining table. 


m 
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TV viewing needs background light to prevent eye strain 


Whether you place a TV set in the living room, family room or recess it 
in a den wall, you should provide background light. TV viewed in the dark 
can damage eyes. Valance, bracket or cornice lighting at the wall will do 
the job as will ceiling spotlights reflected off the wall. 


For more on lighting, turn page 
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LIGHTING: Remote control 








REMOTE CONTROL SWITCH AT BEDSIDE IS AN IMPRESSIVE LUXURY FEATURE 


At the touch of the master switch, at left of headboard 
above, every light or a combination of lights in the house may 
be turned on or off. (Ability to flash on all the lights at 
night gives many owners a sense of safety.) 

Switch activates low voltage relays in outlet boxes at fix- 
tures to turn lights on or off. This system reduces circuit 


wiring by replacing the ordinary circuit run from switch to 
fixture with inexpensive low voltage wiring. Despite this 
partial saving remote control adds to the total wiring bill— 
about $400 for a simple system in a six-room house. Ex- 
pensive custom houses often have elaborate systems that cost 
several thousand dollars. 





is your lighting adequate? 


For optimum lighting your fixtures should provide around 
30 lumens (light output) per sq. ft. (The owner’s movable 
lamps will supply an equal amount.) From the table below, 
add up the lumens your fixtures furnish. 


Incandescent bulbs Fluorescent deluxe white tubes 








Lumens 


(light 
Watts Finish output) Length x diam. Watts 
15 Inside frosted 140 
25 Inside frosted 265 
390 [sx i" 14 
40 Inside frosted 465 18” x 1’2"” 15 
520 18” x T° 15 
50 Inside frosted 660 
690 24” x 1%" 20 
700 844” diam. x 14%” 22 
60 Deluxe white 835 
1,040 33° 214" 25 
75 Inside frosted 1,150 12” diam. x 144” 32 
1,280 so” x1" 30 
1,580 16” diam. x 144” 40 
100 Deluxe white 1,630 A 
1,770 48" x 1A" 40 
1,970 60” x 2%” ; 40 
150 White indirect 2,200 
150 Inside frosted 2,650 
200 Inside frosted 3,700 
300 ~=White indirect 4,660 





Is your lighting suitable? 


Activities in a living room are different from those in a 
kitchen. Be sure the lighting and outlets you put in each 
room provide for the room’s normal activities. Check the 
lighting in your house against this list: 


Living-dining area Bedroom 
reading : clothes closets 
piano playing reading in bed 
card playing telephone 
dining dressing table 
study 
elevisi : : 
t —— | Bedroom (children’s) 
conversation | 
picture window | reading 
(should not reflect playing 


room light at night) 
Bath-dressing room 


Family room 


shaving 
playing grooming 
television dressing 
study 
Miscellaneous 


Kitchen-dinette area 





Garage (inside and out) 


food preparation ? 
Porch (steps, if any) 

range counters 

sink dishwasher Utility rooms 

laundry Workshop lighting 


dining Hallways 
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you can be the most — 
talked-about builder 
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ide for all the facts 
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See 


Lennox gives you 





a complete, 
all-new program 


to sell women 


(your most important prospects) 








This year, with a tougher home-selling job ahead, your slogan should be: 
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Sell the woman and you sell the house. You know that women own 65% of the 


3 nation’s private wealth . . . that they have the last word in buying most new homes. 
i The recent Women's Housing Congress in Washington made builders—and 
women—aware, as never before, of woman's influence on the design and sale 
of homes. 
Lennox has gone the limit to help you make the most of women’s buying power. 
This new Lennox program, based on two long years of consultation with experts 
| and of careful study, gives you the extra selling power you need to make your 


year a Sure success! 
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Dramatic ads in national magazines 


for women, to promote the most 
important woman’s touch of all— 


1 


LENNOX all-season air conditioning" 


No doubt about it! Women are sold on air conditioning. 
A survey of women readers of Ladies’ Home Journal 
shows that 88% want air conditioning in their homes. 
Ads in Vogue, McCall's and Living for Young Homemakers 





sell women on Lennox... for you. 
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Lennox runs these convincing ads for you, in magazines i 


women live by: Woman's Day, read by over 4,000,000 
homemakers, your best prospects . . . and Family Circle, 
read by more than 3,600,000 homemakers, hundreds 
right in your community! Every ad features your name 
and address. Every ad tells your prospects why, of all 
new homes in your area, yours are most thoughtfully 
designed with women in mind. 
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Better-engineered gas- and oil-fired furnaces! 
Ultra-quiet air conditioning units! 
127 different models... for every home use! 


It's a fact that almost 9 out of 10 women want air conditioning for their homes. And 7 out of 
10 want central air conditioning . . . all-season comfort all over the house. Leading builders 





are convinced that central air conditioning is a powerful selling feature. To charm the 
ladies, and thus to sell more homes—Lennox is your logical choice 
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Tract Signs 






Here is powerful ammunition to help you make 
this program work wonders for you—a collection 
of selling aids beamed right at the woman. Tract 
brochures that are personally yours, newspaper é; = = 
ad mats, model home signs, in-house display signs, Newspaper Ad Mats 
radio commercials, publicity, a promotion 
calendar to guide your efforts . . . all combine 
to help you make the most of this complete 
program at your point of sale! 





Radio Commercials 
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In-house Display Signs 














Publicity Stories 


Promotion Calendar 






Added sales appeal for any home—proved by 
thousands of installations 








Self-contained air-cooled unit . . . no plumbing i nn 
ee necessary 
ae, Compact, 46” x 30%” x 22” unit requires practically 
no maintenance 
For many practical applications in homes of any 11 
architectural style st 





Refrigeration circuits 100% hermetically sealed 


No cooling tower; no complex wiring; units come 
ready to install 


2-ton, 3%-ton, 5-ton sizes provide proper capacity for 
any home 


Up to 40% less operating cost than other air-cooled 
central systems of similar capacity 


Quiet, efficient, with exclusive engineering features 
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A brochure of woman’s touch 


. 


home feature ideas to give 
your nomes extra Sé les ADP al! 





Here's a potent extra . . . the real ‘‘meat’’ of this extraordinary selling plan. 

A brochure for your use containing a world of wonderful ideas for home features, 
approved by women for their homes, and selected by the editors of leading magazines 
like Vogue, McCall's, Parents’, Living for Young Homemakers, Better Homes & Gardens, 
Woman's Home Companion, American Home, and many others. 

These features are yours to use in the design of your model homes. 












selected by the editors of 
“i HOME pens 
ES 
BETTE i HOMAKES 
McCALL'S 
PARENTS’ 
vocU HOME COMPANION 
poh OLDER 
BOUSE & — DER 


touch 7% 






Your own woman's touch home features—original 
ideas that show your awareness of women's desires 
—may win you national recognition. These ideas 
will be judged by a panel of impartial experts. 
Awards will go to ten top winners. To learn more 
about this much-talked-about contest, mail the 
convenient coupon on the back page of this insert. 
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... world’s largest maker of products for home comfort! 


11 strategically located plants give prompt parts and engineering 
service throughout the U.S.A. and Canada. 
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WARERITE AND ¢™ 
WARE AWNING §7 
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ECON-O-WARE 
AWNING 


FHA specs 
...and 
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JALOUSIE PROJECTED 


CASEMENTS 


Builders are discovering that proven Ware quality is paying off in yet another 
way—for a// Ware windows measure up to the latest FHA requirements, as 
published in Use of Materials Bulletin UM-23. Proof of tests gladly sent 
(an item we'd suggest you /nsist on, from anyone). 


But that’s not all. It’s this same Ware quality of construction and design that 
saves installation time and trouble—and enables you to offer the finest at 
competitive cost. Every window etched and lacquered at the factory, too! 


If you want top value and time-saving features, get the facts on the full Ware 
line. Prompt delivery, too. Our dealers are backed by regional warehouses in 
NEWARK ...CHICAGO...HOUSTON ... ATLANTA. 


 qirendeodepenewlarwlmesangs 





Please rush me complete details and H 
% proof of tests. & 
Name ee TE eS TaD z 
3 Firm Bitte : 
AWM A Quahty Specrhcations - Materials, Construe: Street 5 
thon, Strength of sections and Aw infitraten requee- 
ments — Contumed by Prrtseuace Tistme Lasoeatony MY 
CHCA — Lote Wind MANUFACTURERS ASsOCUTION % City State ‘i 


Ware Laboratories, Inc., 3700 N.W. 27th St., Miami, Florida 


MARCH 1957 


157 








Fast, efficient — 


service by more than 
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9600 local Lennox 
De ConeevkeyamO@e-vaesencpteneelc 








~ — tnyour community! 
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aa comfort craftsman 





Plan now... today... to add the 
- golden touch to your home selling with. 


a the woman’s touch 


LENNOX INDUSTRIES INC. 
Merchandising Dept. HH, Marshalltown, lowa 


Please send me complete information about the woman's touch selling program, including 
details of the woman's touch model home promotion package, and your national com- 


petition for home-feature idea awards. 


NAME_ 

FIRM 

ADDRESS 

CITY ZONE STATE 
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JALOUSIE [ty PROJECTED 


CASEMENTS 


Builders are discovering that proven Ware quality is paying off in yet another 
way—for a// Ware windows measure up to the latest FHA requirements, as 
published in Use of Materials Bulletin UM-23. Proof of tests gladly sent 
(an item we'd suggest you insist on, from anyone). 


But that’s not all. It’s this same Ware quality of construction and design that 
saves installation time and trouble—and enables you to offer the finest at 
competitive cost. Every window etched and lacquered at the factory, too! 
If you want top value and time-saving features, get the facts on the full Ware 
line. Prompt delivery, too. Our dealers are backed by regional warehouses in 
NEWARK ...CHICAGO...HOUSTON ... ATLANTA. 


| ghensreiegieenvaturg 


Please rush me complete details and H 


= proof of tests. & 


Name 


% Firm taasaial : 
AWM A Quatty Specthcations - Materiats, Construc- ; Street 
thon, Strength of sections and Ax infitrateon requee- ae 
ments — contwmed by Pritsauace Tistme Lasoeatoey 


MEMBER — AL peneL WINDOW MANUFACTURERS AssocuATION g City State Pree 


Oe Se oe Be me eS we 
Ware Laboratories, Inc., 3700 N.W. 27th St., Miami, Florida 
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Fast, efficient 
service by more than - 
59600 local Lennox 


2 Comfort Craftsmen—one | 


in your community! 





Plan now... today... to add the 
golden touch to your home selling with 


the woman’s touch 

















MARCH 1957 
















WINDOWS 


ECON-O-WAILL 










ECON-O-WARE 
AWNING 


latest 


FHA specs 
...and 


WARERITE AND 
WARE AWNING 





PROJECTED 





JALOUSIE 


CASEMENTS 


Builders are discovering that proven Ware quality is paying off in yet another 
way—for a// Ware windows measure up to the latest FHA requirements, as 
published in Use of Materials Bulletin UM-23. Proof of tests gladly sent 
(an item we'd suggest you snsist on, from anyone). 


But that’s not all. It’s this same Ware quality of construction and design that 
saves installation time and trouble—and enables you to offer the finest at 
competitive cost. Every window etched and lacquered at the factory, too! 


If you want top value and time-saving features, get the facts on the full Ware 
line. Prompt delivery, too. Our dealers are backed by regional warehouses in 
NEWARK ... CHICAGO... HOUSTON ... ATLANTA. 
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Ware Laboratories, Inc., 3700 N.W. 27th St., Miami, Florida 











ALUMINUM WINDOWS > 


UM-23 


puor ished be! 





FOR YOUR PROTECTION 
INSIST ON... 





THESE MEMBERS OF THE 
ALUMINUM WINDOW 
MANUFACTURERS ASSOCIATION 
ARE READY TO SUPPLY YOU 
WITH WINDOWS THAT MEET 
THE NEW FHA REQUIREMENTS 





Windows Tested and Approved 
as of February 1, 1957 


ALBRITTON ENGINEERING CORP. 
2501 Wroxton Road, Houston 5, Texas 
ALCASCO PRODUCTS 
Div. of Detroit Gasket & Mfg. Co. 
12640 Burt Road, Detroit 23, Mich. 


THE WILLIAM BAYLEY COMPANY 


1200 Warder St., Springfield 99, Ohio —— 


CECO STEEL PRODUCTS CORPORATION 
5601 West 26th St., Chicago 50, Il, §=—_}- 


DURALITE WINDOW CORPORATION 


Carr Street, Knoxville, Tenn. §3=£———__— 


MICHAEL FLYNN MFG. CO. 
700 East Godfrey Ave., Philadelphia 24, Pa. 


METAL ARTS MFG, CO., INC. 


Harwell & Oakcliff Rd., Atlanta, Ga. ,- 


MIAMI WINDOW CORPORATION 


5200 N.W. 37th Ave., Miami, Fla. prea Se 


REYNOLDS METALS CO. (Window Div.) 
2000 S. 9th St., Louisville, Ky. ———— 


STANLEY BUILDING SPECIALTIES CO. 
1890 N.E. 146th St., North Miami, Fla. 


J. S$. THORN COMPANY 
8501 Hegerman $t., Philadelphia 36, Pa. 


UNIVERSAL WINDOW COMPANY 
950 Parker St., Berkeley 10, Calif. —— 


VALLEY METAL PRODUCTS CO. 
Bridge St., Plainwell, Mich. a 


WARE LABORATORIES, INC. 


3700 N.W. 25th St., Miami, Fla. 


WINDALUME CORPORATION 


Route 46, Kenvil, N. J. 


WISCO ALUMINUM CORPORATION 


3900 A Street, Detroit 16, Mich. 
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For detailed information on specific windows write 
direct to any of manufacturers listed above. 
For copy of AWMA window specifications write us at Dept. HH 573 


ALUMINUM WINDOW 
MANUFACTURERS ASSOCIATION 


75 West Street, New York 6, N. Y. 


ALUMINUM WINDOWS 
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Which is the best furnace for future air conditioning ? 








oe Ne en CMTS el 2 Oe le we Oe cee eeu meueaey oe 





This much is sure: no one furnace will do the best job in all homes. 





House design, type of construction, climate make different demands on 
heating systems. These demands increase when air conditioning 

is added. Each model of the Carrier Winter Weathermaker, ‘‘the Furnace 
with a Future,” was expressly designed for the later addition 

of air conditioning. Ask your Carrier dealer to guide you in the 


right selection. Because he sells all models, his only interest 


is to recommend the type that serves you vest. GOD 


it's time to call Carrier. You'll find your Carrier dealer's name in 


the Classified Directory. Carrier Corporation, Syracuse, New York. 
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Will your homes have basements? This upflow type 
Carrier Winter Weathermaker* has a casing at top 
into which the cooling coil is easily placed when 
summer air conditioning is desired. Same ducts are 
used. All Winter Weathermakers are gas or oil fired. 
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Do you build small, compact houses? |f space is at a 
premium you’ll want a furnace that occupies little space 
inside the house. This horizontal Winter Weathermaker 
can be located in the attic or in a crawl space. Gas 
model is shown but oil-fired furnace does the job too. 


Will your homes be without basements? This coun- 
terflow Winter Weathermaker is usually used in homes 
with concrete slabs or crawl spaces. It is generally cou- 
pled with perimeter air distribution. Because of its effi- 
cient design it easily fits into closet or small utility room. 


How is future cooling added? This is the refrigera- 
tion section which is placed outdoors, in a garage or 
on a flat roof. Small copper lines connect to the cooling 
coil which is easily added to the furnace. Cooling uses 


the same filter, fan, duct system, thermostat as heating. 
*Reg. U.S. Pat. Off. 
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HOMES SELL FASTER WHEN 








QUIET-ZONED WITH CELOTEX 





PERFORATED CEILING TILE 





New CELOTEX quiet-zoning makes homes sell easier. Smart, exclusive linear- 









random tile board helps ‘‘zone off’’ noise—breaks the barrier to bigger, quicker 
sales. Add the deal-clinching power of “‘peace and quiet” to your plans. Quiet- 
Zone the homes you build, with this newest aid to better building from the 
originator of noise-quieting fiber tile. Feature this sales-making mark of a 


truly modern home: Quiet-Zoned with perforated ceiling tile by CELoTEx, 





Cuts Costs Three Ways! (1) Needs no 
decorating! (2) Material cost is low! 
(3) TWINTEX* (12x24 cross-scored) goes 
up faster, covers twice the area with one 
tile (also available 12x12 size, bevel butt 
or “E-Z”’ joint). 


Sells On Sight and Sound! New, pat- 
ented, eye-easy linear-random perfora- 
tions! New, exclusive, really white finish! 
And prospects appreciate the way it puts 
a hush on noise! 


#*Reg. U.S. Pat. Off. 
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A complete line of building products, nationally advertised under one famous name 
INSULATING SHEATHING « ASPHALT ROOFING ¢ MINERAL WOOL ¢ FLEXCELL* 
PERIMETER INSULATION AND EXPANSION JOINT FILLER ¢ INSULATING ROOF 
SLABS ¢ GYPSUM PRODUCTS * HARDBOARDS « INSULATING SIDING « CEMESTO* 
STRUCTURAL INSULATING PANELS ¢ INTERIOR FINISHES * AND OTHERS 


Build better... build with genuine 


CELOTEX 


REG. U.S. PAT. OFF. 


BUILDING PRODUCTS 


THE CELOTEX CORPORATION * 120 SOUTH LASALLE STREET * CHICAGO 3. ILLINOIS 









Insulating 
ROOF SLABS 
with exclusive 
VAPOR SEAL 
at ALL joints! 





Now .. . perfected by Celotex for 
use in areas where a positive vapor- 
barrier is required . . . insulating roof 
slabs with integral vapor barrier plus 
vapor seal gasket on one long and 
one short edge of each slab! 


®@ Now available nationwide! 


@ Also Standard Type for areas not 
requiring vapor barrier! 


Attractive, White 
FINISHED CEILING 


White ceiling surface of Celotex 
Insulating Roof Slabs is cleanable, 
paintable. Handsome appearance, 
ideal for modern exposed-beam con- 
struction. Adds “sell” to the job! 


Economical! 


SAVES LABOR, 
TIME, MATERIALS! 


Roof Deck 
Insulation 
Finished Ceiling 
Vapor Barrier 


ALL IN ONE PRODUCT 
with 
ONE APPLICATION 
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THE BEAUTY OF CONCRETE MASONRY 





(Right) Exposed masonry wall 
in living room of palatial 
residence. 8’ stacked units 





tain pleasing shadow effects. 


Concrete brick with extruded mortar joints and long 
low split units combined in this ranch type home. 


The many new applications of concrete ma- 
sonry in new construction appear to be one 
of the more interesting developments of the 
current building boom. In fact, the upsurging 
popularity of concrete masonry as evidenced 
by the tremendous demand for standard and 
split block, seems to be the consequence of 
not only construction economy but of con- 
structive thinking as well. 

Certainly the many novel and interesting 
concrete block effects now noticeable in new 
home designs are far from the ordinary. 





Horizontally stacked 8” x 8” x 16” units enhance the 
natural beauty of this “all block” office building. 


These effects range all the way from major 
structural innovations such as the use of 
chimney block on edge, to create a 3D effect, 
to striking entrance designs. Block stacked 
horizontally or vertically may also be seen 
in many new applications. 

Of course, it is in the wide variety of 
design that Vibrapac block has long offered 
And it is in this 
respect that its use has increased enormously. 


outstanding opportunities. 


New patterns, textures, colors and sizes of 
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alternately protruding to ob- 


Preecegerrerrnr 


Mh HSCF 
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succile effects i in concrete block construction bring 
new opportunities to designers and builders .. . 


Vibrapac block now available, bring designer 
and builder virtually an artist’s palette for 
creation of new structural beauty. Endless 
variations of rooms, corridors, stairways, 
basements, fireplaces, etc., are possible by 
simply varying the selection and laying of 
Vibrapac block. 

Similar variety may be achieved outdoors. 
Patios, terraces, steps, planters, retaining 
walls, etc., all can receive original treatments. 
Even inexpensive housing can be given the 
and sale-ability . . . of 
unique Vibrapac block effects. Here again, 
the economy and dependability of Vibrapac 
block enable the builder to achieve selling 


appeal of distinctive design without losing the 


added artistry .. . 


Vibrapac 


advantage of competitive pricing. 
block has much to offer as one of the most 
versatile and useful of modern building ma- 
terials. Complete literature on request. Write, 
BESSER COMPANY, Box 175, _ Alpena, 
Michigan, USA. 
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ati sais dielien “te ae a 
This fence of 8” x 6” x 8” block, laid in 


@ square pattern, provides semi- privacy. 












































Apartment building entrance employing stacked 
steel sash block to achieve this interesting effect. 





Stacked split units of any height make an eye-appealing 
fireplace. Shown are 4x16” split block in stacked bond. 
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‘T’ve just investigated all the 
NEW FEATURES of the 
MALT-A-MATIC window... 


b, 
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ere’s my deduction: 


q. The new, HEAVIER GAUGE metal slide 
construction increases window strength 
and service life . . . promotes smooth, 
easy sash operation. 

2. IMPROVED SPRING-BOX design gives 
better tension control on slides and more 
accurate set screw adjustment. 

x Addition of GLASS FIBRE INSULA- 
TION makes Malt-A-Matic extremely 


weather-tight . . . seals out drafts ... re- 

duces heat loss. 
€ 4, Regular Malta features . . . QUALITY 
MATERIALS . . . PRECISION CON- 


STRUCTION . .. CHEMICAL TREAT- 
MENT and instant, inside SASH 
REMOVAL assure fast, economical. in- 
stallation and positive home buyer satis- 
faction. 
Get on the trail of your nearest MALTA 
dealer right away. Carry out your own 
investigation. You'll find plenty of evi- 
dence to prove that MALTA windows 


make homes go up faster ... look better 
... Sell easier. 


MALT-A- MATIC 
double-hung 
window is 
fully modular 
— adapts to 
various wall 
thicknesses. 
Available in 

a wide range 
of sizes. 












MALT-A-GLIDE horizontal slid- 
ing window with removable sash. Full 
weatherstripping and new heavier gauge 
aluminum sill provides easy operation... 
water-tight seal. 


MALT-A-VENT modern all-pur- 
pose window installs as awning, hopper 
or casement style. All around aluminum 
weatherstrip seals out water, wind and 
dust. Completely assembled, ready-to-in- 
stall, carton packed. 
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3 steps to successful 
prefab home selling 























Mr. Erdman chose these RCA WHIRLPOOL appliances for his 
striking new prefabricated home designed by Frank Lloyd 
Wright. These appliances, like every detail in the home, were 
selected because they met rigid specifications for design, 
quality, and performance. 

Whether you are an on-site builder or a prefab dealer, choose 
RCA WHIRLPOOL appliances—the leading line of home appli- 
ances—and increase the desirability and salability of your 
homes. 

Your RCA WHIRLPOOL distributor will be glad to furnish 
complete information and specifications. 











a 























Use of trodemorks ma ond RCA authorized by trademark owner Rodio Corporation of America 


it's easier to sell RCA WHIRLPOOL equipped homes than to sell against them! 
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OME 


1. choose a leading designer and architect...like... 








FRANK LLOYD WRIGHT 


- It is important that the prefabricated home you choose 

Lb reflects the inherent good taste of functional design—like 
thisErdman home, designed by Frank Lloyd Wright, the 
greatest name in contemporary architecture. 


2. choose a leading prefabricator...like... 


MARSHALL ERDMAN 
AND ASSOCIATES, INC. 
Your success, to a great degree, depends on the integrity 


MADISON WISCONSIN 


of the prefabricator you choose. His standards of quality 
‘ will be your standards. His engineering will influence 


your profits. His craftsmanship will be the measure of 
your customers’ satisfaction. 


3. choose the leading line of home appliances... 
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Re) Whinkpool 





HOME APPLIANCES 


The quality of a home many times is judged by 
the quality of the appliances with which it is 
equipped. The proven quality of RCA WHIRL- 
POOL appliances will increase the desirability 
of any home. Your prospects already are sold 
on RCA WHIRLPOOL appliances—they know 
the brand name well—they appreciate the 
high quality—and they approve of the beauty, 
the many features, the unusual conveniences. 

The full line of RCA WHIRLPOOL appliances 


ls 




















includes automatic washers, automatic gas and 
electric dryers, a washer-dryer combination, re- 
frigerators, freezers, room and central system air 
conditioners, dehumidifiers, built-in and free- 
standing ranges, an electronic oven, automatic 
dishwashers, food waste disposers, sinks, and 
cabinets. Most of the units are designed to 
achieve a built-in appearance, some engineered 
to be completely built in. Most are available 
in a choice of modern colors and white. 








RCA WHIRLPOOL Home Appliances 
Products of WHIRLPOOL-SEEGER CORPORATION St. Joseph, Michigan 
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Congrabiladione lo the Wane 


SiILT-WELL 


The judges had a difficult time picking the thirt 
ici hs ase a's . NATIONAL 
top winners in the 1956 Bilt-Well Builders’ Con- 


test. The photos of Bilt-Well Window and Cabinet GRAND PRIZE 
installations entered by hundreds of builders from WINNER 
every area of the country were outstanding and a Prize: 26-Day, Deluxe Trip to Europe (for 2) 


fine tribute to the ingenuity of the building industry. 


We would like to express our appreciation to all 
the builders who submitted entries in the contest, 
to all local lumber dealers who supplied these 
builders with BILT-WELL products, to the excel- 


lent panel of judges and everyone else who helped 


make this contest so successful. 





DONALD K,. MacGILLIVRAY 
Period Homes 
Spokane, Washington 


(rere 


woop ¥ work 











aes THE BILT-WELL LINE — 


WINDOW UNITS, Double-hung, Awning. Case- 
ments, Basement, Storm and Screen. CABINETS, 
Kitchen, Multiple-use, Wardrobes, Storage, Vanity- 
Lavatory and Vinyl Countertops. DOORS, Exte- 


The following distinguished representatives of the building indus- rior, Interior, Screens and Combination. 


try capably handled the judging of the 1956 Bilt-Well Builders’ 


Contest during the January N.A.H.B. Convention in Chicago: wee 
(left to right) Joseph Mason, Editorial Director of American 
Builder; Martin L. Bartling, Jr., Secretary of National Association WOODWORK 


of Home Builders; William H. Scheick, Executive Director of the 
Building Research Institute; Robert C. Reschke, Senior Associate manufactured by 


Editor of Practical Builder; and Carl Norcross, Executive Editor CARR, ADAMS & COLLIER CO. 


of House & Home. since 1866 Dubuque, lowa 
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Builders Contest 
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EASTERN MID-WESTERN WESTERN 
REGIONAL REGIONAL REGIONAL 
WINNERS WINNERS WINNER 
Prize: 8-Day Holiday Trip Prize: 8-Day Holiday Trip Prize: 8-Day Holiday Trip 
to Bermuda (for 2) to Mexico (for 2) to Hawaii (for 2) 








JOE T. RUBY WALTER THOMPSON LOREN W. BENTON 
Uniontown, Pa. Marion, Indiana San Antonio, Texas 
Supplier Supplier: Supplier: 
Hi-Way Supply Co., Dunbar, Po. Walter Thompson Lbr. Co., Marion, Indiana Standard Lumber Co., San Antonio, Texas 
It pays to 
# e 
{ . put Nationally 
ae 2 
. Advertised 
7 BILT-WELL 
} 
: Woodwork 
a” ; 
ee . in the homes 
oe Ps Biol cd o i 
ALDEN ROBBINS NELSON G. RAY you build! 
Cranston, R.|I, Caves Road, Chesterland, Ohio 
Supplier: 


Harris Lumber Co., Providence, R.1. 


Twenty-four Runner-up Top Entries... Prize: $100 U.S. Government Savings Bond 


W. P. ABRAHAM ROBERT P, GERHOLZ J. B. ROBINSON 

W. J. Abraham & Sons, Inc., Seymour, Ind. Gerholz Community Homes, Inc., Flint, Mich. So. Hamilton Ave., Georgetown, Ky. 
VINCENT E. PETERSON MR. JACK SCHILTZ R. M. OSBORN 

Peterson Bros. Const. Co., Omaha, Nebraska Schiltz Construction Co., Dubuque, lowa Hillsboro, Indiana 
EMIL KUCIREK J. W. HENLEY JACK HORNER 

Kucirek Const. Co., Lorain, Ohio J. W. Henley & Co., Memphis, Tenn. Mississippi County Lbr. Co., Blytheville, Ark. 
TWIGGS CONST. CO. CAVALIER REALTY CO. TOM LaFOLLETTE 

Macon, Georgia Portsmouth, Va. Potlatch Yards, Inc., Kennewick, Wash. 
EDWARD L. BOLDING R. F. GIBBS BURNELL REINITZ 

Tampa, Florida Gordon, Georgia Esslinger & Reinitz, Guttenberg, lowa 
ROY E. FORD F. D. KINDRED BERKSHIRE ENGINEERING 

The Ford Company, Council Bluffs, lowa Lexington, Kentucky Great Barrington, Mass. 
BAUER & NEEDHAM ARTHUR L. BONINE VERN CARRIS 

Madison, Wisc. Cassopolis, Michigan Dubuque, lowa 
PRIVATE HOMES, INC, JACK SCOTT W. H. McCALLUM 

Rapid City, S. Dakota Scott Lumber Co., Raymondville, Texas Aiken, So. Carolina 
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TAPPAM'S FULLLINE OF GAS, 
5 §=—s INCLUDES THE RIGHT RANGE FOR 


Tappan interchangeability cuts vour cost! 
One cut-out for either gas or electric built-ins! 

































































a \ Gas oven standard with separate broiler. 
NEW 33.1NCH prs “sree \ Electric available with double oven 
. UNIT has all controls right on the surface. , 
The top is removable to permit easy clean- N 
ing of dirt or grease drippings from cut-out N 





area. Unit available with Tappan Set ’n 


' ae 
Forget thermostatic control. —>. QB : 


33-INCH DROP-IN ELECTRIC SUR- > 
FACE UNIT is readily interchangeable => 





with its gas counterpart. This unit, one of 
seven electric types in the Tappan line, is 


... plus these other gas and electric surface units - available with Tappan Set 'n Forget 
, t tati trol. 
to fit every buyer’s building or remodeling plans ! pieatcataaona: 





© 'sccee @ 9999 @' 


42-inch electric drop-in 42-inch electric drop-in 
24-inch gas drop-in 24-inch electric drop-in with built-in griddle with NuTone food center 


NOTHING COOKS OR LOOKS LIKEA TAPPAM... 
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More variety and sales with 


TAPPAN BUILT-INS! 


They like gas? Electric—or electronic cooking? 
You’ve got everything with Tappan! Gas, elec- 
tric or electronic built-in ovens to combine 
with Tappan surface units, and remember— 
gas and electric are interchangeable in same 
cut-out! All serviceable without removal from 
cabinet or wall. Installation? Easy and inex- 
pensive, whatever the choice. Tappan Built- 
Ins are available with or without Visualite 
windows, with chrome or porcelain oven lin- 
ings. Choice of gleaming Lusterloy or Copper- 
loy finishes—and now even four lovely pastels. 
Both gas and electric ovens with separate roll- 


out broilers. See what we mean? You can offer 
a beautiful Tappan Built-In for any kitchen. 
You get everything, mostly sales, with Tappan! 


Best looking, best cooking features make 
TAPPAN BUILT-IN RANGES SELL ON SIGHT! 


e Best baking chrome-lined oven 

® Convenient Visualite oven window 

® Lift-off oven door 

® Built-in Rotisserie 

© Eye-level automatic controls 

® Separate roll-out broiler drawer 

World’s fastest cooking 

© Set ’n Forget thermostatically-controlled burner 
@ Widest range of heat selections 

e Ample top work space 


13-inch electric drop-in 14-inch drop-in griddle 


that’s why Tappan sells so well! 


® LEADER IN BUILT-IN RANGES 
e@ FIRST WITH ELECTRONIC COOKING FOR THE HOME 












NEW TAPPAN 
DOUBLE OVEN ELECTRIC 


just 24 inches wide! 


Here it is—an electric double oven that neatly fits in a single oven 


ELECTRIC AND ELECTRONIC BUILT-INS 
EVERY CUSTOMER’ 





width, and it’s readily interchangeable with Tappan gas oven units! 


What woman wouldn’t want to own it? She can roast a big dinner 
in the top oven while pies or cakes bake in the bottom. No waiting 
for oven space in Tappan’s two! Cash in now on this new unit that 


has twice the convenience of an ordinary range! 
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Call, wire, or mail coupon today for full details on every Tappan Built-In 





The Tappan Stove Company 
Dept. HH-37, Mansfield, Ohio 


Please rush complete facts and availability information 
on the new Tappan 











— Electronic - Gas —- Electric Built-In Ranges 
NAME Er 
Is i hcetiienlassinischenesthlghengtei aie a i nape ee an 

po ene ee Ste Sk: 

CITY ER _ZONE___ __ STATE 








[] I build homes —] I remodel kitchens 




















4 $ With walls and ceilings heat-proofed with Alfol Aluminum Foil 
‘ la » Insulation, these spacious Dallas homes derive “’5-ton” performance 
4 ; J from 3-ton cooling units. Builder-designer is David Tips, Dallas. 


Cost of Air Conditioning these homes 
cut $400 each with Alfol Insulation! 


By boosting air conditioning efficiency with Alfol Aluminum 
Foil Insulation, Dallas builder David Tips gives his custom- 
ers year-round comfort in a home they can afford. 


Cooling load cut 


“Our homes,” writes builder Tips, “are big even for Texas. 
But with Alfol Insulation in walls and ceiling, our air condi- 
tioning needs are met with capacity to spare by a 3-ton cool- 
ing unit. Having originally priced the 5-ton size, we figure 
Alfol saves us roughly $400 per house!” 


A designer as well as builder, Mr. Tips knows that Alfol is 
better for him, better for the customer. Its superior year- ry 3 
’round efficiency, along with its protection against condensa- aie : 
tion, makes for better construction all around. — é Ease of Alfol installation 


Ideal for air conditioning, Alfol minimizes tonnage require- 





means extra savings for you 


ments . . . insures low cost operation. Even by itself, Alfol 

makes a difference your prospects can feel. Installation of the Alfol Blanket is fast, positive, virtually fool- 
A . proof. All you do is staple the flanges—the aluminum foil layers 

Free data book: Why not investigate Alfol for your next expand automatically. The result: Alfol Insulation installs at speeds 

job. For comprehensive information as to efficiency, applica- up to 3,500 sq. ft. per man per day! Whether you install your 

tion, availability and cost, send today for your free copy of own insulation or buy it contractor-applied, the extra Alfol speed 

the new 24-page Alfol data book. means extra savings for you. 


REFLECTAL CORPORATION 


A subsidiary of Borg-Warner Corp. 


310 South Michigan Ave., Dept. HH-3, Chicago 4, Ill. 





Export sales subsidiary: 
Borg-Warner International Corp, 
36 So. Wabash Ave., Chicago 3, Ill. 
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“READY HUNG DOORS MADE BY THESE LEADING WHOLESALERS 


ALBANY, N. Y. 
lroquois Millwork Corp. 
BALTIMORE, MD. 


BUFFALO, N. Y. 


DAYTON, OHIO 
troquois Door Co. 


INDIANAPOLIS, IND. 
Dayton Sash & Door Co. 


OAKLAND, CALIF. 
Midland Building Industries, inc. 


SEATTLE, WASH. 
Ready Hung Door Mfg. Co. 


Acme Millwork, inc. 


ST. PAUL, MINN. 
Minnesota Wood Speciaities, Inc. 


Central 


Building Supply, inc. 


BILLINGS, MONT. 


Building 


Service, Inc. 


BIRMINGHAM, ALA. 


National 


Woodworks ,Inc. 


BOSTON, MASS. 
A. W. Hastings & Co., inc. 
Somerville 44, Mass. 


MARCH 1957 


The Whitmer-Jackson Co., Inc. penyeR, Coto. 


CHICAGO, -ILL. 

Morgan Sash & Door Co. 
CINCINNATI, OHIO 
Acme Sash & Door Co. 


CLEVELAND, OHIO 
The Whitmer-Jackson Co. 
Massition, Ohio 


Lumber Deaiers, tac. 
GRAND RAPIDS, MICH. 
Porter-Hadiey Company 
HUNTINGTON, WEST VA. 
tron City Sash & Door Co. 
HOUSTON, TEXAS 


Southwest Sash & Door Co. 


LOS ANGELES, CALIF. 
Ready Hung Door Mfg. Co. 
Burbank 

MARION, IND. 

General Millwork Corp. 
NEW YORK, N. Y. 
Bailey-Whaien Co. 

West Orange, N. J. 


PITTSBURGH, PENN. 

iron City Sash & Door Co. 
ROCHESTER, N. Y. 

The Whitmer-Jackson Co., inc. 
SAGINAW, MICH. 

Flint Sash & Door Co., inc. 
SAN ANTONIO, TEXAS 

Ready Hung Door Mfg. Corp. 


Kirkland, Wash. 

SiOUX FALLS, S. DAK. 
Jordan Millwork Co. 
SPRINGFIELD, MO. 
Southern’Suppiy Company 


ST. LOUIS, MO. 
imse-Schilling Sash & Door Co. 


St. Paul Park, Minnesota 
SYRACUSE, N.Y, ~ 
Iroquois Door Co. 
TOLEDO, OHIO 

Allen A. Smith. Co- 
TORONTO, CANADA 
C. Lioyd & Son Limited 
WACO, TEXAS - 


Frank Stevens Sash & Door Co. 


READY HUNG DOOR CORP., FORT WORTH 2, TEXAS 


CALL YOUR LUMBER DEALER 
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Easiest of all to install! 


New Westinghouse 
in-the- wall 


eeeeseeeeneee7#5veeeensteeeeseeneeetseeeeesteet @ 


Refrigerator-Freezer 


Completely self-contained . . . they just slide into place. 
No separate installation of Refrigerator Units is re- 
quired. Light in weight, they’re easier to handle and 
install. New Thermo-Struct construction reduces 
weight, increases structural strength. Cabinet interiors 





are deeper, have capacity for the largest food items 
because they mount in-the-wall. Designed to meet FHA 
requirements, these Built-ins offer installation advan- 
tages every builder will welcome and there’s both a 
horizontal and vertical model to fit any kitchen plan. 





True built-ins with 
all the deluxe features! 


They offer that touch of glamor women want in their 
kitchens. They are true built-ins, not merely 
adaptations of free-standing models. Color 

availability includes 5 Confection Colors; Frosting 
Pink, Mint Aqua, Lemon Yellow, Nougat Gray, Sugar 


White . 


. . plus Brushed Chrome or Antique Copper. 


Refrigerator section has Automatic Cycle Defrosting 


. defrosts when needed. And for durability, one- 


piece Thermo-Struct cabinet, exclusive with 


Horizontal model has a 9.2 cu. ft. Re- 
frigerator, 3.4 cu. ft. Freezer, puts all 


foods at reach-in level. Model BHK-13. 


Vertical model with 8.9 cu. ft. Refrigerator, 
4.0 cu. ft. Freezer, has convenient food 
compartment up top. Model BVK-13. 


Westinghouse, won't rust, corrode, decay, rot, nor 
lose insulating efficiency. 


See your Westinghouse distributor or write: 
Contract Sales Department, Westinghouse 
Electric Corp., Major Appliance Division, 
Mansfield, Ohio. 


Crmeror 


nano 


You CAN BE SURE...IF ITS Westinghouse 
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These are the new Steelcraft all-steel Folding Doors— 
the beautiful way to get the most out of a closet. 


For the material and construction cost of one ordinary closet, you 
can offer twice as much useful, accessible storage 

space. Eight-foot Steelcraft folding doors eliminate framing costs 
above closet. Complete installation can be made by 

two men in only 15 minutes. 


Imagine your Mrs. Homebuyer opening these folding doors to expose every 
corner of the closet—all at once. Even the highest shelf is accessible. 


There are no dirt-catching floor tracks . . . no door swing problems 
to interfere with traffic or complicate furniture arrangements. 
They operate silently and lend a decorative touch to any room. 


Write for new installation and specification folder. 








New Steelcraft folding doors are available in 6'-8" and 8'-0" 
heights, and in widths from 1'-6" to 5'-0" . . . prime-coated, 
finshed painted or wood grained. 


THE STEELCRAFT MANUFACTURING COMPANY 


ROSSMOYNE, OHIO 





serine NEW WAYS 
TO BUILD BETTER 


A new editorial section on ideas, products and techniques 


OPEN YOUR ROOF TO BRING LIGHT INDOORS 


Thanks to changes in FHA you can now add light 
and glamour to the inside of your houses. For 
tips on how to do it, see page 178. 


.. . WITH THESE NEW PACKAGED SKYLIGHTS 


A baker’s dozen inexpensive flat, honeycomb and 
dome roof lights, with construction details, will be 
found beginning on page 184. 


NOW YOU CAN GET A WALL-HUNG TOILET 
TO SATISFY CUSTOMERS AND SAVE MONEY 


One manufacturer is now on the market with a 
modular, tank-type, wall-hung toilet and two 
other manufacturers have such a toilet in the 
works. The result: you can now have unbroken 
bathroom floors, unified in-the-wall plumbing, and 
best of all, despite the higher first cost, savings of 
up to $100 a bathroom. See page 192. 


ARE YOU USING THESE FOUR IMPORTANT SALES POINTS IN YOUR 1957 HOUSES? 


Architect Rudolph Matern, designer of hun- 


He sees sales appeal in patios, well lighted base- 


SAVM MIN°°® 


SAVM MIN°°*YS1199 GIING OL 


ments, indoor planters, garage workshops. De- 
tails of Matern’s ideas are on page 228. 


dreds of Long Island houses, makes four major 
recommendations for 1957 to his builder clients. 
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Ernest Braun 


SKYLIGHTS 


Are you up to date on the news about skylights. There’s 
a lot of it: 

First, and most important: you can now get FHA ap- 
proval for second baths in inside locations and may soon 
get blanket approval of inside locations for all baths and 
kitchens. Moreover, FHA will credit any skylights you do 
use to the over-all window area of the room. 

Second: skylights cost less than they used to. Some 
now on the market are priced as low as $1.50 per sq. ft. 
installed and most are as easy to install as a window unit. 

Third: designers and manufacturers have at long last 
learned to lick the skylight’s toughest problems: heat, 
glare and condensation. 


Here are some of the advantages 


With skylights it is no longer necessary to stretch single- 
level houses out in a long narrow plan to get light and 


air into every room. By opening the roof above dark 
interior areas, you can profit from the savings in a 
square, or nearly square, house form, 

On the other hand, where you have used large glass 
areas to open the house to a view, you can counteract the 
glare by balancing the window light with light coming in 
through the roof, 

If you use these new means to light the interior of the 
house, you can take advantage of the economies of a 
central service core with kitchen, baths and heater room 
grouped around compact utilities, 

You can plan interior laundry rooms without fear of 
serious condensation problems: moisture can be exhausted 
through a hinged or ventilated skylight or through one 
that has a built-in exhaust fan. 

And you can install skylights on any roof pitch that 
suits the design of your house. As the photos at the right 
show, skylights work with all roofs, ilat or pitched. 
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1. INTERIOR KITCHEN is a cheerful work 2. CENTER HALLS “eed not be dark and 3. INSIDE BATH like this has cluster of 
spot thanks to a big skylight. (See also windowless, can be bright and sunny if small skylights because they give better 
photo opposite.) By California Architect lit by skylights. Example is from a Cali- light diffusion than one big dome. By 






R. B. Marquis and Builder P. A. Bates. fornia house designed by Craig Ellwood. Connecticut Architect John Black Lee. 
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4. INSIDE STAIRWELL, poorly lit in many 5s. opp spaces like this dressing nook 6. CENTER CouRT or patio has big span 
houses, is bright and safe with skylight. need natural light skylight. Architect of durable plastic to let in light, keep out 
Architect C. E. Barnes; Builder A. Scott. J. M. Wilkerson; Builder Jim Nuckells. rain. House by Architect Paul Rudolph. 







...can open any part of your house to sun, air and light 
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FLAT ROOF is dotted with translucent plastic domes to bring glare- SKYLIGHTS CAN FIT A PITCHED ROOF as well as a flat one. Her: 
free light to interior areas. Installations like this have become is a special pitched roof unit designed to bring light and air into 
common for custom houses, are now possible in all price classes. an expansion attic economically. House by Builder Cy Williams. 


More skylight news on page 182 
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Over 60,000 Feet Installed... 
How L-M Permaline Fibre Pipe Saves 
For Florida Developer 


Installation Time 


In Pompano Beach, Florida, the Mackle Com- 
pany, largest home builder and developer in the 
South, has used over sixty thousand feet of 
L-M Permaline fibre pipe for house-to-sewer 
installations. 


The primary reasons for using L-M Perma- 
line pipe are its light weight and ease of han- 
dling and installation, according to Wm. C. 
Farmer, Mackle Company superintendent,and 
Joe C. High, master plumber in charge. 


Permaline comes in 5-, 8-, and 10-foot 
lengths, 2- to 8-inch diameters. Joints are 
quickly and easily made by simply tapping the 
tapered coupling onto the tapered end of the 
pipe. No cement, no calking—just drive it. 


Permaline is root-proof! It can’t rust, shatter, 
crack or leak, and it is not harmed by hot 
water, detergents, acids or alkalis. 
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BITUMINOUS FIBRE PIPE meine 


The root-proof pipe 
for better sewers and drains 











At the Pompano Beach development, 1200 houses have been erected, with L-M 


Permaline pipe used exclusively for house-to-street sewers. The developer even- 
tually plans to have 2800 homes suitable for retired people on these beautiful 


highlands near Miami. 


Get Complete Information . . . L-M offers a full line of couplings, fittings, 
bends, and adapters to connect to soil or sewer pipe. Mail the coupon or ask 
your plumbing distributor to get in touch with us. 278 


> 


This seal is your 
guarantee of rec- 
ognized quality in 
Bituminous Fibre 
Pipe. 


LINE MATERIAL COMPANY 
A McGraw Electric Company Division 


LINE MATERIAL CO., 
Milwaukee 1, Wisconsin 


Send me free Bulletin 54078 with complete information 
on Permaline Pipe and name of nearest distributor. 


Name 





Cc 








Address. = 





nee 





Type of business, please__ 
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yor FASTER, EASIER HOME SALES \\ 


FREE SALES SUPPORT — SD 








Reaching your prospects over 62,250,000 
times in national magazines like LIFE, 
LIVING for Young Homemakers, 
AMERICAN HOME 


COMTIMONT Costs less 
in» BRICK HOME 
Ly 


os 





You know what surveys show, year-in year-out.. 
homebuyers want brick 2 to 1 over a second choice. 
They like the beautiful texture and color, freedom from maintenance, 
sturdy construction, fire-safety, and all-weather security. 
So build with brick for prestige and fastest sales at sound profit 
margins. Tie-in with brick’s advertising program. Use all of the 
tested merchandising aids obtainable from your brick supplier. 


LOOK FOR THIS EMBLEM 


For additional information write to — 


tructural Clay Products Instit 
§ y itute Tom, 


1520 18th Street, N. W., Washington 6, D. C. 





Reg TM., SCPI 


Displayed by brick suppliers who co- 
operate in this national campaign that 
brings these merchandising helps to you. 
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SKYLIGHTS (continued) 


AN INDOOR PULL-SHADE like those used on 
windows will also solve the problem. These 
shades are made to fit the inside wells of stand- 
ard plastic domes like this one made by Wasco. 





USE ADJUSTABLE SHUTTERS. //is whole unit, 
like the pull-shade, also fits snugly inside the 
well beneath the dome. This one is made by 
Plastic Engineering Co. of Tulsa. 
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USE AN OUTSIDE SHADING DEVICE like this pyramid of louvers 
built over a Naturalite plastic dome. Besides shielding the room 
from glare, it forms a handsome shadow pattern, as shown in the 
photo. This skylight is by Rallas Architect Enslie O. Oglesby. 

















HEATPROOF SKYLIGHT MATERIAL like this Toplight glass block 
unit lets in light but not the sun’s heat (see H&H, Nov. ’56 p. 
176). These blocks are used in custom installation by Architect 
N.C. Celli for his own house. 


...and condensation 
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INSULATING DOMES OR PANELS Keep condensate from forming. 
The graph above shows how three types of domes differ. At 
20° outdoors—70° indoors, single dome will fog at only 27% 
relative humidity; double-shell at 57%; double-dome, almost never. 


For more Skylights, see page 184 
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Now Flintkote research and production skill have produced another superior product 
—one that’s exciting news for you, your men, your customers and home under- 
writers. It’s the new SEAL-TAB* Strip Shingle with these outs tanding features— 









@ SEALS ITSELF DOWN 


Each SEAL-TAB Shin- 
gle has a strip of care- 
fully selected Flintkote- 
developed adhesive 
factory-applied on the 
underside of the shingle 
butt. The sun’s heat 
bonds SEAL-TABS to- 
vether to produce a com- 
pletely integrated roof, 
so tightly bonded that 
even winds of hurricane 
proportions can’t lift 
the tabs! 


© TROUBLE-FREE APPLICATION 


The exclusive Flintkote 
aluminum strip retards 
the action of the adhesive 
until it is needed. In ad- 
dition, this aluminum 
strip keeps the shingles 
free in the bundle 

they do not have to be 
broken apart on the job. 
A SEAL-TAB roof is 
quick and easy to apply, 
guarantees greater cus- 
tomer satisfaction. 





BIG NEWS from FLINTKOTE! 


the self-sealing, hurricane-resistant 


















~a brand-new asphalt shingle with a brand-new idea 
that gives top protection for the homes you build! 


\sk your Flintkote Representative to For complete information write: 

how you the new SEAL-TAB Strip The Flintkote Company, Building Ma- 
shingles today. They are available in a terials Division, 30 Rockefeller Plaza, 
Wide variety of beautiful colors. New York 20, N. Y. 





















Som OR 4 REFUND Oo 


Guaranteed by > 
Good Housekeeping 


\S 
$2745 apvennisto WS 


{ Trademark of The Flintkote Co. Patented—U. S. Patent 2,210,209—also patent pending 
“i> 
STON, 


FLINTKOTE TY 


Onuginailor of the Asphalt Stup Shingle ae 
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Architectural Plastics 


New Products 


for further details check numbered coupon, p. 224 











Look at the skylight products you can buy today 


The 12 products ranged in the picture above show the 
variety of materials available for modern roof lights. 

All of them are made from two plastics—acrylic (such 
as Plexiglas) and glass fiber reinforced polyester. 

Though both plastics are available so you can make 
your own skylights, this is now seldom necessary. Ready 
made skylights of many types—complete with frame, 
flashing, gaskets and fasteners—are available from a 
score of suppliers. 

The acrylic lights are clear and stay clear after exposure 
to the sun’s ultraviolet rays. They are used chiefly in 
small flat lights and domes. Polyester materials are 
translucent rather than transparent but are strong, light 


and relatively inexpensive. They, too, are used in domes 
but are also made in flat, corrugated and honeycomb 
sheets and panels, flat and corrugated rolls. 

Among the ready-made skylights there are single domes 
to give you inexpensive light, or double and triple domes 
to give the most protection against heat, glare and con- 
densation. There are honeycomb panels to diffuse the 
sun’s light and insulate against its heat. There are hous- 
ings with simple vents, others with exhaust fans. There 
are small single lights for a hallway or lavatory, large 
expanses to cover inner courts or gardens. 

On this and the following two pages is a round-up of 
the stock types and their makers. 








A. Dubl-dome guards against heat, glare and condensa- 
tion with a Plexiglas sandwich of two facing domes separated 
by a flat sheet. Opposing domes give over-all U factor of .24 
and distortion-free strength under changing atmospheric con- 
ditions. Designed for use with angle curb (see sketch) it 
can be installed with straight curb on either flat or pitched 











roofs. Edges of lower dome form self-flashing. Expanded 
cork and neoprene gasket on dome forms complete seal with 
curb. Sizes range from 2’ x 2’ to 4’ x 6’, prices from $35 
to $150. The Pam Co., Dub] Dome Div., Portland 9, Ore. 











More skylights on page 188 
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materials handling costs! 


See the 1957 INTERNATIONAL’ 
350 Utility tractor 


See how stepped-up power, teamed with up to 1,000 
pounds greater built-in weight, gives the International 
350 Utility capacity and strength unmatched in the utility 
tractor field! Ask for a demonstration on your job. . . see 
for yourself the sure traction that lets your operators fill a 
half-yard loader bucket in a single pass... and how the 
greater weight gives full-bucket backhoe bites to speed 
up trenching yardage. 


Response like you've never known! Listen to the smooth, 
confident purr of the husky, all-tractor engine, watch one- 
hand maneuverability with power steering. See the 
rugged, heavy-duty front axle. The new International 
350 Utility gives strength, stamina, and capacity for 
greatest power profit! Choose gasoline, diesel, or LP 
gas engine. 


So try it NOW! ... get set for the spring 
push. Look in the classified directory 
under ‘‘tractors,’”’ call your IH Dealer for 
a free demonstration. For a free catalog, 
write International Harvester Company, 
Dept. HH-3, P. O. Box 7333, Chicago 1, Ill. 





SEE YOUR 


INTERNATIONAL 
HARVESTER orm 


International Harvester products pay for themselves in use—McCormick Farm Equipment, 
Farmall and International Tractors... Motor Trucks... Construction Equipment—General 
Office, Chicago 1, Illinois. 
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Greater built-in weight gives the 
International 350 Utility stability for 
lifting two-ton loads as high us 164 
feet! Nine or 10'2-foot fork lifts also 
available. 
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ACCORDOFOLD 
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You get much more with 
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2-222: Covered in 





VINYL MATERIAL 





WATCHING DECORATIVE CORNICE 


Smartly conceals track and linkage. 


Gives Accordofold a streamlined, 
framed, ‘‘finished’’ appearance, with 
no mechanical parts showing 


Fashon is produced in a wide selection of colorful patterns and leather 
effects to harmonize with any interior... it will fold and flex for years 
without cracking... dirt, grease and grime wash off with just a soapy 
cloth...and it won’t support combustion! All the advantages of Fashon are 
yours in versatile Accordofold folding doors. Accordofold’s 21 stock sizes 
fit virtually all openings. They save space, create space. On every score, 
Fashon-covered Accordofold is ‘‘The Folding Door That Gives You More!”’ 






ey 


ee eT ee THE GENERAL TIRE & RUBBER CO 






Accordofold closes at the touch of a GENERAL 
finger .. . then locks firmly for privacy PENNSYLVANIA DIVISION e JEANNETTE, PENNA. 
PLASTICS 





at the touch of a lever! 


THE GENERAL TIRE & RUBBER CO. 
PENNSYLVANIA DIVISION ¢ JEANNETTE, PENNA. 


Please send me complete information on ACCORDOFOLD folding 


SEND COUPON TODAY! 


Get complete Accordofold price lists and specifications... 
add eye-catching sales appeal to the homes you build at low 


doors and room dividers: 











cost ... mail this coupon NOW! Desirable territories avail- Name 6: vite 
able to franchised dealers and distributors. 
ee aE ATO A SARE 
AMERICAN BAMBOO CORPORATION 
171-04 Jamaica Avenue ° Jamaica 32, N. Y. —_— 
City_ ; Zone State 
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NEW! Stanley Hardware for Bi-Folding Doors! 


Here is the newest idea for interior doorways — 
for closets, narrow passageways, room dividers, 
cabinets—wherever an interior door is called for. 


RB 






































































































































Bi-folding doors fold back together against jambs 4 \\ Federer 
. . allow full access to interiors . . . project as aa ; 
little as nine inches into the room. They’re un- > 
matched for modern convenience. dS, 
And now you can provide these doors in wood x 
or any other material — styled as you choose — at iS 
with new, low-cost, top-quality Stanley hardware! y* Ly 
* ul 
#2980 ELIMINATES BOTTOM TRACK! , : i -——— 
; r—— 
r =. =e le 
ae ‘ ‘eo — f : * — hi Be i -r—— 
: 2 a! i ; ; =e 
i —— 
— ed 
_—— cl 
a 
p—— 
Stanley’s exclusive new door aligners eliminate all ; i — | — 
the drawbacks of obtrusive, damageable, dirt-catch- eee) eee -— 
ing floor tracks . . . yet even warped doors close % 
into place smoothly and evenly. 
#2980 HARDWARE IS NEW WITH NEW AND i 


EXCLUSIVE FEATURES 


1. One set for all doors 3%4” to 1%%” thick. Two-door 3. Up to %” vertical adjustment is allowed by the 
sets packed for 2’, 2’ 6” and 3’ finished openings; heavy-gauge steel brackets that support pivots and 
four-door sets packed for 4’, 5’ and 6’ openings. Also guides. 

available in bulk. It’s easy to alter all sets to fitsmaller- 4. Unique header guide track, designed so builder 


than-standard openings. can use his own preference for trim. 
2. Quiet, easy operation is assured by nylon pivots 5. Designed for fast, one-man installation. 
and guides that eliminate metal-to-metal contact. 6. Low in price, tops in quality. 


ROUNDING OUT STANLEY’S COMPLETE LINE OF SLIDING DOOR HARDWARE 


The 2800 for by-passing <—& 
doors. One set of hardware for | 
both %4” and 1%” by-passing ‘ 
doors. Up to ¥%” vertical ad- 
justments made without loos- 
ening the screws on door. 


The 2825 pocket frame set. 
One set for all door sizes, 2’ 0” 
to 3’ 0” wide. Slashes dealer 
inventory, allows easy one- 
man installations. Just one set 
for every job! 





Ask your Stanley supplier for full information about the new #2980 hardware for mod- 
ern bi-fold doors. Find out about the complete Stanley line at the same time. Write 
Stanley Hardware, Division of The Stanley Works, 103A Lake St., New Britain, Conn. 


AMERICA BUILDS BETTER AND LIiVEs BETTER witTthH STANLEY 


This famous trademark distinguishes over 20,000 products of The Stanley Works—quality hand and electric tools, 


yy t A N L i VY drapery, industrial and builders hardware, magic doors, aluminum windows, metal parts, chemicals, steel and 


steel strapping—made in 24 Stanley plants in the United States, Canada, England and Germany. 
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for further details check numbered coupon, p. 224 




















B. Honeycomb panel forms a shield against heat and glare, 
insulates against condensation. Two translucent polyester 
sheets are used as facing on a paper honeycomb core. High 
strength makes wide spans possible. U factor: .28 to .42. 
Sizes: 3’ x 6’ to 6’ x 10’, %” to 3” thick. Installed cost: 
$2 to $8 per sq. ft. Architectural Plastics Corp., Eugene, Ore. 





r oluninM 408044 
ves blunt wacker — - — 
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C. Structural polyester panel solves heat, glare and con- 
densation problems with air space between two glass fiber 
reinforced sheets expanded with clear plastic tube. Stressed 
skin adds strength and rigidity for use across long spans. 
U factor: .28 to .32. Sizes: 1’ x 2’ to 4’ x 10’. Cost: $2.50 
to $3.50 per sq. ft. installed. Architectural Plastics Corp. 





D. Hollow-core panel forms similar heat, glare and mois- 
ture barrier, for flat or pitched roof, with the two polyester 
sheets used as facing on an aluminum core. U factor: .30. 
Sizes: 4° x 3’ to 4’ x 20’, 234” thick. Cost: about $8 per 
sq. ft. framed ready to install. Skylights are also available 
with or without curbs. The Marco Co., East Orange, N. J. 





E. Ventilating skylight, called Venta- 
rama, is specially designed for sloping roofs, 
is ideal for opening up an expansion attic 
without adding costly dormers. It is one of 
few packaged skylights made with glass 
rather than plastic. Double glass (Thermo- 
pane) is used to reduce heat loss and pre- 
vent condensation in winter, and window 
can be opened up to 12” to scoop breezes 
off a sloping roof in summer. Unit is chain 
operated. (Pole operated units available on 
special order.) Three sizes: a narrow unit 
1334” x 2934” for installation between studs 
16” o.c.; a 2934” square unit for studs 32” 
o.c.; and a 45%” x 25%” unit for three- 
stud spaces. Frame is prime coated red- 
wood and complete unit comes with either 
glass fiber reinforced acrylic or 16 oz. copper 
flashing. List prices: $99, $118, and $135. 
Plycraft Products, Port Washington, N. Y. 








Dome skylights (listed on page 190) make up the biggest 
class of packaged skylights. Both acrylic and glass fiber rein- 
forced polyester are used: the acrylic in clear, translucent or 
colored shells; the polyester, because of its chopped glass 
reinforcement, is limited to translucent or colored forms. 
Acrylic is unaffected by sunlight but polyester may discolor 
slightly over a period of years. Both make strong, shatter- 
proof domes. 

Domes are available in square, round and oblong forms. 
Many require a built-up curb, some come complete with 
vents or exhaust fans. Where necessary, all have flashing, 
askets, hardware and, in the single shell type, condensation 
utters. Some have sun-shade devices (see p. 182). 

Prices vary with the size and model, range from under $20 
for a single-shell unit about 12” sq. to $350 or more for a 
multishell unit of 50 sq. ft. 

On page 190 are examples of the different brands and 
models and typical installation details. Although only one 
model may be shown for each firm, most offer a full line. 
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For more skylights, see page 190 
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L] SAFETY SELLS! a COMFORT SELLS ! LJ STYLE SELLS ! 


Today it takes all three to sell new 
homes. Hydroguard, the tub and 
shower control used in trend-setting 
model homes throughout the coun- 
try, has all three! Hydroguard fea- 
tures easy single dial adjustment 
with thermostatic control that holds a 
temperature steady regardless of var- 4 
iations in temperature or pressure of . a 
the water supply. Parents will wel- 
come Hydroguard’s built-in protec- 
tion features — safety limit and au- 
tomatic shut-off that eliminate the 
danger of scalding. Women particu- 
larly admire Hydroguard’s smartly 
styled chrome face plate. 


House bani 


__ Hanlelt 
Wow LIVING 





CL] AND ADVERTISING SELLS! 


Your prospects have seen Hydroguard in 
all 23 Electri-Living Homes, in the 1956 
House of Ideas, and in Research House — 
1956. It is advertised in Time, Living for 
Young Homemakers, House & Garden, 
and House Beautiful. Powers also sup- 
plies point-of-sale promotion material. 










HYDROGUARD WILL HELP YOU SELL! 
Send for a free copy of “Safer Showers” — 
the illustrated 8-page booklet that tells all 
about Hydroguard. Write today to 


THE POWERS REGULATOR COMPANY 
Skokie 20, Ill. 
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BENCH ANCHORING 


TELEPHONE HOOK 






FURRING STRIP 


wall 


Shure-Se 


RADEMARK 


Shure-Set drives like a nail, holds 
like an anchor. Proved more 
than a million times this year. 
All you need is a hammer. Anyone 
can do it. 

CUTS COSTS—from 40¢ to 14¢ 
on wood sills, and from 25¢ to 9¢ 
on conduit. Finished an 8-hour elec- 
trical job in 54 minutes! 

The leveling plate is removable, 





©) eLectric CONDUIT 










SIGNS & SHUTTERS 
: ae | 


CARPET STRIPS 


America’s first 
hammer-in tool fastens 
to concrete and steel 


making this an 
ideal tool with 
which to reach 
into inaccessi- 
ble places. 
Many car- 
penters, electri- 
cians, plumbers are saving money 
with Shure-Set. You can, too. Don’t 
delay—write today! $27.95 


COMPLETE 
(NO EXTRAS) 


SAure-Set 





CHANNEL 





12161-B BEREA ROAD 


CLEVELAND 11, OHIO 
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New Products 





F. Wascolite: single and double shell. 
Clear or translucent acrylic. Self-flashed 
curb with or without vents. Wasco Prod- 
ucts, Inc. Cambridge 38, Mass. 





for further details check numbered coupon, p. 224 
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G. Vanco Domelite: single and double 
shell of clear or translucent acrylic with 
built-in condensation gutters. Uses no 
gasket. S. Van Noorden Co., Boston. 


qui er 








H. Rite-light: single shell, clear or 
translucent acrylic with built-in conden- 
sation gutters. Extruded aluminum rim. 
By-Products Co., Bladensburg, Md. 


1. Solar-lite: single and double shell, 
clear or translucent acrylic. Built-in gut- 
ter. Extruded aluminum frame. Mid- 
South Industries, Inc., Columbia, S. C. 











J. Consolite: sealed double-skin single 
dome of polyester. Self-flashing, curb or 
special bonded roof models. Consoli- 
dated General Products, Inc. Houston. 








K. Naturalite: single and double shell, 


clear or translucent acrylic. Built-in 
gutter. Shading accessories available. 


Plastic Products of Texas, Dallas. 











eH, nitouming frame 
Loh \— condensation quit. 
= auppeiing frame = 


L. Pecot Freelite: single and double 
shell, clear or translucent acrylic. Built- 
in gutter. Aluminum frame. Plastic En- 
gineering Co., Tulsa. 











M. AP wide-angle dome: single shell, 
clear or translucent acrylic. Copper gut- 
ter. Flush  self-flashing. Architectural 
Plastics, Inc. Rowayton, Conn. 


New Products continued on page 192 
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Lakeview Country Club, Oklahoma City, Oklahoma. 


Installed by Hogue-Stone Flooring Co. of Oklahoma City. 


Important Reasons Why 





Homogeneous Viny! Bolta-Floor 
is being specified 


Bolta-Floor offers unlimited 
“design opportunities to resi- 
dential, commercial and _ institu- 
tional interiors. It is superior in 
quality, more versatile in color 
and style. Demand this beauty. 


Thehigh vinyl content and ful- 
“ly homogeneous construction 
of Bolta-Floor guarantees a lasting 
lustre that resists scuffs, stains 
and wear. It’s non-porous... is un- 
harmed by water and detergents. 


The resilient qualities of 
“premium vinyls permit Bolta- 
Floor to yield quietly to impact 
and resist permanent indenta- 
tion. Bolta-Floor recovers more 
quickly. Demand this comfort. 


Bolta-Floor has dimensional 

*stability...will not chip, crack, 
peel or shrink. It retains its origi- 
nal beauty year after year, even 
in heavy traffic areas. Demand 
quality! Specify Bolta-Floor. 


SERRE ERNE r orn i | 


i 


THE FINEST 
QUALITY FLOORING 
FOR 


HOSPITALS 
SCHOOLS 
THEATRES 
HOTELS 
HOMES 
MOTELS 
BANKS 
APARTMENTS 


FOR SAMPLES WRITE THE GENERAL TIRE & RUBBER COMPANY 


Flooring Division « Akron, Ohio 
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New Products 


for further details check numbered coupon, p. 224 








FRONT VIEW shows toilet bowl 3'’4" above floor with tank con- 
cealed in wall behind porcelain enamel access panel 32” wide. 





BACK VIEW shows toilet supported by casting bolted to 2 x 6 or 
2x8 studs 32” 0.c, Tank (24” wide) leaves room for vent beside stud. 


At last—a wall-hung toilet for homes! 


Twenty three months ago the H&H bathroom Round Table 
urged the need of a wall-hung toilet that would: 1) fit the 
32” module recommended for the bathroom as a whole; 2) 
require no more than an 8” bathroom wall, 3) cost not over 
$40 more than an ordinary toilet (H&H Aug. ’55). 


This month one manufacturer (Ingersoll-Humphryes) put 
such a toilet on the market. A second (Crane) announced 
it will have one within six months. 


Neither will be priced to cost the builder as much as $40 
more than the toilet he uses now. 


It can cut your plumbing costs $100 a house 


Builder Schmitt says he can save that much on every 
bathroom in his slab houses by keeping the drainage piping 
above the floor. 

In any house there should be a labor saving because it is 
so easy for the plumber to work just above the floor, whereas 
in a slab house he has to work in a narrow trench (and come 
back to finish the job after the slab is poured); in a crawl 
space house he has to work flat on his back in an 18” height; 
in a basement house he has to work on a ladder. 

In a slab house there is a second important saving; light- 
weight copper can be used instead of the maze of more 
expensive cast iron required to connect up to the waste system 
under ground. 

This saving will not be possible until builders can get tubs 
with an end drain above the floor. Humphryes will put such 
a tub on the market this spring. 

Plumbing Expert L. Glenn Shields of Detroit says this 


installation will pass any up-to-date code. 


N. THE NEW HUMPHRYES!’ TOILET is available in white 
and six colors (colors cost 3% more). The reverse-drop bowl 
comes fitted for either vertical (shown above) or horizontal 
discharge. Included in the package are the bowl, bowl sup- 


The Round Table listed four advantages of the wall-hung 
toilet 





1. Raising the outlet makes the fixture easier to install. 

2. Finish floor material can be laid much more easily and 
laid after the fixtures are installed, thereby reducing the dan- 
ger of damage during construction. 


3. Getting the bowl off the floor makes the floor easier to 
clean. 


4. Putting the seat back close to the wall saves space. 
Now Ohio Builder Bob Schmitt has suggested a further 
economy—plumbing above the floor (see below). 








2x84 is atl Wroush 


32"0c. 



































THE DRAWING ABOVE shows how to do it. The special 3” casting 
(shaded) receives waste from all three fixtures and delivers it to 
the waste line under the floor. Two baths back to back and a 
kitchen could all be hitched to the same casting. The 3” vent 
stack rises up behind the toilet tank in a corner of the 32” fram- 
ing bay. Studs are notched in three places to let 1%" pipes through. 





port and tank. Tank has insulating coating to reduce sweat- 
ing. Accessories to the package are porcelain enameled ac- 
cess panels in colors to match the bowl. Ingersoll-Humphryes 
Div., Borg-Warner Corp., Mansfield, Ohio. 


New Products continued on p. 194 
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New...Consoweld bathtub showerwall 
just 3 laminated plastic panels cover entire splash area 


Your bathroom can “‘go modern”’ easily, and the cost is 
surprisingly low. The new Consoweld bathtub showerwall 
surfacing is ideal for new construction or remodeling. 

Consoweld, the durable, beautiful laminated plastic, 
comes in tough, rigid panels that resist heat, wear and 
scuffing. It’s waterproof, never needs painting, wipes clean 
with a damp cloth. It’s good for a colorful lifetime. 


7 


NSOWELD7 


MINATED PLASTI 


Only Consoweld offers you panels large enough to surface 
the bathtub showerwall area with just three panels. Instal- 
lation gives you a colorful, permanently waterproof wall 
five feet above the tub—above shower spray level. 


Ask your builder, dealer, or remodeling contractor to 
quote on installing the Consoweld bathtub showerwall, 
available in packages—or mail the coupon for further in- 
formation. 


[cedineediianentianestiamntianetieetiaatamtamstamndimatamstiamtammmmdamtantemetaeatamtantiam aaa 


| CONSOWELD CORPORATION, Wisconsin Rapids, Wis. 
Please send Consoweld brochure showing bathtub showerwall 
and tell me how I can get a Consoweld color guide book. 
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Address____ 





City oan = —— 
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sal sche lienayat ina 








Package includes three pre-cut laminated plastic panels 
5 feet high—above shower spray level—for back and ends of 
the 5-foot bathtub alcove—with pre-cut metal mouldings 
and corner fittings for fast, accurate installation. 


rl This exclusive new Consoweld Bathtub Showerwall 





This advertisement (as shown in color on the other side) 
appears in consumer magazines this spring. Use the new 
Consoweld Bathtub Showerwall Package and capitalize on 
this national promotion, which will help you sell homes 
faster, and get more remodelling jobs. (Reprints of this 
color ad are available to builders who use the exclusive 
Consoweld Bathtub Showerwall Package.) 
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Consoweld’s New Bathtub Showerwall 
A Boon To Builders, Remodellers 


The new Consoweld Bathtub Showerwall Package 
provides the quickest, most economical way to 
make an attractive, salable, permanent bathtub 
showerwall installation. It’s a natural for 

new houses and remodelling jobs. 


Fast Installation 

Simplified installation procedure cuts labor costs. Consoweld 
panels are pre-cut—three panels do the whole job. And mould- 
ings are included. Consoweld’s smart-looking, specially designed 
corner fittings save hours of time because mitering is eliminated. 
An experienced man can do the whole job in 244 to 3 hours. The 
package contains complete instructions, template material—even 
nailing strips—everything you need except a can of mastic and 
caulking compound. 


MAIL THIS COUPON 


Consoweld Corporation, Wisconsin Rapids, Wisconsin 

Please send me, free, details on new Consoweld Bathtub Showerwall 
and name of nearest distributor. 
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Customer Appeal 

The Consoweld Showerwall insures lasting satisfaction to the 
customer, with no callbacks or repairs. The Consoweld 10 used 
for the panels is a heavy, durable material | /10-inch thick. It’s 
not a painted or enameled surface—Consoweld 10 is solid lam- 
inated plastic. 

Consoweld has been used in bathrooms and kitchens for years 
and is thoroughly proved. 

Consoweld may be installed directly over gypsum lath, rough 
plaster, or even cement block for a smooth, permanently hand- 
some, waterproof job. Only Consoweld produces the 5-foot- 
square panel that makes it possible to complete a 5-foot-high 
bathtub showerwall with only three panels. 


Choice of Colors 

The Showerwall comes in choice of 11 colors and patterns—six 
colors in the natural Marble pattern, and five colors in the 
sparkling new Twinkle pattern. Mail the coupon now for details, 
and name of nearest distributor. 
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the simple beauty of 
this sparkling 






Three-in-one Flor-Heat panels give 
you a finish floor, fireproof heating core 
and an insulated bottom skin or base, all 
at the same time. Heart of the panel 
heating system, developed by Ohio 
builder William A. Riehl, is a core 
of solid asbestos-cement-gypsum cones 
(144 in each 4 x 8 panel) having a 
diameter of 44%” at the base, 37%” at 
the top and standing 1” high on a rein- 
forced asbestos-cement-gypsum base. 
Asbestos-cement board, soon to be 
manufactured in a parquet finish, is 
laminated to top to complete panel. 
The cone-like core distributes heat 
from a centrally located high-velocity 
forced-draft furnace. Air circulates 
from the plenum into the floor panels 
and then to the outer perimeter of the 
house where it emerges into the area 
being heated through a ¥%” space be- 
tween baseboard and shoe molding. 
From there it returns to the air intake 
of the furnace. Registers and grilles are 
eliminated with the system. In basement- 
less houses the operating principle is the 
same except that a counterflow furnace 
is used and the plenum opening is cut 


through the top side of the panel. White Top’s crystalline marble chips enhance the home and its 
The result is a dual heating system: landscaping, present a clean and beautiful a sis that cobtné a 


a fully radiant floor, plus ‘perimeter 

















































warm air supply. Chief advantage over prospect’s eye. Behind this beauty is the famous enduring quality of 
conventional systems: more even dis- marble. Maintenance is practically unknown. Even more than that, 
tribution of heat, both in the floor and White Top will save heat and air-conditioning bills. This dense, crys- 
around the perimeter. talline marble has the lowest absorption and highest reflectivity of 


any known roofing materials. That helps bounce the heat back in 
summer, bar the cold in winter. 

White Top is the ultimate in roofing—the symbol of the kind of 
quality prospects want to buy. 


WHITE TOP—THE ORIGINAL MARBLE ROOFING CHIP, 
AND STILL THE FINEST 





For facts and samples of White Top Roofing, simply mail us this coupon 


The core is offset 96” within the panel Calcium Products Division, The Georgia Marble Company, Tate, Ga. 
so there will be a continuous tongue- Please send me full information on White Top Marble Roofing. 
and-groove joint along two adjacent 
sides. Cones are spaced within the core Name 
to allow the 4’ x 8’ and 4’ x 4’ panels Firm Name 
to be cut and fitted together on an 8” Address 
module, maintaining 15” diagonal 
channels for free circulation of warm 
air throughout the entire subfloor. 
Panels are marked for nailing, sawing 
and joist alignment; no special tools are 
needed. Par-Kay Flor-Heat panels will 
sell for about 65¢ psf. William A. Riehl, 
North Canton, Ohio. 































continued on p. 196 
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New Arlene Lavatory is quality-made — ideal for custom in- 
stallations. Modern sloping back for either Quality or Monogram 
fittings—gleaming vitreous china surface is easy to keep clean 
and bright. Comes in popular 24”’ x 20” size with generous bowl 
for more convenient washing. In seven decorator colors and white. 













Smart Quality Line fittings on the Arlene have easy-to-grip 
handles, are finished in sparkling Chromard—stay new longer 
and are easy to clean. 
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Your homes are easier to sell when you include such promot- 

able products as colorful bathrooms, dependable heating units 

and food waste disposers by American-Standard. These wanted 

features add extra value at reasonable cost—appeal to people 

looking for quality. 

Profit by cutting installation costs. Your plumbing and heat- 

ing contractors can put these new products into your homes 

quickly, economically. All four products are created for easy in- 

stallation by one or two men. Construction runs on schedule. 

Promote these features in your advertising and in your model eo 

homes. They will pull in prospects and help clinch the binders. a 

ask 

New Arcoleader Packaged Oil Heating Unit is specially designed for extra- re 
fast, cost-reducing installation. Now, with this durable cast iron heating unit, ns 
you can equip your homes with a quality, sales-appealing hot water heating Sta 
system at a new low cost. Not only is the Arcoleader factory-assembled, ane 


packaged and crated, but it’s designed with such other labor-saving features 

as—factory-installed, pre-wired accessories and controls—‘‘floating’”’ jacket or 
for easy mobility—factory-installed water heater (saves you the cost of a ’ 
separate heater, too). It’s also extra-compact— made so that it can be installed 
in the corner of a first-floor utility room, or conveniently located in the base- 
ment, breezeway or even the garage! 










































New Salem Steel Bathtub — combines built- 
in bracing and a sound-deadening undercoat- 
ing. Available in the 5-foot recessed model 
only. Made in white and five decorator colors 
to match other high-quality American- 
Standard plumbing fixtures. 
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New Food Waste Disposers are important promotional 
extras for today’s homes. Special mounting ring slashes 
installation time and labor. Continuous feed into stain- 
less steel grinding chamber and cutting disks prevents 
overloading. Ultra-quiet operation. Complete with 
sealed lifetime motor and full-year warranty. Supplied 
with service key that releases objects jammed in grind- 
ing chamber, eliminating the major cause of call-backs. 





“Blueprint for Sales,” the complete 
home promotion kit, is yours for the 
asking. It’s packed with aids for 
grand openings, signs and displays, 
ads, and other sales helps. Get your 
“Blueprint”? from your American- 
Standard Sales Representative, or 

write AMERICAN-STANDARD, PLUMB- 

ING & HEATING DiIvIsIon, 40 W. American-Standard 
40 Street, New York 18, New York. 


PLUMBING AND HEATING DIVISION 





FORT WAYNE, IND. 
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Take a ~Ilel= ° CTR e 
tip from a 
well-known pre- 
fabricated homes 
manufacturer...General 
Homes. Use plypanel, grade 
A-D, for interior walls or built- 
ins, and spray-applying Arco 
Shadow Texture Wall Finish. 
As a finish coat, or base for flecking, this 
heavy-bodied paint bridges and conceals 
knots, boat patches, grain irregularities and check- 
ing ...dries to a uniform flat sheen and 
color. One coat satisfies F. H. A. require- 
ments. 
Try plypanel—with Arco Shadow at f | 
Texture Finish. Or for d i toaerr i ‘ 
gypsum board ... roller, y WM 4 \ i 
brush or spray applied 4 eS Py. ia t 

. % % % 





.. specify Arco a he Th DAY 





Ripple Texture 
Wall Finish. 
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for further details check numbered coupon, p. 224 





P. Micro-Match flooring is formed from 
individual pieces of oak strip flooring, 
united by end matching and double 
dovetailed side matching, glued under 
pressure to form a double width plank 
of uniform 8’, 10’ and 12’ lengths. 
Planks can be laid speedily over con- 
ventional subflooring, concrete slab 
with screeds or joists without a subfloor. 
Micro-Match plank at left above con- 
tains same number of board feet as 
eight pieces of ordinary flooring com- 
bined. Miller Bros. Co., Inc., Johnson 
City, Tenn. 





Q. Wind Seal shingles utilize carefully 
spaced spot seals in place of continuous 
adhesive. Sun heat warms adhesive 
thermo-plastic, anchors each tab strong- 
ly to shingle underneath. Manufac- 
turer claims vented seals let moisture 
out and allow roof to breathe. Shingles 
may be applied to slope roofs down to 
2” per ft. slope (with double under- 
layment) without necessity of cement- 
ing individual tabs. Bird & Son, East 
Walpole, Mass. 





R.New look hardware for residential 
overhead doors has a golden gleam. 
Heavy gauge steel hardware is zinc 
chromate plated—a system developed 
for the Navy which specifies protection 
for marine hardware from 128 hours of 
salt spray. Hardware will appear on all 
models of Ridge residential overhead 
doors. The Ridge Door Co., Monmouth 
Junction, N.J. 

continued on p. 198 
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Kitchen Range Hoods 


have a removable, reversible top plate 
to make All installations easy 


@ Because ieee hoods have a rectangular and circu- 
lar knockout, because Broan hoods have a removable, 
reversible top plate, they fit any connection. You‘re 
guaranteed a fast-running job of installation, every time. 
And only Broan, among leading manufacturers, gives 
you this practical adaptability. Additionally, Broan 
leads in smart, modern design; leads in five, eye-level 
push-button controls; and provides a choice of three 
finishes—stainless steel, copper—tone, white enamel. 
Write for an illustrated specification bulletin. 








@ For whisper-quiet operation, team 
a Broan Twin Blower with a Broan 
Hood — or install it in a ceiling or 
soffit. It delivers a large volume of 
air against the pressures of long ducts 
or elbows. Special construction allows ‘ 
easy cleaning. 











Specialists in quality ventilating equipment for 25 years. 
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for large rian stores, schools, churches 
- Doan. provides 
i enn 
na the only foot wide fan 
| i Ht with a truly automatic 
} ‘ BE 
| mr, | outer door. 
mi, 2 
L a ith YOUN... Motordor 
Sa ees! " 
es 12” Wall Fan 
@ Broan offers you one of the few 12” fans on the market, and 
the only one with Motordor . . . an insulated outer door that elim- 
inates winter freeze-up, back drafts, insect penetration. It auto- 
matically opens when the fan’s switch is flicked . . . automatically 
closes tight when the motor is turned off. This time-tested, time- 
proved Broan unit is easy to look at — with a beautiful stainless 
steel frame and grille. It offers fast, easy installation; is virtually 
noiseless in operation and provides outstanding service-free per- 
formance. A three-speed switch is optional equipment. Write 
today foi a factual bulletin detailing all Broan Motordor features 
and specifications. 











924 West State St. 
ug Cede ii icMma@e mm). (em) Hartford, Wisconsin 
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WESTERN RED 0 (i ELDAR 


Home Selling (deas 


Desigued, By Green, Sibold and Associates, AIA 





STAIR WELL 


To accent height, apply economical narrow widths of 
Red Cedar Beveled Siding vertically butt-to-butt, or 
use naturally beautiful clear grade Red Cedar 
Paneling. It’s a low cost method to build 

personality and quality into your homes. 
































BATHROOM 


Sanitary whiteness gives way to the natural beauty 
and freshness of Western Red Cedar... Beveled Siding 
or Paneling. It’s a “‘built in’’ sales point that gives an 
atmosphere of individuality and quality. Use the same 
versatile Western Red Cedar on the exterior of your 
homes for a “‘plus value”’ to step ahead of competitive 
1957 selling. 


Build-in’ your Sales Points 


Outside or inside, Western Red Cedar gives a home 
the quality-tone that helps close sales. Full of ‘“‘“Grown- 
in” beauty and quality, Western Red Cedar Beveled 
Siding and Paneling is easy to work with simple tools 
—no application gimmicks required. 

For genuine, natural wood beauty, nothing is more 
versatile and dependable than the kiln dried, clear 
grades of Western Red Cedar... Ask your lumber dealer! 


Write for our “Cedarhome 1965” sketch, 
technical and merchandising information. 
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FOLDING DOORS BY Eby, 





. ae oe 


THIS EXTRA TOUCH of practical glamour spells 
“buy it” to potential home owners. Closets appear twice 
as large, and many times more accessible, as these ingeni- 
ous steel doors glide aside at a touch, folding neatly 
together to reveal all the storage space. Just consider all 
the advantages Full-Vu Folding Doors offer your homes. 
BUILT TO LAST A HOUSETIME, these doors cannot 
sag or warp. ‘They cannot jump the track or slip out of 
alignment, either. Smooth and silent to operate, these 


precision-built doors assure customer satisfaction, elim- 


inate costly call-backs. 


PERFECT FOR ANY INTERIOR, Full-Vu Doors come 
in handsome baked enamel beige prime coat or in strik- 
ingly beautiful birch grain finish. Also in louver design. 
Ready for use as shipped or can be decorated to match 
walls if desired. 


EASIEST OF ALL TO INSTALL, one man does the 
job in twenty minutes or less. No cutting, fitting, plan- 
ing or decorating required. Available in fourteen sizes 
to fit any standard opening. Shipped complete in one- 
package sets. Can be used with or without bottom track. 


FREE — Write for colorful, tell-all literature on Full-Vu Folding Doors, today. 


LEIGH BUILDING PRODUCTS DIV. 
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Air Control Products, Inc., 2557 Lee Street, Coopersville, Michigan 
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S. Twin-Beam vibrating screed is de- 


signed for short spans. Vibrating head 
transmits vibration evenly to two beams 
and as screed is pushed along, first 
beam strikes off concrete and second 
beam gives it final finish. Screed is 
powered by 1 hp electric or 24% hp 
gas engine. Steel shod wooden beams 
are available in lengths up to 6’. 4 
screed with gas engine costs $530; with 
electric motor, price is $560. For longer 
lengths, add $16 per ft., f.o.b. Stow 
Mfg. Co., Binghamton, N.Y. 





T. Fire Hose Station packs up to 75’ of 


fire hose with nozzle and valve in a 
small steel cabinet, attaches to house 
water line. Unit can be recessed into 
wall, blended into finish. Manufacturer 
has just begun to sell to home builders. 
Such built-in protection is becoming 
more important since new houses tend 
to range farther from established fire- 
fighting services. “Station” is said to be 
available at installed costs as low as 
$40. W. D. Allen Mfg. Co., Chicago 
6, Il. 





U. Concrete vibrator, by Thor, puts the 


motor in the head. Universal motor 
operates on 115 v., AC or DC, on 25, 
50 or 60 cycles and powers the vibrat- 
ing head at 15,000 rpm without load 
and at 12,000 rpm in 2” slump con- 
crete. Thermal controls shut off current 
automatically when overload threatens. 
Vibrator is available in three models 
with 10’ of hose, 20’ of hose, or 10’ 
of hose on each end of switch. All 
models include a 25’, 3-conductor elec- 
tric cable. Thor Power Tool Co., 


Aurora, Ill. 
continued on p. 200 
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The new F1aT Monterey shower floor has a PreCast integral 

threshold and curb that completely eliminates the most expensive steps 
in shower construction: the built-on-the-job floor, threshold and 
pilasters. Glass filler panels at the jambs replace the pilasters, rest 
directly upon the curb of the Monterey. The r1at PreCast Shower Floor 
simply slides into place—there’s no need for sub-pan, mortar, tiling 

and hours of costly labor. Try this new shower technique 

that saves you money and produces added sales appeal. 


The Monterey shower floor, PreCast of sparkling terrazzo, is 
permanently leakproof and furnished as a complete unit with solid brass 
drain and stainless steel strainer plate. There is nothing else to buy 
—nothing else to install! The photograph shows an excellent and 
economical shower combining the Monterey floor with a glass filler panel 
and door forming the front. Either hinged or sliding doors, 

by others, may be used as the solid threshold provides 

a convenient foundation for the track. 
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_. Monterey model available in six sizes— 
: 
It's so much easier to see 
the advantages of PreCast ue 
Floors than to read about 
them. That's why we would 
like just five minutes of your 
‘time to show you this cross 
section sample. Clip coupon 
to your letterhead and get 
full information. No obliga- 
tion of course. 


gcaosaceeRe 
FIAT METAL MANUFACTURING CO. — 
| 9323 Belmont Avenue, Franklin Park, Ill. 



























FIAT METAL MANUFACTURING CO. 


Since 1922... First in Showers / Packaged Showers * Doors * Floors 
Toilet Room Partitions 
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SASH 
BALANCES 


... the BACKBONE 
of good 

double- hung 
windows 


TAKE-OUT WINDOW HARDWARE 


for 





the window with sales appeal , 


.. the ALL NEW 

WEATHERSTRIP 

and TRUE SASH 
BALANCE COMBINATION 





L 


-_ 


See your Lumber and Millwork 
Supply Dealer TODAY about 
these high-quality competitively 
priced window products. 


PLEASE SEND LITERATURE: 


UNIQUE [__] air-toc [ _Junr-ruex 


BALANCES 


CHECK and CLIP TO YOUR LETTERHEAD 
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V. Ductless 
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for further details check numbered coupon, p. 224 





kitchen hood propels 
kitchen odors, grease through a grease 
trap. Activated charcoal filters clean 
and purify air, discharge it back into 
room. Unit is self-contained within 
hood. Four screws install hood to wall 
or bottom of cabinet. Aluminum grease 
filters remove for washing. Sizes are 
2A”, WO"; 3O" SF, "=. 42" we 12? 4, 
6” h. Unit has 4-cycle switch for light 
and motor control. Prices begin. at 
$99.50. The Ductless Hood Co., Inc., 
Port Washington, N.Y. 





W.Retractable mixer shelf slides out 


and up like a typewriter shelf, fits neat- 
ly in 15” base cabinet or sink compart- 
ment when not in use. Trays, other flat- 
ware stow underneath. Shelf compart- 
ment is one of a number of units in 
American Kitchens’ Placemaker plan 
that aims to give up to 66% more 
kitchen storage. Dealers can sell kit- 
chens-by-units, or groups of units, base 
and wall cabinets can be used sepa- 
rately. American Kitchens, Avco Mfg. 
Corp., Connersville, Ind. 





X. Kitchen-Aire economy package in- 


cludes a 650 cfm free-air fan, a light 
and switches, an 8” aluminum grease 
filter, two knockouts. A roof cap, wall 
cap and reducer-damper are available 
as accessories. Finishes like brushed 
copper, hammered antique copper, 
brushed antique copper and _ stainless 
steel are offered. From $49.95-$59.95. 
Stewart Industries, Inc., Indianapolis. 

continued on p. 202 
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Cabot’s Ranch House Hues used on this house in Vancouver , 


Canada. Architect: C. B, U. Van Norman, Vancouver, 


cost only % as 
much as paint 


er 
Cabots 


RANCH HOUSE 
HUES» 


To bring out the natural beauty of 
-weod siding, shingles and trim, 
specify and use these stain finishes 
because they 





@ blend homes beautifully into 
the landscape 


@ are easy to apply by brush or 
spray 

@ won't crack, peel or blister 
@ give years of protection 


@ can be used on all types of 
wood, new or weathered 


18 attractive, modern colors to 
choose from including Mimosa 
Yellow, Spruce Blue, Mariposa 
Redwood, Cameo Pink. 


Aquality product fitéem Cabot Laboratories ima. 
mami AG cena sce 1877 ‘=< 
tue abor eo 
ulial! babt= | | meee = 


SAMUEL CABOT INC. 


330 Oliver Bidg., Boston 9, Mass. 


Please send color card on Ranch House Hues 
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No. 90 Screen and Storm Door Set 








: 
eet, SP i so 


No. 93 Screen and Storm Door Set 
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It's time: for the "change over" to Screens! 


Simplicity is the keynote of this hardware both from 


the standpoint of installation and operation. 


Fine precision actions on the hinges and door 
latches assure smooth trouble-free perform- 
ance. Strong, basic materials and protective 


finishes guarantee a longer service life. 





No. 95 Latch 


NATIONAL MANUFACTURING CO. 


SVEGLING, 'LLINOTS 
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REVOLUTIONARY! 


LoManCo Sectional Louvers 


= ro SET 








Sections of a large louver are assembled quickly using Even a large model is easy for one man fo 
slip-joint fasteners to hold them together handle and install without any assistance 





Introducing an entirely new concept of louver design 
and construction. Louvers made up of sections—which 
can be used in different combinations to make up venti- 
lators with from 21 to 614 sq. inches of free area, from 
2 to 12 feet in base length . . . which can be easily as- 
sembled and installed by one man in a few minutes... 
which can be installed in the rough opening either as 
one unit or piece-by-piece! 


AN AMAZINGLY VERSATILE NEW DESIGN 


By combining the 8 basic 2 ft. sections of the new Lo- 
anCo Sectional Louver in different ways, a builder 
can make up over 25 triangular and odd-sized ventila- 
tors. Automatically, when a builder has one set of these 
versatile louver sections he has a ventilator for use in 
any one of a hundred different ways—for standard 
gable end installations . . . for problem type, hard-to-fit 
installations. No other product on the market answers 
so many ventilating needs so well. 


A QUALITY PRODUCT 


New LoManCo Sectional Louvers are made of heavy 
gauge, rust-proof aluminum. Each section is completely 
assembled, and comes with 8x8 mesh bug screens in- 
Typical variations using sections as parts = stalled. When sections are to be used together, specially 
of triangular ventilators designed aluminum slip-joint fasteners fit over the 
flashing edges, holding sections firmly together. 


AVAILABLE IN COMPLETE SETS 
OR BY INDIVIDUAL SECTIONS 


New LoManCo Sectional Louvers may be purchased in 
complete 8 piece sets, by individual sections, or in 2, 4, 
or 6 section sets to meet specific ventilating needs. They 
are available for both 4” and 5” rise per ft. roof pitches. 


Get all the Facts about the building industry’s most revo- 
lutionary new idea in ventilation. Ask your jobber or 
Separate sections can also be used alone or dealer for complete information, or write today for 
as parts of odd-sized louvers literature and details. 











Complete assembly and installation of this 8 foot, 4 section model was completed in only 8 minutes 


WORLD'S LARGEST EXCLUSIVE LOUVER MANUFACTURER 


LOUVE MANUFACTURING & SUPPLY COMPANY 


3607 WOODDALE AVENUE + MINNEAPOLIS, MINNESOTA 
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Y.Dual purpose air conditioner is a 
flush-fitting, wall-mounted unit that 
cools in summer, heats in winter. Heat 
convector connects to steam or hot 
water pipes; circulates cooled or 
warmed air. To install: sleeve or cas- 
ing is placed in wall; removable mechan- 
ism slides like a drawer into casing, fits 
flush on outside wall and projects about 
4” into room. Units of %4 or 1 hp are 
available, as are some which need only 
7% amps operating current. Westing- 
house, Pittsburgh 30, Pa. 





Z. Squared-off Frigidaire room air con- 
ditioners in %4, 1 and 1% hp sizes. 
Two special DeLuxe units—%4 and 1 
hp—draw 7.5 and 12 amperes respec- 
tively. Features of DeLuxe line include 
fresh air recirculation, a stale air ex- 
haust, an angle-flow air silencer with 
full insulation and centrifugal fan deep- 
set for quieter operation. Disposable 
filters lift up and out for easy chang- 
ing. Frigidaire, Dayton. 





a. Slim-Lo room air conditioner meas- 
ures 1542” front to back, stands 18” 
high. In % and 1 hp sizes, it can be 
mounted in casement windows, in-the- 
wall, or in five different positions at top 
or bottom of double-hung windows. 
Front fabric panel covers controls, air 
return. The *%4 hp model in this line 
draws 7.5 amps, can be installed on 
standard multiple outlet 115 v. circuits. 
Amana Refrigeration, Inc., Amana, Ia. 

continued on p. 204 
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California contractor estimates: 


Time and labor costs cut 75% 
with the Remington Stud Driver 


search House’”’ has taken shape. It’s 

| an experimental house sponsored 
by Associated Architectural Publica- 
tions and the latest tools have been 
used to build it —such as the Rem- 
ington Stud Driver. 

Contractor Bert Pickney says, 
“The Stud Driver cuts time and 
labor costs around 75% in anchoring 
beam supports, partition sills and 
furring to concrete. It took us only 
half a day to install the sills—a 
2-day job with bolts. No pre-drilling 


Remington 


| Out on the California coast, ‘“‘Re- 

















Name 


Firm 


STUD 


DRIVER |“ 
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Industrial Sales Division, Dept. H.H.-3 
Remington Arms Company, Inc. 
Bridgeport 2, Conn. 

Please send me your free booklet which 
shows how I can speed the job and save with 


is necessary, and sills are set tight! I 
certainly recommend the Stud Driver 
to any contractor!”’ 


YOU CAN SPEED ALL STUD FASTENINGS 
—light, medium and heavy-duty— 
with the Remington Stud Driver. It 
sets both 14"’ and 3%”’ diameter studs 
in steel or concrete—up to 6 studs 
a minute either size. The tool is 
cartridge-powered, portable, ready 
to work anywhere. Forty styles and 
lengths of RemingtonStuds 
to choose from. Get full 
details by mailing coupon. 





Position 








Address 
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Built-in oil wall furnace has a hand- 
some louvered door that opens for easy 
servicing. Pot type oil-burning furnace 
can be converted to central heating unit 
by adding underfloor ducts leading to 
the new registers. R-70’s combustion- 
forced draft blower is claimed to in- 
crease efficiency and eliminate de- 
pendence on natural drafts. In a simple 
installation, price can run about $199. 
174%” w., 20%” d., 56” h. Interna- 
tiona! Oil Burner Co., St. Louis 10, Mo. 


Portable electric radiator uses a 
steam convector operating by elec- 
tricity. A giant tubular heating element 
nearly 3” in circumference and 3’ long 
replaces steam pipes. Six models have 
a power consumption ranging from 650 
to 3,000 watts; sizes vary from 16” 
w. x 20” h. to 64” w. x 24” h. All units 
are 6” deep, 230 v. Prices begin at 
$39.95. Spartan Electric Radiator Corp., 
Maspeth 78, N.Y. 





Steel entrance door combines the 
good looks of wood doors with such 
weather-resistant qualities as insulation 
against weather, shrinking, warping and 
swelling. Doors for both front and rear 
entrances are available in kits which in- 
clude a 16-gauge steel frame with 
bronze weatherstripping factory applied 
and heavy extruded aluminum thres- 
holds with built-in vinyl seals. Kits sell 
in $80-$90 range depending upon style, 
trim. Steelcraft Mfg. Co., Rossmoyne, 
Ohio. 


continued on p. 208 
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Multiple Revco 
application, two 
refrigerators and 
two freezers. 





Refrigerators above, 
loading counter be- 
tween. Freezer and 
storage below. 





Two Revco refrig- 
erators and two 
freezers in horizon- 
tal line. 
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BiILT-IN 





REFRIGERATORS 
& FREEZERS 














In home planning, architects want flexibility in built-ins. 
Revco refrigerators and freezers provide not only 
flexibility, but color, beauty and convenience. No matter 
what arrangement your clients want, Revco’s proved 
design keeps the units “built-in”. 


Here's a check list that will readily answer your 
questions on how Revco provides modern architects with 
ideal kitchen designs. 


[J Color 


[_] Arrangement 


Stainless steel, antique copper and wood finishes 
plus custom matched colors. 

Horizontal or vertical freezer and refrigerator or 
in multiples or the new undercounter freezer. 


ia Models 8.4 moist-cold refrigerator—5.7 freezer—8.1 ice 
maker refrigerator. 
a Capacity A typical vertical or horizontal installation of 


freezer and refrigerator gives 14.1 cu. ft. of storage 
space. 
Designed to fit standard cabinet installations. 


[_] Dimensions 
3’ modules, 24” deep. 


CT Installation Separate units make Revco easiest to install in 
kitchens of-any design. 
[_] Warranty 5 year warranty on complete refrigeration system. 


C Information Complete architect’s information file available FREE 
: for the asking. 

Get the complete Revco story today and have the informa- 

tion for your clients at your fingertips. Revco has prepared 

for you a special architect’s file with all the information you 

need on built-in refrigeration to answer the questions your 

clients may have about new or remodeled kitchen designs. 


rE \WV/CO 


SPECIALISTS IN REFRIGERATION + DEERFIELD, MICH. 





SEND TODAY 





REVCO, INC., Deerfield, Mich., Dept. 
Please send me my free architect’s information file 
on Revco Bilt-Ins. 


Name . 





Address 





City cui OO State 
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GPX.YELLOW 


PLASTIC SURFACED PLYWOOD 


Mr, Builder, board-and-batten, so popular with to- 
day’s home-buyer, is a real profitmaker for you with 
GPX Yellow. Easy-to-handle panels cover large areas 
fast. Battens cover edges. Your economies continue 
right through to the finish—GPX Yellow is engineered 
to take paint without sanding or sealing. Two coats 
give a lasting beautiful finish that will never check. 
For gables, soffits, shutters — for unlimited interior 
uses, too— GPX Yellow can be machined, drilled, 
nailed, patched, riveted, glued or sawed. Put it to the 
test on your next job. 


smooth! The CreZon surface of GPX Yellow is bonded 
on one or both sides with a phenolic resin overlay, Engineered 
for paint—it’s the smoothest surface obtainable. Standard 4’x 8’ 
panels are available in thicknesses ranging from 
5/16” to 3/4”, Larger sizes and thicknesses at 



























extra charge. | 2 
| ei q 
| send fora free sample 
| GEORGIA — PACIFIC it{ : 
| Gr ir. ACILIC iii 4 | 
\ CORPORATION 
Dept. HH357, 60 East 42nd St., New York 17, New York i 
1 Gentlemen: Please send me a sample of GPX Yellow. 
Name | 
Address. 
| City. Zone State l 
! Firm Representing | 
L 
ee es rs es es es es ees es es es es 
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Now—it costs less than $600 INSTALLED 


to include Central Air Conditioning 






RMS boone 


So flexible it adapts to your 
existing blueprints 


4 
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Jf 
INSTALLS IN CENTER OF ATTIC. Pressurized condenser air permits 
installation to take advantage of minimum duct work. No large 
wall openings — small ducts fit between standard studding. 


You can rely on 


World's largest-selling air conditioner 
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SEND FOR SPECIFICATIONS FOLDER! 


with new 3 HP 
FEDDERS 





So inexpensive, simple and speedy to 
install you can use it as standard equipment 


even in low-budget homes! 


Now, for less than $600, you can buy and completely install the 
powerful 3 HP Fedders Adaptomatic in a house wired for 230 volts, 
including average duct work to connect to warm air system. Why not 
use it as standard equipment to merchandise every house in your 


new building project? 


Installation can be made in a matter of hours, because the Fedders 
Adaptomatic is an all-in-one air conditioner completely assembled 
and tested at the factory. It’s ready to operate when you get it. No 
water needed, no pumps or piping. No on-the-site assembly, no sepa- 
rate refrigerant lines, no difficult refrigerant charging. No large wall 
openings like other all-in-one air conditioners require. No objection- 
able separate outside condensing unit. Fedders Timesaver split chassis 
facilitates handling and installation in cramped quarters. 


Even if your plans don‘ call for warm air heating, you can install the 
Adaptomatic anywhere in any kind of home at big savings. Engineered 
for easy installation in attic, crawl space, garage, utility room or eco- 
nomical drop-ceiling plenum which eliminates cold air ducts, thanks 
to Fedders exclusive system of pressurized condenser air. 


Homebuilders buy the Fedders Adaptomatic at a special builders’ 
discount. Owners enjoy a 5-year warranty on the hermetic system. Get 
all the facts now. Call your Fedders representative or mail this coupon. 











FEDDERS-QUIGAN CORP.— Dept. HH-37 
Maspeth 78, New York 


Gentlemen: Please send me, without obligation, complete information on céntral 


air conditioning with Fedders Adaptomatic. 
PLEASE PRINT 
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Builders know that it takes modern 
materials and modern methods to cut 
construction costs today. And when 
it comes to sewer pipe they find 
ORANGEBURG’s the answer! 


Light-weight 8-foot lengths are eas- 
ier to handle, easier to install. No 
cement, no calking, no compounds to 
make an ORANGEBURG Taperweld 
Joint. A tap or two and the joint 
seals root-proof. 





Orangeburg is readily sawed to any 
required length and quickly tooled on 
the job — another reason why builders 
like it. 

Orangeburg Root - Proof Pipe is 
made in 2”, 3”, 4”, 5” and 6” sizes. 








ROOFPROOF JOINTS 


No Compounds, No Calking! 


Use it for sewer lines from house to 
street main or septic tank, down spout 
runoffs, storm drains and other out- 
side non-pressure underground lines. 
Orangeburg also comes Perforated in 
4” size for foundation drains, septic 
tank filter fields, draining wet spots 
everywhere. Look for the Orangeburg 
trademark. Get the genuine. For facts 
write Dept. HH-37. 


ORANGEBURG FITTINGS 


TEE Ye WYE 
Fze 
They simplify the installation ... save you 


time, trouble and money. Make an all-Orange- 
burg high quality pipeline. 





. Peel ’N Stick floor tile, in vinyl or 


. Spun mineral insulation is _light- 






































DRAIN THAT ROOF WATER AWAY! 


Installed down spout runoffs have helped 
close the sale of many a new house. 

Roof water left to splash down on the 
ground seeps through to the garage or 
cellar floor—makes a mud hole of the yard, 
or an eyesore on the lawn. Draining that 
roof water away with Orangeburg Root- 
Proof Pipe—installed quickly, easily, eco- 
nomically... helps sell the house. 


. Permadrain gutters and downspouts 








ORANGEBURG MANUFACTURING CO., INC.—Orangeburg, N. Y.—Newark, Calif. 


ORANGEBURG 


ROOT-PROOF PIPE AND FITTINGS 
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for further details check numbered coupon, p. 224 








rubber, has a dry adhesive backing pro- 
tected by polyethylene treated paper 
which overhangs the four sides. To in- 
stall, you peel off the paper, stick tile 
to a smooth floor surface: linoleum, 
new floors, concrete or old flooring. 
Tile can be taken up and replaced since 
adhesive is said to retain its grip. Com- 
pany says prices average less than $1 
psf. Robbins Floor Products, Inc., Tus- 
cumbia, Ala. 



























weight and has a spring-like rigidity. 
Big Six blanket fits snugly between 
rafters, leaving hands free for stapling 
flanges. It has k factor of 0.27 as rec- 
ommended for mineral wool blankets 
in ASH AE Guide; density—2.0 to 2.5 
lb./cu. ft.; water vapor transmission is 
less than one perm. Six inch blankets 
are available 48” |. x 15” w. Baldwin- 
Hill Co., Trenton 2, N.J. 



























are made of Fiberglas reinforced poly- 
ester, need paint, are rust proof, freeze 
proof. Miters for inside and outside 
corners are molded of one piece. Slip 
fit elbows will fit wide as well as narrow 
roof overhangs; downspouts snap-in. 
Cost, $1.60 per running foot includes 
cost of miters, elbows, downspouts, 
ends, etc. Permanent Products, Inc., 
St. Paul 1, Minn. 
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FRIGIDAIRE 


OFFERS YOU THE 





“SELLINGEST’ PROMOTION EVER 





| 
PERSONALIZED 


TO HELP SELL 


YOUR HOMES 





































C. E. Reed, Sales Manager, Building Industry Sales 
Frigidaire Sales Corporation, Chicago, Illinois 


Let our Chicago Builder 
Representative answer this... 



























“I work for Frigidaire Sales Corporation located in the Chicago area. There are 
men like me — with the same training and the same job — in Frigidaire Sales 
Corporation and distributors’ offices and dealerships all over America. 

“One of our major responsibilities is to help you sell more homes. 

‘We don’t drop a fat kit of ad suggestions on your desk and walk off. We take 

the proven sales tools that Frigidaire provides — plus skilled creative services that 
are available to us — and help you map out a full promotion and sales activity. 
And it’s PERSONALIZED to fit your community, your tract, your homes, your 
financing problems, your name, your reputation. 

“It’s like adding the services of a sales and advertising specialist — relieving you of 
merchandising headaches — and, what is most important, helping you sell more homes. 


‘Here’s how the plan works.” 


“TRAFFIC-BUILDING’ OPEN HOUSE PLAN 


individually Designed To Help Bring Buyers To YOUR Homes 


After learning the details about your tract, its location and about your type of homes, 
your Frigidaire Builder Sales Representative will help you develop a PERSONALIZED 
plan using the best combinations of the following: Newspaper Advertising * Radio and 
TV Advertising + Publicity + Directional Road Signs + Outdoor Signs + Outdoor 
Decorations * Model Home Souvenirs * Instructions and Ideas. The entire program 

will be planned to your budget to fit your personal needs and to bring out the 

crowds that bring in the sales. 


ae eo a 
iw ; NJ i. fe’ 


oA oe ome 210] - Ba. [eolasl-mm hom Clal-lal-|-m Mele) ¢-14-M lal tom —loh 4-10 _ i 


Again PERSONALIZED to your homes and including the best combinations of: 
Personalized Home-Selling Brochures »« Model Home Feature Cards + Demonstration 


Displays +» Product Feature Stickers + Sales Literature. PLUS Complete Training 


instructions for your sales personnel on how to use these tools to “‘close sales” 


for the home itself, and for the products displayed. 


JUST WHAT Is3" 
PERSONALIZEDIE 






































Sl-"“HE FRIGIDAIRE 
HEUILDER PLAN? 


j SATISFIED HOME BUYER’ FOLLOW-UP 


Planned To Minimize Many Of Your 
Service Problems And To Refiect Quality Of YOUR Homes 





Designed to make new buyers your “best salesmen”’ for future homes by 

assured satisfaction and by freeing you from most of your home 

service problems. The program includes: A NEW HOME BUYER FOLLOW-UP 
PACKET which brings together floor plans, warranties, operating i 
instructions, and local service sources. It simplifies the new home-owner’s La 
problems — reflects the quality of your service. This home-owner satisfaction + 
packet can be PERSONALIZED with your name. »* 

Y 





a PLUS "SHEER LOOK’ DEMAND 






Spurred By National Advertising 


Your prospects will want to see all the SHEER LOOK 
Appliances featured in your model homes... for 

these are products they know — the style they want — 

and a name they can trust. Colorful, dramatic national advertising in 

such leading publications as Saturday Evening Post and Better Homes & Gardens 
will feature the new SHEER LOOK Appliances — both free-standing, 

with the built-in, blend-in look, and built-in appliances including full home 

air conditioning — all selling the public on wanting Frigidaire equipment. 
All-in-all, Frigidaire national advertising constitutes the mightiest PLUS ever 
offered the American builder. 








Phone your nearest Frigidaire Sales Corporation or distributor's office and ask to 


speak with a Frigidaire Builder Sales Representative. Then you'll meet a man 


who knows Frigidaire products from A to Z. who knows your market like the palm 


of his hand. who is schooled in preparing a PERSONALIZED home selling plan for 


you and whose time is yours! Phone him today 
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Built-In Cooking Tops 
i Jah 


Fold Back Surface Units Refrigerators 





Electric Ranges 


| Year-Round Air Conditioners Food Freezers Room Conditioners Food Waste Disposers 
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Division of General Motors Corporation, Dayton 1, Ohio | 











eieeeiceunene 


















New Products 


for further details check numbered coupon, p. 224 





4 & 
i % 

% $ 

FF 4 - 2 


Wine 
Ki Bae. 4 


bias 


k. MARK 16 interior wal! panels are made 
of plywood finished with transparent 
vinyl film. Panels come packaged nine 
to a set and one package panels a 12’ 
wall 8’ high. Each piece is 16” wide, 
8’ long, 4” thick. Mark 16 panels can 
be fastened directly to studs 16” o.c. 
with either special fasteners attached to 
back of the panels, which are blind 
nailed into the furring strips, or with 
wire brads. They require no upkeep and 
are resistant to grease, acids or alcohol. 
Lipstick, crayon and ink can be wiped 
away with soap and water and the finish 
is not affected by humidity or tempera- 
ture changes. Seven woods are avail- 


able: plain sliced red oak, white oak, 
walnut, rift cut white oak, light and 
dark ribbon stripe Philippine mahogany 
and natural birch. Cost of materials 
for a 12’ x 8’ wall begins at around 
$53.76. Price includes special fasten- 
ers. Nickey Bros., Inc., Memphis, Tenn. 





l. DROP-TOP UTILITY TABLE was de- 
signed originally as a work bench, has 
now become a jack-of-all-trades because 
of its handsome finish and easy mount- 
ability. Rigid steel brackets finished in 
heavy baked enamel support the work 
top which is 60” |., 24” w., 14%” thick 
and is splinter, warp and dentproof 
Top is made of smooth hard panels of 
high density wood -and plastic which 
sandwich a core of solid wood. Drop-top 
folds back against wall when not in use. 
In a horizontal pos'tion, it is held secure- 
ly by the brackets which lock auto- 
matically. Top, brackets cost about 
$27.50. Sturdi-Bilt Steel Products, Inc., 
Chicago. 
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“The Consistent Quality of 
GRADE-MARKED SOUTHERN PINE 


says Robert Walker, Contractor, Metairie, New Orleans, La. 
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Send FREE copy of 


Pays Off Every Time!” 










**When I custom-build a 
house, my reputation is at 
stake every step of the way. 
So I’m naturally interested 
in quality building 
materials to uphold that 
reputation. 


*That’s why I always specify 


Grade-Marked Southern 
Pine. From my twenty 
years of experience, I know 
that ordering all Southern 
Pine by grade-mark assures 
me of premium quality 
lumber. That SPIB Grade- 
Mark is my safeguard for 
lumber that is consistently 
up to grade. I have to 
have that assurance to 
custom-build a house that 
will please the customer 
and be a hallmark of my 
reputation.” 












mie AD, 


Seasoned for 
Better Performance 








Name 
"Specifications Address 
for Residences” City 


State 








SOUTHERN PINE ASSOCIATION ¢ 


P.O; BOX 1170 


__NEW ORLEANS 4, LA =" 
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Open display of inviting room interiors is a strong competitive advantage to this motel with Ador sliding glass doors. 


ow and why motels profit 








Easy access of guests to pool and patio is assured by Three panels of glass combine jalousie, sliding vent Ador exterior lock with key provides 
finger-tip operation of Ador doors. Open view adds note and fixed section as complete Ador unit in this smart positive security and convenience to 


of luxury. motel room. guests, permits master keying. 
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a 0 / America’s foremost all-aluminum sliding glass door 














Beautiful view of the ocean makes this motel room memorable to guests. Ador alumilite 


finished sliding glass doors are weathersealed for even the most extreme exposure locations. 




















a 





Sliding glass doors used in every unit of this luxury motor hotel are a distinctive design 


factor which attracts guests. 





Photo by Julian Graham, Pebble Beach, Calif 
fit} with slidi ( d 
Major new trend in motel and hotel design is the dramatic use of the The attractive indoor-outdeor atmosphere of this motel is created 
sliding glass door. With some 56,258 motels competing for the tourist's by Ador sliding glass doors in each unit. 
dollar across the country, the open-view room with its sliding glass door 


has become a big factor in successful motel operation. Motels and hotels 
from coast to coast are finding the use of Ador all-aluminum sliding 
glass doors a real competitive advantage. 


This sliding glass door trend is motivated by the need for open dis- 
play of the motel room to the guest—but beyond this indoor-outdoor 
appeal there are many practical advantages. Guests and luggage find 
easy entry through the fingertip-action Ador doors. Furniture can be 
readily transferred from room to room through the wide openings and 
easily moved over the low Ador threshold. Of special importance is the 
Ador’s exterior lock arrangement which can be keyed and master-keyed. 


But, perhaps the greatest value the sliding glass door imparts is a 





. . . . LJ s oo 

feeling of luxury — at minimum cost. Details such as custom design << git oae 

les lucite grip hardware and beautiful satin-silver finish are standard on all : i 
° ° ° SS aa gi es a 

to Ador doors. Write Ador Sales, Inc., Fullerton, California for complete sittaennceemen 

information. 
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Among its many uses 
H & K perforated metals 
are utilized in: 


Room dividers and partitions 
Ventilator grilles in doors 
Sink fronts 

Cabinet ventilators 

Heating and air conditioner 
Duct grilles 

Decorative railings 

Radio speakers and Hi-Fi systems 
Grilles for exhaust ventilators 
Cabinet shelving 

Food and cleaner racks 
Kitchen utensil hanging racks 
Clothes hampers 

Portable and built-in furniture 
Lighting fixtures 


Household appliances 


Also other materials for 
ceiling, wall and floor tile 
using perforation and inset 





A few of the 
thousands of H & K 
perforated patterns. 
Illustrations are 
reduced in size. 
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to combine beauty and utility in the modern 
home with 


Va relaeticte| 


Metals 





Architects, builders and product designers are 
discovering many new ways to effectively use 
Harrington & King perforated metals. In basic 
construction units, in accessories, in appliances, 
perforated metals have proven to be an ideal 
medium for decoration, for utility and where a 
combination of these features is essential. 

In the kitchen, in the living room, in the rumpus 
room—in every room in the house—perforated 
metals are used for purposes of concealment, ven- 
tilation or for appearance alone. Although rich in 
beauty, they are inexpensive. Thousands of dif- 
ferent perforated patterns are available. 

In addition to perforating practically all metals 
in various thicknesses, H & K can perforate most 
plastics and composition wood products—fur- 
nished in sheets, rolls or pieces cut to size. Margins 
or unperforated areas can be specified. 





FILL IN AND MAIL COUPON TO NEAREST H & K OFFICE 


"ieee tessa ti oe talmmammmeamlian cette ite mac ist 


™ Afarrington & Ming 
PERFORATING CO., INC. 


Chicago Office and Warehouse New York Office and Warehouse 
5677 Fillmore St. + Chicago 44, lil. 104 Liberty Street » New York, N.Y. 


Please send me [_] GENERAL CATALOG NO. 62 
[-] STOCK LIST OF PERFORATED STEEL SHEETS 
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COMPANY = 





STREET. — 





CITY. ——_s ZONE_ —_—— STATE 
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for further details check numbered coupon p. 824 


h. Wascolite Showerwall lifts out for 


tub cleaning, clicks back in place for 
showers. Panels are made of acrylite 
plastic embedded with gold mesh. Tub 
enclosure unit comes in two sizes: 5’ w. 
x 5’ h. at $79.95; 5’-6” w. x 5’ h. at 
$89.95. Showerstall enclosures are 5’ w. 
x 6 h. at $98.95; 5’-6” w. x 6’ h. at 
$101.95. All kits include two panels, ex- 
truded aluminum top, bottom and side 
channels, matching handles, screws, 
mastic. Wasco Products, Inc., Cam- 
bridge, Mass. 








i. Standard windows are converted to 


take-out windows by means of Air-Loc 
hardware. Applied to stock wood 
frames and sash, it makes windows 
easy to zip out, click back into place. 
Unique sash balances make for easy 
up-and-down operation; automatic 
“click-in” balance lock requires no 
tapes, cables, levers to unhook or re- 
lease. Movable channel adjusts to width 
of window, gives smooth operation plus 
weathertightness. Unique Window Bal- 
ance Corp., New York 54, N.Y. 








Toastmaster hot-food server is a 
two-drawer, stainless steel electric warm- 
ing unit that can be built into kitchen 
cabinet bases. Dimensions are 2114” h., 
21%” w. and 241%” d. including a 142” 
outlet box. Moisture control dial regu- 
lates moisture in drawers to keep food 
from becoming too dry or too moist. 
Server operates on 110 v. circuit, uses 
800 watts, is insulated with Fiberglas. 
$299.50. Toastmaster Products Div., 
Elgin, Ill. 
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New lightweight L-O-F Glass Fibers’ Home Insulation 


¢ Provides top insulating efficiency ...in summer or winter 


¢ Speeds heating, cooling cycles; keeps homes more comfortable 


Get the 3-way protection of top insu- 
lating efficiency, low heat storage, and 
efficient vapor barrier in one easy-to- 
install package. 


Millions of dead air cells trapped be- 
tween fine glass fibers in L-O-F Glass 
Fibers’ Home Insulation reduce heat 
transfer; keep homes cooler in sum- 
mer, warmer in winter. Light weight 
and low heat storage help homes 
reach desired temperatures faster. Re- 
flective facing is an excellent vapor 
barrier; unfaced outer side allows insu- 
lation to “‘breathe’’. 




















Why L-O-F Glass Fibers’ Home Insulation is easy to install: (1) Wide facing tabs fasten quickly to fram- 
ing, form dead air space; (2) Resilient blanket retains snug fit, prevents heat leakage; (3) Weighs 
as little as 1 oz. per sq. ft.—is easy and pleasant to handle, stays put for fast, one-man installation. 


L-O-F Glass Fibers’ Home Insulation 
more than pays for itself with fuel 
savings .. . adds new sales appeal to 
every home. Installation is fast —and 
every job is permanent: glass fibers 
can’t burn; won’t rot or mildew; do 
not pack, settle, or crumble. 


Get fast delivery on L°O-F Glass 
Fibers’ Home Insulation, in standard 
widths and any of three thicknesses, 
from the distributor nearest you. For 
his name, write: L°O-F Glass Fibers 
Company, Dept. 21-37, 1810 Madison 
Avenue, Toledo 1, Ohio. 


L:‘O'-F GLASS FIBERS COMPANY e TOLEDO 1, OHIO 
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How this BIG NETWORK TVh 


star-studded “7 C-TV 
in the 


programs i morning 


work for ae A today 
YO U * 2 j Dave Garroway 



















Si. known and welcomed by millions those features? First—year-round comfort, 
—topnotch shows of established popularity savings on heating and air conditioning 
—help you sell the features that people costs. Second—a quiet, restful home with 
want most in their homes today! What are _ no noise nuisance. 






Balsam-Wool insulation with reflective liners 


Balsam-Wool sealed insulation with reflective liners is an ideal insulation 
for the air conditioned home—or any home. This new product was espe- 
cially developed for air conditioning economy...greater summer and hi 
winter comfort. Exclusive spacer flanges position the blanket for maximum Af , 
efficiency ...allow proper air spaces on each side of the blanket. Balsam-Wool 
sealed blanket insulation is sold under a money-back attic guarantee. 


Nu-Wood random drilled acoustical tile 


Another big, new product to meet today’s demand is Nu-Wood random- 
drilled acoustical tile. This predecorated, light reflective tile helps create 
a pleasing, over-all pattern when used on ceilings or walls... brings beauty 
as well as noise-quieting into the home. The full-random patiern lends a 
smart, yet practical, touch to your homes. 

And the joints are all-purpose for quick, easy, 4-way application — you 
can use Nu-Wood clips, staples, nails or adhesive. 











Arlene Francis 


Vihelps you sell quality homes 


And a great oe 
new NBC-TV | 3 


tonight 


SHOW 
star-studded—better than ever! 





Sells home-buying prospects on the features they want most 


Balsam-Wool sealed insulation with reflective liners fits 
the ever-growing demand for home comfort and savings 
—because research has demonstrated that a properly 
insulated home can be heated or air conditioned for as 
little as $12.00 per month. 


How YOU can benefit 


Balsam-Wool insulation with reflective liners and 
Nu-Wood random drilled acoustical tile are sold only 
by lumber dealers. See your lumber dealer now. Ask 
him about attractive, eye-appealing displays that help 
sell your prospects, and about TV posters you can use 


Nu-Wood random drilled acoustical tile—beautiful, 
efficient—is especially designed to take the nuisance out 
of noise. Both these nationally advertised products are 
now brought into homes throughout the country through 
the medium of network television! 


in selling homes to today’s quality-minded market. 
Let Balsam-Wool® and Nu-Wood® help you have a 
better, brighter, more profitable 1957! 

Wood Conversion Company, Dept. 236-37, First 
National Bank Building, St. Paul 1, Minnesota. 


BALSAM-WOOL 





TWO GREAT PRODUCTS FOR THE BUILDING INDUSTRY 
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Sliding Glass Door 


Designed Especially for Northern Weather 
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Now you can specify Fleetlite Sliding Glass Doors or attractive Picture 
Walls that block winter winds and western dust storms yet bring 
outdoor beauty into any room. Your clients will appreciate the extra 
benefits of this quality engineered trouble-free construction. 

Doors slide silently and easily on overhead ball bearings. Screens glide 
on nylon rollers. Doors interlock with double mohair weather stripping 
on all four sides. Specially designed aluminum extrusions provide rigid- 
ity and maintain alignment. You can specify plate glass or insulating 
glass up to one inch thick. 





windows iit out vor toy Fleetlite double hung and sliding 


Double Horizontal Sliding Achieve design harmony with matching 
cleaning. Mohair weather- 














stripped. windows. 
Picture window combination tices de er as ae a eee elk ae 
+ i—j with double, double - hung “T 











flanking windows. « Please send literature on: 
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Jalousie Windows and Doors tA: i 
= protect in any climate. Inside t Os iding Glass Doors : t 
= screens replaceable with @ (1) Horizontal Sliding Windows 1 
7 + aes. ; (1) Double - Hung Windows i 
, (J Jalousie Windows and Doors J] 
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FLEET OF AMERICA, INC., 2013 Walden Ave., Buffalo 25, N. Y. 
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608. 1957 Dir Plywood Catalogue. 
Douglas Fir Plywood Assn., Dept. HH, 
Tacoma 2, Wash. 12 pp. 

Fir plywood grades, specialty products 
and application data in condensed tabu- 
lar form. Book is indexed for ata fil- 
ing systems, includes three pages of 
structural drawings that describe recom- 
mended fir plywood uses for floor con- 
struction, wall sheathing, roof sheathing 
and soffits. 


*** Unlock the door to a new world 
of color. Martin-Senour Co., Dept. HH, 
2500 S. Senour Ave., Chicago. 20 pp. 
25¢ 

One of the handsomest paint books to 
come along, with swatches and sketches 
showing how to carry color from the 
exterior in—particularly appropriate for 
the patio house where the outdoors is 
as much a part of the house as the liv- 
ing room. Suggested color plans for 12 
types of houses plus ten keys to color 
harmony, set down in a series of rules 
to guide almost anybody to a better use 
of color. 


610. Perforated materials. The Har- 
rington & King Perforating Co., Inc., 
Dept. HH, 5677 Fillmore St., Chicago. 
128 pp. General catalogue No. 62 re- 
vised to provide latest data for stylists, 
designers, architects. Illustrations include 
hundreds of different standard patterns 
at actual size, information lists hole size, 
centers and per cent of open area. Other 
sizes of standard patterns are listed in 
tables below corresponding patterns. 
Book is indexed according to fabrica- 
tion, materials perforated, sizes, pat- 
terns, etc. 


611. Richmond’ Snap-ty Form Book. 
Richmond Screw Anchor Co., Inc., 
Dept. HH, 816-838 Liberty Ave., 
Brooklyn. 18 pp. 

A how-to-do-it manual for contractors, 
small home builders, lumber dealers. 
Company has included what they be- 
lieve to be the best panel system seen 
in use in the field. Includes a light 
modular panel design, heavy modular 
panel design plus fabrication and instal- 
lation details, special form items. 


612. Marlite. Marsh Wall Products, 
Inc. Dept. HH, Dover, Ohio. 8 pp. 
The plastic-finished paneling for walls, 
ceilings and work surfaces is illustrated 
in some detail in this little booklet. 
You'll gleam information about Marlite 
Hi-Gloss panels, Marlite Wood-panel 
and marble panel, Marlite plank and 
block and Korelock—a strong, rigid 
hollow-core paneling with a_ special 
tongue and groove joint design for easy 
installation. 





613. Technical Information Bulletin, 
No. 4. Insulation Board Institute, Dept. 
HH, 111 W. Washington St., Chicago 
2, Ill. 4 pp. 

Revised data on “The Use of Insulation 
Board 42” Sheathing in Economy Hous- 
ing.” Characteristics are reviewed as 
are qualities. Among the latter, econ- 


(continued on p. 220) 
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“We wanted a selling ‘plus’ when we began developing our 250-acre 
tract of houses,’”’ reports Mr. Maultsby. ‘““That’s why we included 
it carries a lot of weight with prospective 
buyers. Many new homes out here have this feature, since many 


air conditioning .. . 


customers insist on it. 


“In these homes,” continues Mr. Maultsby, “we install 3-ton 
Deering Tri-Paks charged with Du Pont ‘Freon’ refrigerants. It’s 
not unusual to have many consecutive days with temperature over 
100°F., yet the units keep rooms comfortable at all times . . . and 
we haven’t had any moisture problems at all, even in Kansas City’s 


high humidity. 


“Our homes sell from $17,000 to $23,600 and naturally air condi- 
tioning increases the cost of down payment. But this hasn’t proved 


“Air conditioning gives us a distinct sales 
advantage in our *17-23,600 homes” 22s Join mautisby, 


AIR CONDITIONING SELLS TODAYS HOMES 





President of Developments, Inc., 
Kansas City, Kansas. 


an obstacle at all. Most customers are willing to pay extra for this 
modern convenience.” 


Use these survey facts to help sell the air conditioned homes you build 


When Du Pont asked owners what they enjoyed most about their 


air conditioning, these were some of the answers given: 


Feeling of cooiness..:...... 41% Rooms clear of dust.........8% 
Sleep much better.......... 22% Feel more efficient at work... .7% 
Freedom from humidity......9% Family enjoys home life more .7% 


Du Pont’s new market survey, from which these figures were take: 


was conducted among urban and metropolitan households. Figur: 


represent per cent of respondents who now own air conditionin: 
Only leading reasons are shown. 


Why you should always insist on units charged with ‘‘Freon’”’ 


¢ Mr. Maultsby chose a 3-ton Deering Tri-Pak air 
conditioner for installation in the 1,400-square-foot 
model home shown above. Charged with a Du Pont 
“Freon” refrigerant, the unit will provide long, 
trouble-free service. 
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When you select air conditioning units for 
the homes you build, don’t take the refrig- 
erant for granted. No component is more 
essential to the efficient, trouble-free opera- 
tion of air conditioning equipment. That’s 
why it’s so important to specify Du Pont 
“‘Freon’”’ refrigerants for the air condition- 
ing equipment you install. 

When you specify a “‘Freon”’ refrigerant, 
you can be sure it will not give you any 
trouble from acids or moisture. Du Pont’s 
25-year experience manufacturing “‘Freon”’ 
is your assurance of unsurpassed quality 
and purity. And you can be sure “Freon” 
refrigerants are safe—nonflammable, non- 
explosive, virtually nontoxic. 

So plan to include air conditioning in the 
homes you build and, when you do, insist 
on a dependable Du Pont “Freon” refrig- 
erant for the cooling system. 


Learn how air conditioning has helped 
others to sell homes. Send for the Du Pont 
brochure ‘‘What Successful Builders Think 
of Home Air Conditioning.” For your free 
copy, write to E. I. du Pont de Nemours & 
Co. (Inc.), ““Kinetic’’ Chemicals Division 
128, Wilmington 98, Delaware. 


1931 1966, 
—S a 


25 years of 


SAFE REFRIGERANTS 


***Freon” is Du Pont’s registered trademark 
for its fluorinated hydrocarbon refrigerants. 
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“Twindow Insulating Glass 


to comfortable year-round ; 














is as necessary and important 


living as 1s roof and wall insulation,” 


says J. Mack STEwaRT, prominent Columbus, Ohio, builder 





Twindow—the windowpane with insulation built in—is a feature 
of these extremely attractive homes. Mr. Stewart, the builder, 
states: “The heat loss per home without Twindow and wall and 
roof insulation is 82,000 B. T. U.s; with Twindow and wall and 
roof insulation, it is reduced to 61,000 B. T. U.s. This is proof that 
Twindow will more than pay for itself.” 

With Twindow, the outside view is brought inside, but interior 
comfort is maintained—both winter and summer. Quoting Mr. 
Stewart again: “Actually, as we figure it, the cost of Twindow 
insulating units is no more than that of single pane windows plus 
storm sash.” 

Twindow offers “storm sash” in permanent form. This fact is 
one reason why the homes built by Mr. Stewart make extensive 
use of these units. As Mr. Stewart remarks: “We install Twindow 
in every single opening in our homes. The only window without 
Twindow is the small peek hole in the front door.” 





Two types of TWINDOW® 


METAL EDGE. Ideal for large win- ~~ 
dows and where maximum insula- 

tion is needed most. Constructed of 

two panes of 4” clear-vision Plate 
Glass, with a 4%” sealed air-space be- 
tween. Exclusive stainless steel frame 
means no bare edges to chip or mar, 

as well as easier, quicker, and safer 
handling for the builder. 


GLASS EDGE. Constructed of two 
panes of 4%” Pennvernon®—the qual- 
ity window glass—with a 3/16” air- 
space between. The high insulating 
value makes these units ideal for 
modern window wall construction. 
Available in popular sizes for a va- 
riety of window styles. 


ae Hittsburgh (Glass 


See Sweet’s Builders Catalog for detailed information on Pittsburgh Plate Glass Products 





PAINTS + GLASS - CHEMICALS + BRUSHES - PLASTICS + FIBER GLASS 


PITTSBURGH en on GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 












BUILDER’S BEST BUY 





» NEW POWER —Cooler running B&D- 
built motor is custom-engineered for tough 
sawing jobs, continuous operation. 


« NEW HANDLING EASE — Stream- 
lined lightness and balance, easy depth 
arid bevel adjustments, added safety 
features, guarantee better control of saw 
in the wood. 


NEW RUGGEDNESS—From the mo- 
tor out... your Black & Decker Saw is 
built to last for years of rugged, depend- 
able sawing. Unsurpassed B&D quality! 


NEW VISIBILITY — New picture- 
window view, new double guide edge 
make line-of-cut and cutting edge of blade 
visible at all times. New air flow blows 








New Saws designed 
with YOO in mind... 


y by Blhack& Decker: 






NEW HANDLING 


aan 


— NEW 


RUGGEDNESS VISIBILITY 








sawdust clear of job, clear of your eyes. 


Board for board—job for job 
—B&D Saws outcut ’em all! 


On-the-job tests prove new B&D Saws 
outcut, outperform, outlast other build- 


er saws—-with power to spare! 


cause they’re made better . . . they’re 
best because they’re easy to control in 
the wood! For more new saw informa- 
tion, send your name and address to: 
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New streamlined lightness and bal- 
ance,easy depth and bevel adjustments, 
added safety features, plus plenty of 
long-lasting, rugged power. Black & 
Decker Heavy-Duty Saws are best be- 


Black& Decker: 


World’s Largest Maker of Portable Electric Tools 


THE Buiack & DECKER Mr. Co., Dept. 
H-703, Towson 4, Maryland. 


4 Builder models . . . from 56950 


Find Your B&D 
Supplier in 
| ‘Yellow Pages’ 











Look under 
“Tools-Electric” 





NK =vel alaliore) Publications 





for further details check numbered coupon, p. 224 


omy. The Institute points out that 
builders get in a single material a struc- 
tural product that meets design condi- 
tions of FHA and all model building 
codes; insulation against heat passage; 
weather-tightness which eliminates need 
for building paper, etc. 


614. Vacu-Flo steel tubings and fittings. 
H-P Products, Inc., Dept. HH, Louis- 
ville, Ohio. Folder. 

The products uses for vacuum systems 
and conveying lines with well-charted 
and diagrammed form. These steel sec- 
tions are lightweight, easy to assemble. 
Specifications and assembly drawings 
are given. 


615. Eljer Plumbing Fixtures. Eljer 
Div. of the Murray Corp. of America, 
Dept. HH, No. 3 Gateway Center, Pitts- 
burgh. 40 pp. 

The company’s line of plumbing fix- 
tures and brass goods. Shown are new 
items like modern brass fittings now 
available on most Eljer fixtures. Rough- 
ing-in measurements for most fixtures 
are shown and the Eljer colors—seven 
pastels plus white—are pictured. 


616. Perlite Design Manual. Perlite 
Institute, Dept. HH, 45 W. 45th St., 
New York 36. 80 pp. 

Book contains all related specifications, 
data and detailed drawings for complete 
roof and floor systems, curtain wall 
back-up and other building sections. 18 
different specification and data units are 
published in loose-leaf form and extra 
copies may be had for easy reference by 
architects’ and engineers’ representatives 
on construction sites and for distribu- 
tion to contractors preparing bids. 


617. Davidson Architectural Porce- 
lain. Davidson Enamel Products, Inc., 
Dept. HH, 1104 E. Kibby St., Lima, 
Ohio. 20 pp. 

Current applications in  curtain-wall 
construction and facing panels are 
shown in photos and installation draw- 
ings in this new revised reference cata- 
log. Examples of remodeled structures 
are shown and detail drawings and spe- 
cification data are given. 


618. South Bend Lathe Catalogue. 
South Bend Lathe, Dept. HH, South 
Bend 22, Ind. 80 pp. 

Precision machine tools with pictures 
and prices: engine lathes, vertical spin- 
dle milling machines, drill presses, 
among others with a list of the attach- 
ments, tools, chucks and accessories for 
all machine tools. 


619. PyroDor Package Units. Dusing 
& Hunt, Inc., Dept. HH, Leroy, N. Y. 
24 pp. 

Three PyroDor package units of flush 
metal doors, frames and hardware are 
featured here. Architects or engineers 
can specify from a wide range of stand- 
ard types and sizes of flush metal doors 
and metal frames from stock. Typical 
wall conditions and frames suited to 


(continued on p. 224) 
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Te ly hase 


A CUSTOM LOOK 


She loves the trim, modern beauty of her Republic Steel 
Kitchen! She especially appreciates your thoughtful 
planning of the built-in range and oven . . . cabinets of 
fire-resistant steel that match the rest of her kitchen . . . loads 
of easy-to-organize storage room handily near this 
important work center. And all so easy to keep sparkling clean! 














Ke Guildor saves. 





WITH REPUBLIC’S STOCK 
BUILT-IN UNITS 


Republic Steel completely fabricated cabinets can be 
installed in minutes. Their modular design makes 
planning easy. There’s a stock cabinet for every leading 
oven brand. Oven supports are plumb and level in 
uniform steel . . . no expensive callbacks to fix lopsided 
installations caused by warping or shrinking. With 
Republic Steel Kitchens, builders are assured of higher 
quality, greater economy from mine-to-market production 
facilities. Get the complete story from your Republic 
Steel Kitchens distributor, or write Republic Steel 
Kitchens, Builder Sales, 1028 Belden Ave., Canton 5, Ohio. 





ie alt 
REPUBLIC STEEL 


Ritehind 


WHITE e@ YELLOW ¢ TURQUOISE ¢ PINK 
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take a 
NEW LOOK 
che 6.4 9) ee 
HEMLOCK 











... Grade for grade, 


it’s the best buy 


on the market today! 


case in point: SIDING. Tree Life Hemlock is an exception- 
ally good looking siding. It is entirely free of pitch or 
resins, has a nice even-textured grain pattern. It takes 
and holds paints and stains well. 

Easy to work; Tree Life Hemlock lays flat and straight 
—stays flat and straight. Resists splitting. Durable; all 
prime heartwood assures natural decay resistance. 

And most important, Tree Life Hemlock is low in cost. 
Compared to other quality siding materials, it is quite 
inexpensive indeed. 

Available in all standard patterns, both vertical and 
flat grain. Factory treated, on order, with an effective 
toxic water repellent that virtually eliminates paint 
failure caused by moisture coming through paint film. 


, Every piece kiln dried, milled full size, accurately graded. 


® 
5 reasons why it pays to specify TREE LIFE 
1. Select West Coast Upland Hemlock —Tsuga heterophylla. 
2. Kiln dried, carefully graded and manufactured. Conservatively priced. 
3. Straight grained, not brashy. Virtually all heartwood. No pitch pockets. 
4. Greater strength-weight ratio than Douglas fir. Fewer, smaller knots. 
5S. Available in all standard grades and sizes. Straight or mixed cars. 





ST. PAUL & TACOMA 
LUMBER COMPANY 


HEMLOCK & FIR LUMBER «+ FIR PLYWOOD «+ SPECIALTY PANELS 


ST. PAUL & TACOMA LUMBER CO. 


Department HH, Tacoma 1, Washington 


Send basic Tree Life Hemlock Catalog, Specification Guide and other data. 
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This water closet does not 





disturb your peace of mind 


ry’ ad Be . ° 4 

The famous (vase time-tested Non-Overflow One-Piece’ water closet 

with the whispering flush...produced in 32 decorator.colors and spark- 
ling black and white. Ask your OE: wholesaler or write: 


*PATENTED 


CASE MANUFACTURING CORPORATION 


33 MAIN STREET, BUFFALO 3, NEW YORK 
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SELL Tig 
DREAM 


PEERLESS 








ae fans 


ae Eas 





Shingles and nails, windows and doors, 
they make up the house, sure . . . but it’s 
the dream that sells it! 


How close does your house come to the 
dream, the prospect has always had of 
a house? The 
closer your house 
meets that dream, 
the sooner it will 
sell. 


And, 20th century 
house dreams in- 
clude year ‘round 
air conditioning, 
like the famous 
PEERLESS systems. 


Just any air condi- 
tioning, however, 
isn't enough any- 
more. It takes 
quality air condi- 
tioning—and qual- 
ity has been a 
PEERLESS product 
for more than half 
a century. 


PEERLESS 


CORPORATION 


FURNACES 
AIR CONDITIO 
- FL 


RNACE FITTINGS 









INDIANAPOLIS 7, INDIANA 


ee ee ES ES SS ST SE SS 








| PEERLESS CORPORATION eS hh 

| 1853 Ludiow Ave., | 7,4 | 
| Gentlemen: Please send additional information on | 
| Peerless ‘‘waterless’’ Air Conditioning. 
| Name_ ik | 
1: ompany____ tie et Suse ae ol ne 
a aaiacisietticiiactetictanciiecetcjececchcnaibeigioiipeatantichiatand 
| te eR AN eee | 
Ne ee ee ee ee ED SE Se ee ee ee ee 
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Technical Publications 





many construction problems are pic- 
tured. There’s also a section on mortise 
and cylindrical locks, other hardware 
and accessories which may be specified 
as part of the package. 


620. Whitco Sash Hardware. 
Whitney Co., Dept. 
Calif. 8 pp. 
Illustrations and specifications on the 
four hardwares available for awning 
type, casement type and transom type 
wood windows plus the three kinds of 
hardware operators you can use. 


Vincent 
HH, Sausalito, 


621. Webster Heating-Cooling Condi- 
tioner. Warren Webster & Co., Dept. 
HH, Camden 5, N. J. 12 pp. 

The Webster air conditioning system— 
which incorporates the use of small 
forced-flow convectors for winter heat- 
ing and summer cooling—is described. 
Units are connected to a piping system 
through which hot water from a boiler 
is circulated in winter and cold water 
from a chiller is circulated in summer. 
A typical installation is shown, as are 
charts on capacities, cabinet types, di- 
mensions and data. 





PRODUCTS AND PUBLICATIONS COUPON 


For more information on new products and publications in this March issue 
check key numbers below and mail to: 


House « Home 


Room 1021, 9 Rockefeller Plaza, New York 20, N.Y. 
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| NEW PRODUCTS q eee roe eetehnce Sow a cai ee ia {1 i) 
: 8 I ck floo Se EES ee 
Be ee O f. Baldwin-Hill Big Six insulation 0.2. = a. 
| DB. APU DORSVORMD BONED ooo... ck tees cee anaes L| g. Permanent Products Permadrain gutters ...... ia | 
C. APC structural plastic panel ........... 0.05.55 CT Ris: WGROGUe ROWE WANE ose 2 hws ic he cicles veces O1 
| D Marcolite hollow core roof panel .:............ Cl i. Unique Window Balance hardware ............ Prat 
" E. Ventarama ventilating skylight ................ ] j. Toastmaster hot-food server .................. C1 | 
F. Ww ascolite a EE re oes k. Nickey Bros. Mark 16 wall panels ............ 3 
PG, MII Aue on sia S Bninwidies 00-2 uae or MN ]... | SRG. CO tee Tale cies eee ciicsce ees C] | 
H. The By-Products Co. skylights ........ es 
| I Mid-South Industries ee ee! q | 
Dp RTE 5 icc to ooo wis no 0 0 0.806 by died ia 
| 2: Consolite skylien TECHNICAL PUBLICATIONS 
a I oon os cs Siu louwd ane ee chica oat C1] 
i I a i SS As cu ck nb be old ia , x re 
M. Architectural Plastics, Inc. skylights ......... Oj ety ag el ley Se pane ach ay, naa as 
i NK. rere gr tag “Ingersoll wall-hung closet ........ a) 610. Harrington & King oe RESP cae 
| 2° Sent Pior-Meit panels ........6...... ene. (J 611. Riéhmond Snap-Ty Form book .............. in Ale 
P. Miller Bros. Micro-Match flooring .........-- oO 612. Marsh Wall Products’ Marlite................ 
| ph 12. arsh Wa roduct Lo eee {] 

Q. Bird & Son Wind Seal shingles .............. {] = 613. ‘Insulation Board technical bulletin ........... ae 
| R. Ridge Door Co, SOME Es nv njcavchgesouedl L) 614. H-P Products Vacu-Flo uapuanitan Paigitiebes< CJ | 
S. Stow twin-beam BCPOCM 2.1.6. ese secs esecs CJ 615. Eljer plumbing fixtures ...... Pe 
f SR: Ae Pe one BROT os ee oe ke Sea sase O 616. Perlite design manual. ..... 2.0.0: .26-cccceees Re 

| U. Thor concrete vibrator..........0..0sceeceees a] 817. Davidson architectural porcelain ............ ‘a 
V. Ductless kitchen hood iiss biel 4 axe alae Reb ae O 618. South Bend Lathe catalogue ........... ee 5 ] 
| WW. American Kitchens mixer shelf .......... 619. D&H PyroDor package units ................ ‘al | 
X. Kitchen-Aire economy package .............. O 620. Whitney Whitco sash hardware .............. mM 
I = Westinghouse Bist COMB OME ic ob. 6 eek oes Oj 621. Webster heating-cooling conditioner oP ] 
| Z. Frigidaire air conditioner ...........sseee0e. {CJ | 
a. Amana air conditioner... SEP cae — - 
|b. Intern stional built-in oil wi ull furnace: 8. * For information about unlisted Technical | 
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House & Home | 
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¢ why builders look for this 
poet brand name on 





West Coast Hemloc 


West Coast Hemlock is enjoying an increasing popu- 
larity among builders. They find that it is light and 
strong, easy to work, straight-grained, and relatively 
free from pitch pockets . . . an ideal species for light 
frame construction. 

As finish lumber, West Coast Hemlock is a beautiful, 
light-colored wood. This feature, plus its remarkably 
straight grain, makes Hemlock an excellent species for 
both paneling and. molding. 

Builders know, too, that the well known Weyer- 
haeuser 4-Square trademark means that this lumber 
has been carefully and scientifically seasoned. Kiln- 
drying assures greater stability, long life, and excellent 
finishing characteristics. Whether it is framing, siding, 
sheathing, flooring, or paneling, the 4-Square brand 
name means that this lumber has been manufactured 
with precision, accurately graded, and carefully handled 
and shipped. 


The structural advantages, beauty, and versatility 
of Weyerhaeuser 4-Square West Coast Hemlock Lum- 
ber explain its growing popularity among builders and 
architects. See this beautiful ‘‘Ability Wood” at the 
yard of your Weyerhaeuser 4-Square Lumber Dealer. 


Weyerhaeuser Sales Company 
ST. PAUL 1, MINNESOTA 


WEYERHAEUSER 


4.-SQUARE 
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The large escutcheon 
#522 shown with 
new Dalton knob and 


monogram. 
7-5/8"x 4-1/8" 





on 


High-fashion escutcheons...with textured 

vinyl inserts! Imagine getting that dis- 

tinctive feature in a low-priced lock! 
But get them you do...in the new 


AlignaLock. In beautiful colors. Black. 
Straw. Dull flamingo. Medium Brown. 





With metal finishes of Polished Brass, 
Dull Bronze, Satin Aluminum. 


The square escutcheon #524 shown with 
Ashcroft knob. 3-5/16"x 3-5/16" 


Ol) GRO ln) male mallrcarelmerene 
in its price class 

has construction features 
like these... 


NEW CYLINDER DESIGN 
for fast rekeying 


a8 letei te) 
PRESSURE -FORMED 


.designed to give Special Appeal to 
any home... priced for every budget 


Plus the graceful new Dalton Knob or 
the popular Ashcroft Design. 

When it comes to fast application, 
remember this! No lock.. 
range... costs less to install! 


.in any price 


Get the special appeal of Sargent 
Locks. See your supplier...or write to 


. Sargent & Company, New Haven 9, Conn. 


COMPLETELY NEW LATCH ASSEMBLY 
in one unit...no ‘weak link’ 


HEAVY WROUGHT KNOBS 
with wide bearing surfaces to avoid 
knob wobble. Turn button convenience 


SCREWLESS ROSES 
for split-second attachment 


ALIGNING TUBE 


ASSEMBLED IN A FLASH! 


| SARG ENT LOCKS 


“Sign of a well built house”’ 


SAVES TIME AND CASH! 














What the leaders are doing 
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TYPICAL MATERN PLAN gives each room its patio, puts workshop at rear of garage. 


Architect Rudolph Matern urges clients to 
use more outdoor and basement “rooms.”’ 


Daylighted basements, extensive patios 
and terraces, indoor planters, and special 
purpose rooms are bound to grow in pop- 
ularity among home buyers. 

So says Architect Rudolph A. Matern, 
who ranks among Long Island’s most pro- 
lific designers of merchant builder houses. 
Matern is urging builder clients to include 
these features in their 1957 models. 

Buyers want more space, says Matern, 
but not necessarily expensive under-roof 
space. Sheltered patios off kitchens, dining 
areas, bedrooms and family rooms, and 
balconies off upper-level bedroédms can 
meet the need at less cost, he says. More- 
over, he notes, such items permit greater 
use of inside space in small homes. 

Matern, who has been doing merchant 
houses since 1945, also bases his advice on 
an analysis of sales of plans to builders 
and the public from the 100,000 plan 
books he puts out each year. (He esti- 
mates that 85,000 houses have been built 
from his plan books since World War 2.) 





GARAGE WORKSHOP adds an extra to the 
house, is handy also for outdoor projects. 


Matern is urging builders to make more 
use of below-grade space. Light wells, 
larger windows, and direct outdoor access 
will make basements more usable. Matern 
calls the on-grade basement a big reason 
for the popularity of split levels. 

Families want more special purpose 
rooms, says Matern. He classifies the rec- 
reation or family room as a must, is 
finding more requests for study-fourth 
bedrooms, mud-utility rooms and hobby 
areas. Garage workshops also appeal to 
more and more plan buyers. 

Should builders, caught between rising 
land costs and a growing buyer’s market. 
use the building plot from lot line to lot 
line? Matern feels the public is ready for 
such new ideas. 

He finds some reaction against open 
planning: people want informal and for- 
mal living areas separated. He likes to 
put the family room on the bedroom side 
of the kitchen so it can double as a fourth 
bedroom well away from the living room. 


DINING PATIO, close to dining room, helps 
make economical use of the house plot. 





Finished basements boost 
sales in Denver 


When sales slowed down last fall in 
their 800 house Perl-Mack project, Denver 
Builders Jordon Perlmutter, Samuel Prim- 
ack, and William J. Morrison went un- 
derground. 

They added finished basements to their 
840 sq. ft. two-bedroom house, partial 
basements to their 1,100 sq. ft. three bed- 
room model, included a % bath in both 
versions. Sales prices rose only $600 and 
$375 (to $12,200 and $13,975). Sales 
rose, too. In seven weeks they cleaned up 
175 unsold houses. 

Perl-Mack picked land close to the 
new Boulder-Denver Turnpike when they 
switched from custom building in 1954, 
will be on both sides of the highway 
when they start 600 new houses in Perl- 
Mack Manor No. 3. 





Portland builder lures pros- 
pects with carport-terrace 


Frank D. Evans, president of the Port- 
land (Ore.) Home Builders Assn., is now 
giving an 18’ x 21’ protected outdoor living 
area that costs him only $200 to add. Be- 
cause of Portland’s heavy rainfall (40” per 
year, over 30” from Oct. through Mar.), 
all such terraces must be under cover. 

The garage-patio wing of the 1,200 sq. 
ft., three-bedroom, two bath house pre- 
sents the appearance of a double garage 
to the street, but only half the space is for 
car storage. One door conceals the out- 
door living area from the street, while the 
entire 18’ width is open to the rear yard. 





Memphis realtor forms 
trade-in firm 


Kemmons Wilson, Memphis realtor and 
partner of Builder Wallace Johnson, has 
jumped into the trade-in market with a 
new firm, Trade-Ins Inc. 

Half ownership of the subsidiary is 
vested in his sales staff to give them more 
incentive to make trades. The new com- 
pany is capitalized at $100,000, with 
$10,000 paid in (half by Wilson, half by 
his men). The firm will make its own 
appraisals and will take over actual title 
within 24 hours, if necessary. 

Says Wilson: “Half of our potential 
new house buyers have a house.” 





$10,000 vaudeville show 
opens 400-house tract 


Is there such a thing as too much 
hoopla? 

Tulsa’s Francis Construction Co. still 
isn’t sure after putting on one of the big- 
gest opening day shows in local home 
building history. 

Over 30 entertainers (budgeted at $10,- 
000) headed by Singer Eddie Fisher, per- 
formed on an outdoor stage at the site. 
Buyers were wooed by 400 prizes (one 
for each family), including 100 mink stoles 


continued on page 232 
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The kind of comfort vour prospects want... 





Whole-house heating and cooling 


by WORTHINGTON 


See a Worthington Climate Man. 
Get prompt, efficient service on 
the most complete air conditioning 
and furnace line on today’s market. 


Today’s most successful builders know 
that equipment with a widely known, 
trusted name is often a decisive selling 


factor. That’s why so many install 
Worthington heating and cooling exclu- 
sively in the houses they build. They 
know that Worthington’s 70 year record 
of success in the field is their guarantee 
of customer recognition and acceptance 
plus top-notch quality ... and the low- 
est possible price. 

Take a tip from builders who know. 
Talk toa Climate Man about new Worth- 


ington air conditioners and warm air 
furnaces. There’s a type and size that’s 
right for every house you build—and for 
every region of the country. Phone your 
nearby Worthington dealer today for 
complete information— you'll find him 
listed in the yellow pages. Or write: 
Worthington Corporation 

Dept. AC, Harrison 


New Jersey. A7.32 








STEWART-WARNER 
Winkler 


QUIET...BIG CAPACITY...RUGGED DURABILITY...AUTOMATIC CONTROLS..->~ SPACE SAVING 






| For Development Builders... 































Basement Counterflow ’ Vertical 
Model Model Upflow Model 







These startling new advances in home comfort equipment 
offer custom built quality at mass production prices...today’s 
plus value ‘‘buy’’ for builders! WIZ Furnaces offer every provi- 
sion for burning oil with maximum economy...for quiet opera- 
tion. They are completely assembled and wired for low-cost ¢ 
installation in minimum space...and above all perform with 
failure-proof dependability! 

WIZ Furnaces can be easily installed in every type of modern 
house construction. Made in basement, vertical, counterflow 
and horizontal models...all adaptable for summer cooling with 
Stewart-Warner equipment. 










Horizontal Model 






























Construction features include dependable automatic controls te 
...extra-surface heat exchangers...fuel saving baffles... big, ac 
effective filters...balanced, vibrationless, quiet blowers...insu- piss 
lated, enamel finished casings...pan type bottom for cleanliness. vs 

be 
ALL WIZ MODELS ARE ADAPTABLE vi 
FOR SIMPLIFIED SUMMER COOLING a 


OIL BURNER... 


Designed especially for 
and integrated with WIZ 
Furnaces for maximum 
efficiency. The combus- 
tion chamber is an ex- 
clusive design which gets 
the most heat out of the 
burner flame. 


Stewart-Warner WIZ models amazingly sim- 
plify air conditioning! Any WIZ Furnace can 
be furnished as a complete year ’round condi- 
tioner, equipped with a Stewart-Warner 
Evaporator Cooling Coil and outdoor Con- 
densing Unit. Or, it can be originally installed 
with the Evaporator casing left empty, with 
the Evaporator and Condenser to be added later. 

Evaporator units are dried, charged with 
Freon 22 and capped. They need only be in- 
serted in the Evaporator 
casing and have refrig- 
erant lines run to them. 


Air and Water Cooled 
Condensing Units 
The Condensing Unit 
is installed outside the 
house—no foundation 
needed with the ‘Quick 








56% MORE 
HEATING SURFACE 


The accordion design 
of the WIZ heat exchanger 
stretches the heating sur- 
face to more than one 
half again as much as in 
ordinary furnaces. It ab- 
sorbs more heat, hence 
saves fuel. The corruga- 





tions also eliminate ex- Set-up” mounting. It ; y iif 
pansion and contraction carries a full charge of refrigerant—no special 
noises. equipment needed for installation. 4 
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COMPLETELY WIRED AND ASSEMBLED. 








Basement 
Model 


WIZ GAS BURNER 


A single port flame re- 
tention unit with all the 
advantages of a highly effi- 
cient, simplified design. 
Controls are in one com- 
pact unit, eliminating cum- 
bersome grouping of indi- 
vidual controls. Models for 
all gases. 100% shut-off 
safety control available. © 


















Vertical 
Upflow Model 


Designed with the particular 
problems of the development builder 
in mind...a revelation of ingenious 
designing which gets amazing per- 
formance out of a minimum sized 
unit. Completely assembled and wired, 
they can be installed quickly and at 
minor cost. Provision can be made 
for immediate or future summer 
cooling with Stewart-Warner equip- 
ment. 

WIZ Gas Burning Furnaces offer 
quality in every detail! Attractive, 
crisply designed casings, fully insu- 
lated ...all controls furnished ...more 


: heating surface...heat conserving 
: baffles...whisper-quiet blowers... 
\- effective filters ...sealed against dirt. 
: These gas-burning beauties are 
2 built for strength, durability and 
: failure-proof operation...genuine 
assurance of a satisfied home owner. 
Install a WIZ and forget service 
Horizontal Model troubles! 
& 
ANS 
rx Al Stewart-Warner 
, ay aN \ Winkler 
1 f representatives 
« Y cover the nation CERES) 
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{ Counterflow 
{Model 


WIZ FORCED WARM AIR FURNACES 


INSTALLATION COST: 















SOMETHING NEW UNDER THE SUN! 


STEWART-WARNER 
“MODERN BUILDER” 


YEAR ’ROUND AIR CONDITIONER 





“MB” Conditioner built into 
closet with zero clearance 
on 3 sides. 





Vertical and 
Counterflow, 
Oil and Gas Models 
f 
For flush-mounted or 
conventional installa- 
tion and ductless, stub- 
duct or conventional 

air distribution. 

3 
Built-in plenums for re- 
ceiving cooling coil. 

% 
The greatest space 
and cost saving year 
‘round air condition- 
ing equipment ever 
conceived for the 
modern builder. 


Write for details 





Write, phone or wire today for complete information 


STEWART-WARNER CORPORATION 


HEATING AND AIR CONDITIONING DIVISION e Dept. AW-57, Lebanon, Ind. 










































HOMES 
standardizes 
on McKINNEY Hinges 


National Homes Corporation, world’s 
largest builder of pre-fab houses, now 
hangs doors faster and at less cost than 
ever before. That’s because they’re 
using a new hinge designed especially 
for them by McKinney. 

This McKinney Special #1191 Hinge 
has round corners so all mortising can 
be done with a power router. Fixed 
pin ends pin loss permanently. Single- 
joint construction with brass bushing 
carries vertical load. Of wrought steel, 
the #1191 is available in bulk, with 
either slotted or Phillips head screws. 
Choice of finishes. Write us for prices 
and samples. . . or a possible solution 
to a problem of your own. 





Showing Special #1191 
fixed pin and single joint © © 
construction. : 











re) co } 


A. McKINNEY 
SEMIMED aneractorine courant 4 


1715 Liverpool Street * Pittsburgh 33, Pa. 


in Conode - McKinney Skilicroft Lid, St. Catherines, Onteno 
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given by lot to opening day visitors. 

The afternoon-long show took up so 
much time that most of the 15,000 visitors 
left without visiting the model homes. But 
return visits over the next three weeks 
turned into 42 sales of the $9,400-$10,250 
VA houses in 18 days. 

Since the show interfered with house- 
viewing, entertainment scheduled for fol- 
lowing week ends was canceled. But 
Builder William C. Francis feels the first 
day gave him the kickoff he needed. 

Buyers of the 864 sq. ft. and 1,001 sq. 
ft. three-bedroom houses also got owner- 
ship of a $40,000 community swimming 
pool, 75’ x 52’. 





Job control peg-board 
saves builder 7-10 days 


Builder John Osmundsen of Walnut 
Creek, Calif., has cut building time 15% 
on his custom houses, he says, by adapt- 
ing a big builder trick: close job control. 

His “clearing house” is a wall-mounted 
peg board, listing in sequence the 43 op- 
























































OSMUNDSEN AND PEGBOARD 


erations on each home. Colored pegs 
show when materials or subcontractors are 
due and when each operation is com- 
pleted. An evening check by Osmundsen’s 
superintendent determines the next day’s 
scheduling. Savings on the typical house 
(13 jobs under way) are running 7 to 10 
days since the system was adopted. 





Five builders, utility join 
in 101-house tract 


On opening day of their 101-house 
speculative project, five Columbus, Ohio, 
builders got a 20-man assist in showing 
visitors through their models. This wealth 
of manpower was provided by the Ohio 
Fuel Gas Co. which had joined with the 
builders to develop an all-gas appliance 
community. 

The utility staff escorted lookers (10,- 
000 the first week end) through the houses, 
demonstrating equipment, turned real buy- 
er-prospects over to one of the half-dozen 
salesmen. Results: 12 houses sold ($330,- 
000 total) in two week ends. 

Linked in the promotion of “Blue Flame 
Village” ($20,000-$32,000) were Builders 
G. Ray Mathers, Daniel Strayer, Thomas 
Harper, R. D. Morian, and Berlin-Defen- 
baugh Co. Two architect firms, Treffinger 
& Auerbach and Taylor & Liebersbach 
did site planning and design. 

Cooperation extended to construction. 
Though the builders used their own crews, 
they bought materials jointly, including 
plumbing, landscaping, lumber, bricks, 
concrete, appliances, hardware and paint. 





After just five years 


of publication 


HOUSE & HOME 


is proud to announce 


that in its field 


it now is 


ok 
first in circulation 


* * 
first in market influence 


* * * 
first in advertising 


*109,417 average total paid ABC circula- 
tion, 6 months ending June 30, 1956 


**first choice magazine of home building 
professionals in 23 independent surveys 
in the past five years. Details on 
request 


***2 455 advertising pages in 1956 
$2,786,425 advertising revenue in 1956 
(based on 12-time b&w page rate) 
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The Kitchen of the Future...fo Build Bigger Sales Today! 


M 





ONTEREY 
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New Wall Cabinets. Smart, 
new furniture-finished hard- 
wood doors on famous Youngs- 
town wall cabinets. 

New Sandalwood Color. 
Subtle new wood-tone shade 
blends with every kitchen 
decorating plan and color. 
New Pantry Cabinets. 
Fingertip shelves use once- 
idle space between wall and 
base units. 

New Larger Built-In Sink 
Bowl. Highest quality 
Youngstown bowl installs eas- 
ier. Priced to beat most ordi- 
nary drop-in bowls. 

New Continuous Counter 
Tops. Lustre Trim adjustable 
tops fit any length without 
metal sealer strips. 

Two new Adjustable Built-in 
Oven Cabinets. These low 
priced steel oven cabinets ac- 
commodate almost every gas 
or electric oven. 









































It's Future-Fashione 


BACKED BY THE BIGGEST PROMOTION 
CAMPAIGN IN KITCHEN HISTORY! 


Introduced on TV Spectacular! Saluting Kate Smith and starring the 
greatest names of stage, screen and TV. 85,000,000 potential viewers for this 
modern miracle show! On ABC-TV Network, Sunday night, April 28. Cash in on 
this biggest of all advertising bonanzas! 


Shown in Full Color Spreads in Life, May 13, and This Week 


Magazine, May 19. 52,760,000 ready-to-buy readers will see these ads, 
fall in love with MONTEREY, look for it in your homes! 


Sold in your own Local Newspapers under your name! 
Yes! 73 Sunday papers across the nation will carry Monterey ads in full color! 
Get your name in your local listing, now! 


TIE IN NOW! FEATURE MONTEREY IN YOUR NEW HOMES. TAKE 
ADVANTAGE OF YOUNGSTOWN K/TCHENS NATION-WIDE PROMOTION. 
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CONTACT YOUR YOUNGSTOWN KITCHENS DISTRIBUTOR NOW 


“Insulite R 


Bullder Frank Whitehurst, Jr. watches rapid progress 
on a Virginia Beach project home. Easy-cutting, fast- 
nailing Bildrite Sheathing saves about $75 more per 
home, says Whitehurst, and makes corner bracing 
unnecessary. Architect for project is Herbert L. Smith 
III, A.I.A. of Oliver and Smith, Norfolk, Virginia. 
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Attractive interior of a $15,000 Whitehurst home 


‘ shows how effectively Architect Smith has used open 


beam design, and prefinished ceiling of Insulite Rvof 
Deck. Use of 2” Roof Deck, plus Insulite Wool (made 
of Fiberglas) in sidewalls, cuts summer room temp- 
eratures by 10° to 15°, builder Whitehurst reports. 
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says Virginia builder... Bildrite and 
Insulite Wool add still more savings 


On the seacoast of southeast Virginia, J. P. Whitehurst 
& Son are making housing history with a fast growing 
project where every home is architect designed, and 
designed with Insulite Roof Deck. The cost saving 
reported by the builder on Roof Deck as against con- 
ventional wood construction amounts to $20.12 per 100 
sq. ft.—or an average total saving of $418 per home! 

Whitehurst’s Virginia Beach development is a 90- 
home project; and every home has the spacious, gra- 


$418 on each 215,750 home 


cious look that only open beam construction brings. 
Yet look at the prices . . . only $14,300 to $15,750 for 
homes with 3 bedrooms, attached garages, and 1% 
baths in 50% of the designs selected. 

Insulite Roof Deck can help you deliver such value, 
too—in any climate. It’s a three-in-one material . . . 
decking, insulation plus vapor barrier, and finished 
painted ceiling all in one. It goes up fast; cuts and fits 
easily; reduces waste; eliminates all ceiling plastering 
and painting; cuts winter fuel costs, repels summer heat. 

Want detailed information on Insulite Roof Deck? 
Write us—Insulite, Minneapolis 2, Minnesota. 


build better and save with 


INSULITE 


ve INSULITE, made of hardy Northern wood—Insulite Division of Minnesota and Ontario Paper Company, Minneapolis 2, Minn. 


INSULITE AND BILORITE 


FIBERGLAS IS 
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REG. T.M. 
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E REG. T. M.’S., U.S. 
WENS-CORNING FIBERGLAS CORP, 
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More and More... 
Bendix Mouldings 
Help Make the Sale! 


The house you are building will 
sell quicker, when you add _ that 
extra quality touch with genuine 
BENDIX CARVED MOULDINGS 
on closet shelves, mantels, flush 
doors, wall panels, cornices or for 
crown mouldings and chair rails. 


The elegance and glamour of BEN- 
DIX MOULDINGS have especial 
appeal to women, who are all im- 
portant in the home buying de- 
cision. 


IN STOCK FOR IMMEDIATE DELIVERY 


mou Idings 


1S. 


192 LEXINGTON AVE NEW YORK 


Mail this coupon today 











BENDIX MOULDINGS, INC. 
192 Lexington Avenue 
New York, N. Y. 


Please send new fully illustrated catalog 
































GOODYEAR (continued) 


In 1949 Goodyear started his Selwyn 
Park project, which was to keep him 
busy for the next seven years. As he 
abandoned prefabs, building supplies re- 
turned to normal. Today the 800-acre 
tract with more than 2,000 houses is 
nearly built up. About half of the 
houses have been built by other Char- 
lotte builders who bought lots in the 
rolling, wooded development. 

Last year George and his _builder- 
partner Charles Martin put up about 
100 houses, one fourth in the $12,000- 
$14,000 price range, another fourth in 
the $15,000-$18,000 range, the rest 
from $18,000 to $30,000. 


This year Goodyear will open a 
new 220-acre site for higher-priced 
homes 


The property is heavily wooded and 
hilly—and will remain as rugged as the 
builder can keep it. Streets will follow 
the grades. Nearly all houses will perch 
on knolls, many on lots which drop off 
100’. Goodyear will sell some lots to 
other builders, but he will exercise strict 
control over the architecture. 


KEY AIDES {7 Charlotte are vice presidents 
George Dunnaway (left) and Louis Par- 
ham, and secretary Jean Mann. Goodyear 
insists they will handle his building and 
mortgage affairs as well as when he’s there. 


Busy as he will be traveling on 
NAHB business, he doesn’t expect any 
trouble getting the new project under 
way. “Charley Martin handles the con- 
struction and George Dunnaway, Louis 
Parham and Jean Mann can run the 
office as usual. I’m sure we have a 
good head-start with the Homestead 
model we showed last fall (H&H, Jan. 
"56) Though Charlotte is 95% a ‘brick’ 
town, the Homestead has no brick on 
the outside. I stayed in the house day 
after day and never heard one person 
comment about the lack of brick. They 
really loved that house. I was able to 
offer them something traditional that 
they could afford.” 

George also thinks the house was 
popular because it had a full comple- 
ment of built-in appliances. He loads 
all his houses with appliances. 


“I’ve believed in the package 
mortgage as long as I can re- 
member’’ 


“In the depression, anyone who 
continued on page 240 


“Give ‘em real 

- Fireplace Beauty 
and Performance 
This Better 
Easier Way! 

















416 Erie St., Huntington, Indiana 
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BECAUSE 
IT’S SO IMPORTANT 
TO EVERY 


SMART PROSPECT... 


u 


colorful, long-wearing 
KENTILE’ vinyl asbestos tile 
helps you sell homes faster! 





Yes, sales are easier to close with Kentile vinyl asbestos tile on 
the floors! That’s because prospects know only Kentile vinyl 
asbestos has such beautiful, even marbleizing. What’s more, it’s 
greaseproof, stain resistant, easier to clean and so long wearing. 
In 3 handsome styles (Marbleized, Corktone, and Carnival) 
and a wide range of decorator colors. Can be used everywhere— 
even over concrete in contact with earth—yet costs only $4.80 
more than group “C” asphalt tile on an average 8’ x 10’ floor. 


Furthermore, Kentile vinyl asbestos tile (KenFlex®) is pre-sold 
for you through smart, full-color, full-page ads in 12 of America’s 
finest magazines, such as Look, The Saturday Evening Post, Good 
Housekeeping, Better Homes & Gardens, McCall’s, True Story, 
and American Home, reaching a multi-million audience. Call 
your Kentile Flooring Contractor for details now! He’s listed 
under FLOORS in your Classified Phone Directory. 


TODAY’S SMARTEST FLOORS W 






AVAILABLE IN VINYL ASBESTOS + SOLID VINYL + CUSHION-BACK VINYL + CORK + RUBBER + ASPHALT TILE .. . OVER 150 DECORATOR COLORS 
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TYPICAL ILLUSTRATION from national advertisement shows prospects looking at a model home. Windows, and their insulation, are important to home “shoppers”. 


Thermopant \\ “Resorwe ee fer Copy. ws 


A kit full of sales aids and selling ideas that put Thermopane solidly 
on your sales force . . . display cards (like the one above), selling 
literature, hard-hitting selling sentences for your salesmen to use 
or to include in your advertising, newspaper mats, radio and TV 
suggestions—a wealth of material any merchandising-minded builder 
will appreciate. Ask your L°O-F Glass Distributor or Dealer to 
reserve one for you. Or write to Libbey-Owens:Ford Glass Com- 
pany, 608 Madison Ave., Toledo 3, Ohio. 





Sign of Extra Value 


that can sell for you 





INSULATING GLASS 


What’s happening here can happen in your model home. These house 
hunters have spotted this sign on a window glazed with Thermopane in- 
sulating glass. They’re reading, “SAVINGS IN HEATING COSTS”, 
“NO STORM SASH TO BUY”, “MORE COMFORTABLE HOME, 
SUMMER AND WINTER”. And they know you’re giving them a better 
house for the money because . , . 


They’ve been PRESOLD ON THERMOPANE 
... IT’S BEEN NATIONALLY ADVERTISED FOR 13 YEARS! 


This year alone, over 44,000,000 messages on Thermopane are directed at 
home buyers. Big, colorful ads in Life, Better Homes @ Gardens, House Beauti- 
ful, American Home and other consumer publications. Cash in on this tre- 
mendous advertising program that can be merchandised locally to promote 
house sales. Ask for the Merchandising Kit offered at left. 





INSULATING GLASS 


LIBBEY - OWENS. Foro a Great Name in Glaso 




















MUTSCHLER 
KITCHENS 


featured in Florida 
“CAVALIER” homes 








The Cavalier homes of H & D Construction recently 
proved themselves best sellers at the ‘1956 Parade of 
Homes” in North Palm Beach. Fourteen other builders 
had homes on display. 

““‘We feel your cabinets have been a tremendous asset 
to us in selling our houses,’’ says M. M. Duvall of 
H & D Construction Company, Palm Beach, Florida. 

“As a matter of fact, you may use our name in any 
of your promotion work, and we shall be only too 
happy to recommend and endorse Mutschler.”’ 

Plans are now being made for a development of 500 
Cavalier homes . . . each with a Mutschler kitchen. 

If you are building quality homes, the Mutschler 
kitchen story will be interesting to you, too. 


Would you like to talk to one of our men? Write— 


MUTSCHLER BROTHERS COMPANY, Dept. 367 
Nappanee, Indiana 





KITCHENS 
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GOODYEAR (continued) 


bought a house had to buy a refrigera- 
tor at about $150 or pay one-third 
down and the balance in 12 months. 
That killed a lot of sales until I could 
make a deal with a store to get a num- 
ber of refrigerators at half-price, that I 
could finance for the home buyer.” 

As a mortgage lender (he’s an ap- 
proved FHA mortgagee, warehouses 
loans, and is a correspondent for sev- 
eral Carolina banks) Goodyear says he 
is willing to take loans on the most 
modern houses. 

Goodyear has won NAHB’s Award 
of merit for design, and was represented 
in House & Home’s collection of “56 
outstanding houses for 1956.” He 
works closely with his architect, R. 
Emory Holroyd. 

In 1953 Goodyear won a Minneap- 
olis-Honeywell Acapulco Award for 
Merchandising. Part of the credit for 
Goodyear’s success goes to his wife, 
who is known in Charlotte as a top- 
notch decorator who handles all color 
selection for Goodyear homes. Some of 
her advice is worth noting. 


“Builders who say people look 
at the furniture in model houses 
and not at the houses are all 


wrong”’ 


Dorothy adds: “In our Parade of 
Homes each year, it’s usually the fur- 
nished models that sell first, regardless 
of their design. Prospects haven’t the 
imagination to picture a new house as 
a home unless it’s furnished. I’ve found 
you can use many kinds of furnishings 
and many different styles in either a 
traditional or a contemporary house. 
But you mustn’t ever try to force ex- 
treme ideas. 

“In our model last fall,” she added 
with a twinkle in her eye, “I put in a 
chord organ and the deaier had a dem- 
onstrator play it. The dealer has since 
sold a number of them to people who 
heard it there. In fact, George got in- 
terested, bought one and has learned to 
play it.” 

She and George are still patting 
themselves on the back for moving to 
Charlotte. The city is no longer as 
small as they like, having zoomed from 
100,000 to 185,000 population in a 
decade or so. But it is a spirited town 
with a flavor all its own. Most of the 
newcomers have come from the North 
and Midwest. Charlotte is fast losing 
the air of a southern city. Its institu- 
tions arc changing, its citizens’ accents 
are now unpredictable. 

The Goodyears lead a sociable life, 
are active in the Presbyterian church, 
but stick to home as much as they can. 
They have two sons — George Ill 
“Buddy,” 14, who is as serious about 
sports as his father once was, and 
James Dent, 10, who seems to find an 
amused interest in everything that goes 
on. The household also includes Rusty, 
a cocker spaniel. 

Their wide, one-level house enjoys a 
beautiful setting on 32 landscaped 
acres which they’re gradually improving 

continued on page 244 
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NAPOLEONIC BEE 


Greek Key design bowl in marble 
washstand with 24 carat gold plated 


Dolphin design basin set * 





Bowls of Vitreous China, 22 carat 
burnished gold, fired at high temper- 
ature for permanence; available in 
WHITE (shown) AZURE BLUE, PINK, 
DESERT TAN, GREEN, SUNLIGHT 
IVORY, MIST GRAY, YELLOW 





Correlated accessories available. 
Inquiries invited from Architects, Builders 


, Dec- 


orators for complete bathrooms and closets. 


BUTTERFLIES Write for catalog no. 66 * pate 
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ALL ALUMINUM 


UNDER $1500 INSTALLED 

PRICE INCLUDES 

Filter Plant, All Materials- 

NO EXTRAS! 

18 Ft. by 34 Ft., 

LIGHT, STRONG, NO MAINTAINENCE! j 
VALUABLE EXCLUSIVE ne 


FRANCHISES NOW , 
AVAILABLE... | ——<-— & 


_ ~ 
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FOR COMPLETE ise pm 


aa ““~ ALMET SWIM POOL CORP.., 








“SWIMMING POOLS- 








BOX 488-A, SCRANTON, PA., Diamond 7-4810 
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ASCO 
Bathroom Ventilator 


Absolutely the Trimmest! 


TRIM CONSTRUCTION 


Fits inside 6” joists without protruding ... leaves 
ample space for insulation blankets between joists. 
The exclusive lower 5” depth also permits installation 
in shallow beamed cathedral ceilings or in bathroom 
walls framed out to 5” thickness. 


TRIME INSTALLATION COSTE 


No header necessary! Square housing is nailed di- 
rectly to side of joist ... adjustable support bracket 
extends to the next joist—3 nails and the job is done! 
This new unit is ideal for remodeling as well, as it 
installs neatly through a hole in the ceiling without 
dismantling. This easier-to-install feature trims in- 
stallation costs by virtually eliminating time-consum- 
ing assembly or alignment problems. 


TRIME ALL OTHERS IN VALUE 


The low unit cost plus the increased efficiency you 
get gives all other models a sound trimming. The 
large diameter squirrel cage blower wheel with special 
housing and entrance venturi delivers more air and 
gives excellent pressure characteristics. 




















Meets all FHA requirements for inside bathroom ventilators. 
5 Year Guarantee. UL Listed. 


Write for catalog of complete line of FASCO 
Bathroom and Kitchen Ventilators and Hoods. 


Fasco Fateltiealscs Inc. 10 AUGUSTA ST. 


ROCHESTER 2; Nic yY.. Ui aw 
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This is Jack Wenborg... 


He’s a Gold Bond builder of luxury homes. A 
partner in Ehler & Wenborg, Prospect Heights, IIl., 
he’s using Gold Bond Insulation Sheathing in 240 
homes in the Country Gardens development at Prospect 
Heights. ‘““Gold Bond quality fits in perfectly with 
the increasing demand for higher-quality homes like 
ours selling for $27,000 to $40,000.” 


This is a house that Jack built... 


Gold Bond Insulation Sheathing adds a strong 
selling point to this $34,000 house: “Its 

extra insulation value enables us to offer our 
prospects the lowest possible heating and 
air-conditioning costs for the life of the house.” 


This is how he saves money... 


‘Compared to old-style wood sheathing, 
we figure we save $75.00 per thousand square 
feet through less handling, nailing and waste and 
through elimination of building paper.’’ Gold 
Bond Asphalt Impregnated Insulation Sheathing 
helps Mr. Wenborg offer luxury homes at 
prices that attract buyers. 


"Gold Bond Insulation Sheathing 
saves costs on our luxury homes!" 


That’s why Mr. Wenborg puts Gold Bond Insu- 
lation Sheathing on every one of the 240 upper 
bracket houses his company is building at Pros- 
pect Heights. This builder likes the savings he 
gets with insulation sheathing. He plans to keep 


using Gold Bond Insulation Sheathing for the 
important reasons above. If you want to see how 
to cut costs and yet build well, call your Gold 
Bond® representative or write Dept. HH-37, 
National Gypsum Company, Buffalo 2, N.Y. 


y 
+ Gold Bond 


BUILDING PRODUCTS 
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Should you go in for 
house “trade-ins”? 


Gold Bond’s new booklet, 
“Plain Facts About Trade-In Housing,” 
may help you decide 


ANY BUILDERS TODAY are find- 

ing they can sell more new homes by 

taking old ones in trade. It’s a significant trend 

. and it may be something that will help 
boost your own sales volume. 

Frankly, we don’t know if you should trade 

or not. But we do think you ought to know 

more about it. 


Just how big is the trade-in market? What is its 
potential? Are house “trade-ins” the next step for you? 


To answer these and other im- 
portant questions for you National 
Gypsum Company asked inde- 
pendent architectural editor John 
Peter to prepare a comprehensive 
study of ‘‘trade-in’’ housing. It is 
based on interviews with builders 
and building experts across the 
country. And we offer you a copy 
of this booklet free, because we 
believe it will be helpful to you in 
your own business. 


a 
Gold Bond 


BUILDING PRODUCTS 





NATIONAL GYPSUM COMPANY.__~— 
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In this book you’ll find answers to such ques- 
tions as: 

When should you begin to consider trades? 

What local conditions offer you the best 
chances for success with trade-ins? 

Who are your best customers likely to be? 

What are the advantages (and obstacles) in 
trade-ins? 

The booklet contains typical agreements 
other builders are using, plus examples of suc- 
cessful advertising they've run, 
leaflets and mailing pieces that 
have worked well for them. 

**Plain Facts About Trade-In 
Housing”’ is written for builders 
considering trade-ins... and for 
those who already are taking 
houses in trade. Any person or 
firm in the building industry is 
entitled to a copy of this informa- 
tive booklet. TO GET YOURS, 
SIMPLY FILL IN THE COUPON 
BELOW AND DROP IN THE MAIL. 





sc sgh ci na ag Sh i i a iat cel ain acliberia Tier hatcianii 1 
| 

NATIONAL GYPSUM COMPANY 

Dept. HH-37, Buffalo 2, N. Y. | 

| 

Please send me my copy of | 

**Plain Facts About Trade-In Housing’’. | 

| 

Name Des eas aaa : 5 ee 
ee abe 
Abdrei ios LON Pe eee 7 
City ca esa! Zone ___ State oe 
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Build Business 
with the 


» THERMADOR |: 
TRIO 


omy in 


... the superb bilt-i in kitchen combination 
that adds prestige and profit 


“THE NEW MASTERPIECE BILT-IN REFRIGERATOR-FREEZER 


Your prospects will appreciate the way the family-size refrigerator and 
freezer compartments are completely self-contained in one compact 
bilt-in unit. They will like the many exclusive Thermador features... 
and, the way this Masterpiece unit harmonizes with any kitchen decor. 





“MASTERPIECE BILT-IN ELECTRIC DOUBLE OVEN 


From the two large automatic ovens and 3-spit rotisserie, to the 
air-cooled doors and electric Teleminite Timer, your prospects will 
enthusiastically agree there’s nothing finer. 


“FAMOUS MASTERPIECE BILT-IN COOKING TOP 


Only Thermador offers a choice of so many different cooking tops 
with exclusive features, including Vari-Speed controls, that practically 
take charge of the cooking. 


*Choice of lifetime Stainless Steel or exciting decorator colors: 
Canyon Copper, Desert Pink, Daffodil Yellow, Turquoise, Sugar White. 


Put this Thermador trio to work for you...MAIL COUPON TODAY 


TH E a M A D 0 bE m “The Originator of the Bilt-in Range” 


ports 


THERMADOR ELECTRICAL MANUFACTURING COMPANY 
A Division of Norris-Thermador Corp. + 5119 District Blvd., Dept. HH-357, Los Angeles 22, Calif. 


Please send me information on: C) Bilt-in Range (] Bilt-in Refrigerator-Freezer 





Name 


Address 
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GOODYEAR (continueu) 


—most recently by adding a swimming 
pool. 

George doesn’t bring work home. 
He finds he doesn’t have to. 

“Things don’t bother me about the 
business. If I miss a deal, I don’t feel 
bad. I know I'll get the next one. 


“‘The most important thing is to 
learn how to wait’’ 


“It took me a long time to learn 
that, but it’s the most valuable thing 
you ever learn.” 

Goodyear expects to enjoy his new 
NAHB job, though it will keep him 
away from home much of the time. 

Precisely because Goodyear is the 
kind of man he is, it would be a mis- 
take to expect him to try any great 
changes in NAHB’s workings. 


“| don’t have plans for any 
earth-shattering program’”’ 


He says: “I think the association has 
been developing on a sound basis. Its 
leaders have pursued the right objec- 
tives.” 

Goodyear pooh-poohs talk of basic 
conflicts within NAHB between _ big 
builders and small builders: “Our as- 
sociation is made up primarily of the 
100-on-down builders,” he points out. 
“We're headed toward more specialized 
building, probably toward houses bigger 
in size and perhaps bigger in dollar 
value.” 

If Goodyear has one chief interest as 
NAHB president, it is to help revitalize 
the FHA, “I think FHA’s staff is good; 
all it needs is a chance to prove itself,” 
he declares. 


“But | think FHA’s downpay- 
ment structure should be revised’’ 


“There is no reason why FHA should 
not be able to insure larger home 
loans. It is feasible to offer both low 
down payments and larger loans. You 
just can’t have low down payments and 
low monthly payments at the same 
time. 

Goodyear scoffs at the idea that mort- 
gage indebtedness has risen too high. 
“This is a fiction. Growth of mortgage 
debt simply represents a transfer from 
rents. A family that rents is as much 
obligated to make monthly housing 
payments as a family that buys a new 
house.” 

He says this quietly and easily. But 
there is much firmness in his voice. 

As one builder says, “George fools 
you. He packs a lot of power you'd 
hardly expect from his manner.”/END 


A. C. Summerville 





GOODYEAR HOME jy Jarge rambling ranch 
house on 31% well-landscaped acres. 
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... and we bought our new home because 


of the nice WARM FLOORS... 


| SAVED 58%, 
wove TOO, ON MY HEATING BUDGET! 


R70 





Beautiful oil wall furnaces by International help you 
sell homes... because International's powerful blower 
delivers heat at the floor level... warming floors and 
melting sales resistance. Installed quickly, Internationals 
save you money... cut installation costs up to 58%. 


Write, wire, phone for prices and details today! 


Some territories Open—interested factory representatives and 


distributors call collect! 


* 





O1L BURNER CO. 
LOUIS 10, MISSOURI — 











How to 
fnlarge 
Your House 


Now you can convert that wasted attic to useful storage space 
for as little as $50. No ceiling alterations are necessary with the 
new EZ-Way folding stairways—custom-made to your speci- 
fications. An EZ-Way can be built to fit your present attic 
opening if it is 2234” to 36” wide and 45” to 62” in length. Elimi- 
nates costly alterations to opening. The sturdy EZ-Way re- 
tracts out of the way into the ceiling at the touch of your hand. 
For price quotation send ceiling opening size and height to: 


EZ-WAY SALES, Inc. 


Box 300-1N « St. Paul Park, Minn. 
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Tough test 
for tough plywood 


It’s phenolic*-resin bonded... for longer life 


Immersing this plywood in boiling water has little practical value, 
of course. But it does bring you this important proof: even the 
severest moisture conditions can't affect phenolic-resin bonding! 
This adhesive outlasts the wood! 


That’s why phenolic resin is used by well-known plywood man- 
ufacturers belonging to the Douglas Fir Plywood Association. 
Under all weather conditions, phenolic resin keeps the plies to- 
gether; makes plywood one of the most practical exterior building 
materials ... and one of the most economical. 

The trademark of the Douglas Fir Plywood Association tells the 
difference. It’s burned into the edge of every panel and guarantees 
100% moisture-proof phenolic-resin bonding. THE DOW CHEMICAL 
COMPANY, Midland, Michigan. 


*The Dow Chemical Company is a leading producer of phenol as used by 
plywood adhesive manufacturers. 


| EXT-DFPA 





To get the best, look for this trademark when- 
ever you order, buy or specify plywood 





YOU CAN DEPEND ON 
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mer a1 
| Leading insulation manufacturers feature the TRIPLE flection back from walls and ceiling in winter, for more 
PLUS® of Reynolds Aluminum Foil on batts and blan- warmth; Plus #3 — Positive Vapor Barrier, controlling 
kets... Plus #1—Summer Radiant Heat Reflection, moisture condensation. Note also the aluminum duct 
cooling interiors as much as 15°; Plus #2— Heat Re- installed in the wall at left, and the aluminum windows, 





Build in More Sales Power with 


First photos of the 1957 Television Home... 
| built by Rex Marshall’s Theodore Produc- 
tions in cooperation with Reynolds! (Archi- 
| tect: James J. Kennedy, A.I.A.) This house 


is designed to take fullest advantage of alu- 
minum’s sales power...in visible features such 
as awnings, windows, gutters and down- 
The Finest Products spouts...in the hidden values of ductwork 
Made with Aluminum and insulation. Homebuyers recognize alu- 
minum as a mark of quality... especially 
when it carries the Reynolds identifying 
' emblem. Make sure this emblem is on the alu- 
REYNOLDS Gea ALUMINUM minum products featured in the homes you 
: build. Reynolds Metals Company, General 

Sales Office, Louisville 1, Kentucky. 











are made with 









































3 REYNOLDS 
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Strong, lightweight aluminum makes really practical the sliding 
door that saves so much space. Modern in design... large glass 
areas. Smooth, easy operation...no slamming. Weathertight pro- 
tection. And aluminum never warps or swells, needs no painting. 


Aluminum ductwork means continuing savings on heating and 
cooling costs. Reflecting heat, aluminum carries cool air more 
efficiently —delivers more warmth in winter. Smoother inner 
surfaces mean less loss of air flow. And aluminum never rusts. 


Natural aluminum is rustproof, needs no 
painting. But aluminum siding presents an- 
other type of enduring beauty. It has a 
baked-enamel finish that lasts and lasts, 
cleans by just washing down with a hose. 
This siding has extra insulating value, too. 





Aluminum hardware is increasingly popular 
because of its soft lustre...its non-tarnishing 
and permanent beauty, so appropriate to 
modern designing. 


See “CIRCUS BOY”, Reynolds 
dramatic adventure 
series, Sundays, NBC-TV Network. 
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WRITE TODAY FOR FREE CATALOG. 
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A GRACEFUL 
ENTRANCE 
OPENS THE 
oteoteo): Mmm eme 7. & 3 — 





Home buyers appreciate the first impression they 
receive from a doorway made distinctive with figured 
glass. Note how this simple use of Mississippi Broadlite 
adds a touch of luxury that sells on sight. Greet your 
prospects with glamor and gain sales. Use translucent, 
light diffusing glass by Mississippi to add eye appeal 
that pays off in greater buy appeal. 


Glass does so much to any home to make it more 
attractive .. . floods interiors with flattering “borrowed 
| geen 


more desirable. 


makes rooms seem larger, friendlier, 


Give your homes the extra sales appeal that 
only glass can add. Buyers want that ‘different 
look.’’ See your nearby Mississippi Glass 
distributor and select from a wide range of 
patterns and surface finishes that can 

enhance your homes. 


ADDRESS DEPARTMENT 9. 





MISSISSIPPI 


GLASS CcCcOMPAN Y 
88 Angelica St. @e St. Louis 7, Missouri 
NEW YORK e CHICAGO e FULLERTON, CALIFORNIA 
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THE ONLY COMPLETE 
DISAPPEARING STAIRWAY 
LINE! 







BESSLER 
DISAPPEARING 
STAIRWAYS 


Generous Trade Discounts! 


Write for Free 
Catalog 


and Wall Chart 


BESSLER DISAPPEARING 
STAIRWAY CO. 


1900-E East Market St. 
Akron 5, Ohio 


Bessler Disappearing Stairway Co., 1900-E East Market St., Akron 5, Ohio 
Please send free Catalog, Wall Chart, Prices and Discounts. 

Address .... 
A. Be re eer ere 


FREE! 
New Catalog 
and Wall Chart 


SEE SPRY Or ee eer re (5 Eee Zone 








ADVERTISING GOES 
WHERE 
ADVERTISING SELLS 


In 1956 HOUSE & HOME 


carried more advertising of 


Electrical Equipment & Fixtures 
Floors & Floor Covering 
Heating, Ventilating & Air Conditioning 

Kitchen Equipment, Appliances & Accessories 
Magazine Publications 
Paints, Finishes & Wall Coverings 

Plumbing Equipment & Bathroom Accessories 
Prefabricated Houses 
Roofing, Siding & Flashing 
Walls, Ceiling & Partition Materials 


than any other magazine in its field. 


HOUSE & HOME 
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SWITCH 





Richard C. Beneicke, Partner of 
Beneicke & Lorenz, A.I.A. one 
of America’s outstanding archi- 
tectural firms specializing in new 
home designing. 


Note how Soss Lev-R-Latches im- 
prove the appearance of this 
door. The modern design of this 
superior and advanced door 
opener offers advantages that 
demand your consideration. See 
your local hardware or building 
supply dealer for full details. 


“NEW 
SOSS LEV-R-LATCH 
GREAT 
INVENTION” 


says 


Architect RICHARD C. BENEICKE 






















HERE’RE 7 BIG REASONS WHY YOU SHOULD 


FROM KNOBS TO SMART, MODERN 


SOSS OLIVE BUTT HINGES 


SOSS LEV-R-LATCHES: 


Eliminates service calls to repair loose knobs 
Extremely easy to install 

Eliminates need for door stops 

Makes opening doors much easier at all times 
Smart, modern, flush-type design 

Body is formed from solid casting 


Available in all standard U.S. finishes with 
or without locking mechanism for all interior 
swinging doors 


OTHER QUALITY SOSS PRODUCTS THAT ARE USED IN ALL BETTER BUILT HOMES 





SOSS INVISIBLE HINGES 











Low in cost ¢ Installation is same 
as any 342” butt hinge *« When 


open, door can be taken off 7 
without removing pins or screws © 


Lifetime nylon bushing ¢ Choice 
of attractive finishes @ Adapt- 
able to either 13%" or 1%" 
interior or exterior doors @ Life- 
time Guarantee 
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= for every application, 





‘The Hinge That Hides Itself’’ 
Hinge works inside door and door 
jamb. When door is closed 
hinge is completely hidden from 
view. Made from heavy duty 
materials that assure a lifetime 
of trouble-free operation. Avail- 
able in a wide range of sizes 











for the 






number 


number 

















eilsway 


»..the shower of many blessings 


Weisway vitreous porce- 
lain enamel receptors are 
completely sound dead- 
ened and constructed to 
withstand both use and 
abuse. Terrazzo receptors 
are also available. 








Weisway cabinet showers bestow many bless- 
ings on the architect and builder, as well as 
the home owner. Take this built-in model, 
just one of many models in several styles. It 
is ideal for new construction or remodeling, 
and the ultimate in economical installations 
of this type. There’s no need to build a 
water-tight room, because Weisway cabinet 
showers themselves are independent leak- 
proof enclosures. The quality of all Weisway 
cabinet showers is unmistakable, and is proven 
by many years of successful operation. What- 
ever the home’s cost, a Weisway cabinet 
shower for the second bath will “do it proud.” 
Send coupon below for new illustrated cata- 
log with specifications. 


toilet compartments and 
cabinet showers 

for schools, institutions, 
industry and home 


CeCe eeeeeeeeeeeeeeeeeeeeeeeen® 


NEW ILLUSTRATED CATALOG OF CABINET SHOWERS 


Henry Weis Manufacturing Company 
397 Weisway Building, Elkhart, Indiana 
Please send free copy of your new Catalog No. 456 


NAME. — 
FIRM A 
ADDRESS aes 
Cor... 
STATE 
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A 2-Time Winner 











CECIL E JENNINGS — 





OF PARENT AW, | 





FIBRE DUCT 
IN BOTH AWARD-WINNING HOMES 








LOCATION: Lortondale Homes, Lubbock, Texas 
BUILDER: Cecil E, Jennings 

ARCHITECT: Donald H. Honn, AIA, Tulsa 

AIR CONDITIONING AND HEATING CONTRACTOR: 
H. H. Brady Plumbing Co., Lubbock, Texas. 

Duct work installed by general contractor. 


“100% Owner Satisfaction...” 


Cecil E. Jennings, Builder, twice a winner of the coveted 
Parents’ Magazine Builders’ Award, employed labor and 
money-saving SONOAIRDUCT Fibre Duct in both homes. 
Mr. Jennings states, ‘The windows offer no problem with 
heating as SONOAIRDUCT discharges a screen of warm 
air in the area of greatest heat loss. We have 100% 
owner satisfaction and they say the system is perfect.’ 
Photos show two views of one of the 200 homes, using 
SONOAIRDUCT, in Mr. Jennings’ Lortondale Project, Lub- 
bock, Texas. 


SONOAIRDUCT is made especially for loop and radial, gas 
and oil fired, warm air perimeter heating systems, and 
should be encased in dense aggregate concrete. It is alumi- 
num foil lined. Available in 23 sizes, 2’ to 36” 1.D., up to 
50’ long. Can be easily sawed to lengths on the job. Fits 
all standard metal T’s, registers, etc. Free installation 
manual available upon request. Write for complete informa- 


tion TODAY! 


; iia SONOCO 





Poe PRODUCTS COMPANY 


CONSTRUCTION PRODUCTS DIVISION 


vos ac ahr HARTSVILLE, S. C. 
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LOS ANGELES, CAL. MONTCLAIR, N. J. 
S95S SOUTH WESTERN AVE. 


AKRON, IND. @ LONGVIEW, TEXAS e BRANTFORD, ONT. e MEXICO, D. F,. 


14 SOUTH PARK STREET 


SAFE e EASY TO INSTALL 
The only automatic closet FITS ANY CLOSET 


light with patented “NO 

ADJUSTMENT” flange. KLOZ me A es LITE 
Stop groping in the dark .. . muss- 
ing clothes . . . knocking precious 


items off the shelf. Install Kloz-A- 


Lite. One piece fixture fits any door, 





No wiring necessary. Plugs in like 


. GN a lamp. Money back if you are not 


MAL $2.98 | 
\ delighted. Send $2.98 for one or 





(Distributors: Many 

areas still open. Send $30.00 for carton of twelve. 

for catalog listing over Dept. HH 

300 Slater wiring | | ft 

devices.) = a er. GLEN: COVELL tN. Y 


: Established over 25 years. 





time in the wall 
proved SLIDING 


DOOR 


quality FRAMES 





WARDROBE 
HARDWARE 


NORDAHL MANUFACTURING CO. 180 WEST ALAMEDA, BURBANK, CALIFORNIA 





Snap-Cu GUTTER GUARD 


AGRFIABLE TO ALL TYPE GUTTERS 






KEEPS OUT Leaves, branches 
birds nests, balls. (After rain 
leaves dry up and blow 
away.) 

PREVENTS Clogged gutters,& 
downspouts, sewers. 
ALUMINUM MOULDING A- 
dapts to all types of gutters, 
turned up edge prevents dirty 
water from dripping downy 
silo of ous. Write us for full details 


EASY TO INSTALL 
TlY AD LOCKHART MFG. CORP. 
NATIONALLY ADVERTISED [ierirahyiterie arta a tia) 




















IN THIS ISSUE 


A special new subscription card for you— 
or one of your friends, 

who in your opinion, might benefit 

by reading HOUSE & HOME regularly 


each month. 
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NATURALITE 





DOME SKYLIGHTS AND CEILING DOMES 


Distinctive lighting is a powerful sales maker. 
Give your homes that extra touch of custom qual- 
ity — yet keep costs down — by specifying and 
using NATURALITE Dome Skylights and Ceiling 
Domes. Use them in.. 


INSIDE BATHROOMS for light plus ventilation 

KITCHENS for light plus additional wall space 

CORRIDORS for light plus spaciousness 

FAMILY ROOMS for light plus maximum 

privacy 

. a ROOMS for light plus lower electric 
ills 


NATURALITE Dome Skylights and Ceiling Domes 
are engineered and built for long years of dependable 
service. They are available in more than 50 standard 
sizes, in square, rectangular and circular shapes. 
ALSO AVAILABLE: Powr-Vent Skylights, darken- 
ing shades and metal louver shades. 





— 





Require no special roof construction, can 
be installed easily on flat or sloping roofs. 


Ceiling domes admit to area all light 
admitted through roof skylight. 


See our catalog in Sweef’s or 
write for name of representative nearest you 


PLASTIC PRODUCTS OF TEXAS 


5115 East Grand Avenue * Dallas, Texas 
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It’s the 


nationally famous 


Rangaire <— 


the “sellingest” 






wy «24>. - 
fe ree ease. .'; * 








kitchen stove hood 






on the marke! 












It's the kitchen stove hood 






housewives are wanting. 






The Rangaire's decorator 





styling, its efficient squir- 





rel cage-type exhaust unit, 









ust its permanent-type alumi- 
WHITE BAKED ENAMEL . . $64.95 num foil filter that's re- 
COPPERTONE BAKED ENAMEL . $69.95 


SOLID COPPER or 
STAINLESS STEEL . . . . $114.95 
(Prices for 42” size or less) 





removable for easy clean- 





ing in hot soapy water are 






features that cinch the 








| j ™ 
All sizes and colors available. sale! Investigate 7+. com 





Prices slightly higher on pare...and you will see 
West Coast and in North- 


eastern States. 





why the Rangaire leads! 





USE COUPON BELOW 
for information on complete line of 
Island Type @ Canopy Type @ Custom Made Hoods 


ROBERTS MANUFACTURING CO., Cleburne, Texas 








\ 
5% Please send complete information \ 
\ on Rangaire kitchen stove hoods \ 
\ NAME % 
\ 
\ 
\ ADDRESS 
\ 
\ CTY STATE 

















252 


ae. > 


eineiihisktea canine mais cette 





Only the Grant Folding Door has a 
solid core 5/ ca thick with lpr 


the flexibility of fabric stabs the s 
and durability of the solid core. 


‘Produced ‘me Grant, oe pice in 


and wall area ° foal Sabaneta 
washable vinyl fabric » does not extend 


ee came a RN 








Grant Pulley & Hardware Corporation, 31-91 Whitestone Parkway, Flushing 54, N. Y. 











944 Long Beach Avenue, Los Angeles 21, Calif. 
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TITLE INSURANCE 





“Tight money” is vividly demonstrating 

the value of title insurance. 

i Now, more than ever before, title insurance 
stands out as the one part of an otherwise 
| good mortgage package that makes a 

' mortgage more saleable. 

' 


Ultimate investors in mortgage loans from 
coast to coast insist upon title insurance coverage 
} on all mortgages they buy .. . and 


Many of them prefer Lawyers Title 
policies .. . Their experience 
has proved that... 


There is no better title insurance 
than a policy issued by 


lawyers Title 


Insurance (Corporation 





Home Office—Richmond, Virginia 


TITLES INSURED THROUGHOUT 43 STATES, THE DISTRICT OF 
COLUMBIA, PUERTO RICO, HAWAII AND 
THE PROVINCES OF ONTARIO AND QUEBEC, CANADA 


NATIONAL TITLE DIVISION OFFICES: CHICAGO AND NEW YORK 


BRANCH OFFICES IN: 


Akron, O. Detroit, Mich. Norfolk, Va. 
Albany, Ga. Flint, Mich. Pittsburgh, Pa. 
Atlanta, Ga. Freehold, N. J. Pontiac, Mich. 
Augusta, Ga. Grand Rapids, Mich. Richmond, Va. 
Birmingham, Ala. Macon, Ga. Roanoke, Va. 
Camden, N. J. Mansfield, O. Savannah, Ga. 
Cincinnati, O. Marietta, Ga. Springfield, Ill. 
Cleveland, O. Miami, Fla. Toms River, N. J. 
Columbus, Ga. Mount Clemens, Mich. Washington, D. C. 
Columbus, O. Newark, N. J. White Plains, N. Y 
Dallas, Tex. New Orleans, La. Wilmington, Del. 
Dayton, O. Newport News, Va. Winston-Salem, N. C. 
Decatur, Ga. New York, N. Y. Winter Haven, Fla. 


REPRESENTED BY LOCAL TITLE COMPANIES IN MORE THAN 200 OTHER CITIES 











Inside... outside= prize-winning builder gives his homes built- 


Builder: Burton W. Duenke, St. Louis, Mo. 
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Hotpoint Company (Div. of General Electric Co.) 
House & HOME 


Inland Homes Corp. 

Inland Steel Products Co. 

Insulite Division (Minnesota & Ontario Paper Co.) 
International Harvester Co. 

International Oil Burner Co. 


Kaustine Furnace & Tank Corp. 
Kelvinator Div. (American Motor Corp.) 
Kennatrack Corp. 

Kentile, Inc. 

Keystone Steel & Wire Co. 

Kitchen Maid Corp. 

Knoll Drake Products, Inc. 

Kwikset Sales & Service Co. 


Lau Blower Co., The 
Lawyers Title Insurance Corporation 


Leigh Building Products Div. (Air Control Products, 


Inc.) 
Lennox Industries Inc. 
Libbey Owens Ford Glass Co. 


Line Material Co. (Division of McGraw Electric Co.) 


Lockhart Mfg. Corp. 

Long-Bell Division (International Paper Company) 
Louisville Cement Co. 

Louver Mfg. & Supply Co. 


Maas & Waldstein Co. (Plextone Corp. of America) 
Majestic Co., Inc., The 

Malta Mfg. Co., The 

Marble Institute of America, Inc. 
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Mastic Tile Corp. of America 
Maze Company, W. H. 


McGraw Electric Co. (Line Material Co., Division of) 


McKinney Mfg. Co. 

Minneapolis-Honeywell Regulator Co. 

Minnesota & Ontario Paper Co. (Insulite Division) 
Mississippi Glass Co. 

Moe Light Division (Thomas Industries, Inc.) 
Monsanto Chemical Co. 

Mutschler Bros. Co. 


National Concrete Masonry Assn. 
National Gypsum Co. 

National Homes Corp. 

National Lock Company 

National Mfg. Co. 

National Oak Flooring Mfrs. Assn. 
Nichols Wire & Aluminum Co. 
Nordahl] Mfg. Co. 


Norris Thermador Corp. (Thermador Electrical Mfg. 


Co., A Div. of) 
Nudor Mfg. Corp. 
Nutone, Inc. 


Onan & Sons, Inc., D. W. 
Orangeburg Mfg. Co., Inc. 
Owens Corning Fiberglas Corp. 


Pacific Lumber Co., The 

Parkay Division (Wood Mosaic Co.) 
Peerless Corporation 

Penn Controls, Inc. 

Pittsburgh Plate Glass Co. 

Plastic Products of Texas 
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in beauty with wood ’n Rez 


only natural wood finish in 13 colors! 





3 built-in “beauty spots” 
where Burton W. Duenke 
uses wood ’n Rez 
to help sell homes 


1. FENCES (not shown) 
2. INTERIOR WALLS _ Kitchen cabinets + Interior doors and 
3. EXTERIOR SIDING trim « Exposed beams and ceilings 


Inside... outside, give your homes the built-in beauty of wood 
’n REZ —the natural wood finish that gives any wood 
any color effect. 


With 13 REZ colors to use, you can let your imagination go 
Make wood a new and exciting building material 
that will sell homes fast. 


Capture the color and appeal of forest, desert, seacoast and 
mountains. Make standard woods look like rich, expensive 
woods. Create brand new, built-in decorating effects that 
make every subdivision house a “display house” — 

every custom home a “dream” home. 





" Ask your local REZ distributor 
Ox Sweet'sB = for a complete set 
; of REZ colors today. 


FOR BUILT-IN BEAUTY...1IT’S WOOD 'N REZ 


REZ iS A PRODUCT OF MONSANTO WHERE § MoNsANTO 
CREATIVE CHEMISTRY WORKS WONDERS FOR YOU ; 
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Plextone Corp. of America (Maas & Waldstein Co.) 
Powers Regulator Co., The 


Ramset Fastening System (Shure-Set) 

Ready Hung Door Corp. 

Reflectal Corp. (A Subsidiary of Borg-Warner Corp.) 
Remington Arms Co., Inc. 

Remington Rand Div. (Sperry Rand Corp.) 
Republic Steel Corp. 

Revco, Inc. 

Reynolds Metals Co. 

Rheem Mfg: Co. (Richmond Plumbing Fixture Div.) 
Richmond Plumbing Fixture Div. (Rheem Mfg. Co.) 
Robbins & Myers, Inc. (Hunter Division) 

Roberts Mfg. Co. 

Rolscreen Co., The 

Roper Corporation, George D. 


Russell & Erwin Div. (The American Hardware Corp.) 


St. Paul & Tacoma Lumber Co. 
Sargent & Co. 

Schlage Lock Co. 

Scholz Homes, Inc. 

Sherle Wagner 

Silcrest Company 

Slater Electric Manufacturing Co., Inc. 
Smith Corp., A. O. 

Sonoco Products Co. 

Soss Mfg. Co 

Southern Pine Association 

Stanley Works (The Hardware Div.) 
Stanthony Corporation 

Steelcraft Mfg. Co. 

Stewart Warner Corporation 
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28  Van-Packer Corp. 


157. Ware Laboratories, Inc. 
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BUILT-IN VENTILATOR 


Also available without hood 
for ceiling installation 








RaM-Hunter 
mt-lalel-mimleolere 


WITH BUILT-IN VENTILATOR 


How can a housewife resist a kitchen that features a 
built-in R&M-Hunter RANGE HOOD? She'll love the 
way it whisks away greasy cooking odors. You'll like 
its sturdiness, its easy installation. The RANGE 
HOOD adds many times its economical cost in kitchen 
sales appeal. For prices, specifications and complete 
information on RANGE HOOD features, call your 
Hunter or Robbins & Myers distributor. 


Check these RANGE HOOD features 


e Twin blower exhaust forces out hot air, odors, 
smoke and steam through outside wall or roof. 


Easily installed. Duct passes between studs. 
Factory engineered wiring system. 


Equipped with radio-shielded motor ... listed by 
Underwriters’ Laboratories. 


HUNTER DIVISION-ROBBINS & MYERS, INC. 
2402 Frisco Ave., Memphis, Tenn. 


HUNTER 





The R&M-Hunter Range Hood is backed by two of the 
oldest and best known names in ventilating equipment. 


@ Streamlined design for modern kitchens. 
e Permanent-type filter, removable for cleaning. 
e Sturdy heavy-gauge metal with durable finish. 


e Illuminates cooking area—lights mounted horizon- 
tally below hood to shade eyes. 


e Switch controls on top of hood—easily accessible. 


Hunter Division 

Robbins & Myers, Inc. 

2402 Frisco Ave., Memphis, Tenn. 
Send complete data and prices on the 
Range Hood to: 


Name 





Address 
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sithBRISTOL Knob, 
itepolished brass 


ELECTRA Escutcheon 
with COMET Knob, 
in satin chrome 


PRISMA Escutcheon 
with ERA Knob, 
in polished brass 


LURA Escutcheon 
with TEMPO Knob, 
in polished brass 





OLY 


wit 


Escutcheon 
SMIC Kriob, 


Besatin bronze 


















. THE NEW TREND IN DOORWARE 
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DISTINCTIVE DOORWARE 

















Luxury-Line homes—$15,000 to $100,000—can be customized to meet the specific} 
needs of the individual family. Many models can be built for as little as $10 a square foot. 


NATIONAL HOMES 
has the homes you can sell... the financing you need! 


RAE 


Onty NationAt Homes makes it so easy for you to sell in Get the benefit from these important advantages now! For ii) 
today’s market! details, write to George A. Cowee, Jr., Vice President fo 


Whether you are building 5 homes or 500 a year, you'll 


Sales, National Homes Corporation, Lafayette, Indianaji 
Plants at Lafayette, Ind.; Horseheads, N. Y.; Tyler, Texas lf 


find your greatest profit opportunity in the three great new 





lines of National homes .. . and you can get your construc- f T 
tion and permanent loans through either the National Homes CuntenLlas hemes~$10,000 to $1'5,000~offer outstanding valued 5 
Acceptance Corporation or one of the major lending institu- quality, with extra livability and spaciousness to please the most discrim 

tions that take mortgages on our homes. inating home buyer. 


In whatever market you sell—low cost, medium-priced, or 
the finest luxury homes—you are sure to attract selective 
home buyers who will find the choice of their dreams among j , 
these wonderfully new National homes, available in either 3 






traditional or contemporary styling and in exciting new split- 


level and tri-level designs. 


\ “i 


ot Pacemaker homes—$7,500 to $12,500—offer smart styling and large § 
living areas. Speedy erection and occupancy—some models can be bulll § 
in as little as 44% days—assure low-cost, economical construction. 


Soran Foes 








ONE OUT OF EVERY 48 HOMES BEING BUILT IN AMERICA TODAY IS PRODUCED BY... 


